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Motor Torpedo Boats are fast, scrappy little sluggers. Manned by daredevil crews they have hung 
up records of enemy transports and warships sunk that would do justice even to a battleship. Yes, 
PT’s use rope, too. Help us to keep them supplied by conserving what rope you have. - 


® The illustration is from the “AMERICAN” SERIES OF UNITED STATES 
NAVAL VESSELS. Write for a full color reproduction suitable for framing. 





AMERICAN MANUFACTURING COMPANY 


NOBLE and WEST STS., BROOKLYN, N. Y. 


ROPE TWINE PACKING OAKUM 


WESTERN FACTORY: 


ST. LOUIS CORDAGE MILLS 
ST. LOUIS, MISSOURI 
SALES OFFICES: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 
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, FARM & BARN Eau MENT 


* To DO A FIGHTING JOB! 
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UNIT 
ARCH STALLS 
Originated, Patented 
and Perfected FIRST 
by Starline. Easiest to 
install. Safer, cleaner, ~ 
more comfortable. 


STARLINE 
WATER BOWLS 
Are easiest for cows 


to operate — more 
water — more milk. 


F’arw-nours SAVED, healthier herds, in- 
creased milk production — these are the benefits of 
Starline Farm and Barn Equipment — the weapons that 





are helping to win the battle on the Farm Front and the 
Fighting Front. Dairy farmers in your territory need this 





Starline Equipment to save labor, save time — to cut 


down disease and accidents. 


HAY CARRIERS 


Work on any kind of 
steel track. In stand- 
ard styles for slings 
or forks. 


“Starline Dan’’ the Barn 
Equipment Man, Works 
Hand in Hand with 
Uncle Sam * xk & 


LITTER CARRIERS 


For over 60 years, Starline has led eaten indiihiliics 


save the work of one 
man. Operate on dou- 
ble angle track. Car- 
riers for rod track too. 


in Barn Equipment improvements. 
Today, these Starline features and 
improvements — in Steel Stalls, Stanchions, Pens, Water 
Bowls, Litter Carriers, Hay Carriers, Ventilating Equip- 
ment and Barn Door Hangers — are helping farmers in 
their Fighting Job. Write today for earliest availabilities 


x 


DOOR HANGERS 


Self-oiling “Cannon Ball” 
hanger—runs in self-clean- 
ing track. Long roller bear- 
ings wear evenly, will not 
pile up, twist or bind. 


on Starline Barn Equipment. 


STAREINE 
* 


ILLINOIS VENTILATORS 


Sizes for all types of farm 
buildings. Cows require 


S TA Ww L | | E ’ | wR C . best ventilation — summer \ 


and winter. 


HARVARD, ILLINOIS ALBANY, N. Y. ie ea 





Keeping Up the Health Rate Keeps Down the Death Rate 


| 


With things you can sell... 
they'll keep the Home Front Strong 


House Maintenance is another in the 
series of promotions which YALE is 
offering this year to help keep wartime 
sales moving in your store. 

A new advertisement will soon appear 
in the SATURDAY EVENING POST 
urging its millions of readers to shop at 
their local hardware stores for products 
they still can buy (or rent) for house 
improvements and essential upkeep. 

YALE’S Wartime Progress Plan also 
includes publishing the “Yale Victory 
News”, which regularly furnishes you 


with business-building suggestions, hints 
for new lines and special promotions. 
Watch your hardware papers for the 
one on “House Maintenance’. 

Meanwhile, YALE’S national adver- 
tising is also reminding the public of 
your contributions to the war program. 
Through this advertising, we are doing 
our best to keep faith with you, the 
hardware dealers who helped ws through 
the years to make the name YALE known 
for the best workmanship and quality in 
locks and builders’ hardware. 





Yale Puts 3 Big Sales Movers 
Into Your Business 





She name YALE helfis make the Sale 


THE VALE & TOWNE MANUFACTURING co. 


STAMFORD, CONN., U. S. A. 
Hardware Age, published every other Thursday by Chilton Co. (Ine.). Entered as second-class matter, March 24, 1933, at the Post Office at Philadelphia under the Act of 
March 3, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 151, No. 11. 
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BOSTON WOVEN HOSE & RUBBER COMPANY 


CAMBRIDGE, MASS. 


HARDWARE AGE 























earned their crowns 





Mik Cty 
May Queen Ylh 
GRAND CHAMPION AYRSHIRE 


Grand Champion in 1942, Harleyholm May 
Queen combines type with production. 
Owned by Spring City Stock Farm, Adam 
Seitz & Sons, prop., Waukesha, Wisconsin. 
According to Louis Seitz, Rapid-Flo Filter 
Disks, used on Spring City Stock Farm, 
have always proved very satisfactory. 


Twice as many dairy farmers voted J&J Rapid-Flo 
best against all other brands combined, in a national 
poll, Confidence in Rapid-Flo uniformity and filter 
efficiency is created by everyday experience — 
come rain or shine, clear or dirty days—experience 
which has taught dairy farmers to rely on Rapid-Flo 
for vital double protection in clean milk production. 


A reliable, everyday checkup on basic 
sanitary precautions for producing clean 
milk —the farmer’s own sediment test. 


A strong, efficient filter, immediately 
removing dirt which may get into milk 
in spite of all precautions. 
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RAPID-FLO FILTER DISKS 


Judged Every Day, by stern standards of 
farmers who pay good hard cash for 
the product which filters milk best. 


, 


Rapid-Flo filter disk superiority is built-in—it comes 
from years of patient, skillful laboratory research, 
continuous farm testing, rigid manufacturing control 
from “bale to box,” by experts who have just one 
standard of quality—the best. 

Hardware men find Rapid-Flo the easiest, most 
profitable brand to sell. Dairy farmers want Rapid- 
Flo, they know its quality. Meet this demand with 
a complete stock of popular sizes of each type — 
Plain, Single - Faced or Double - Faced Rapid - Flo. 
Freight paid on 5 case lots. 


FILTER PRODUCTS DIVISION 
4949 West 65th Street + Chicago, Illinois 
















Easier Paint Sales... MORE PROFITS 


Get on the 

BPS route 

to greater 

paint profits. 

Be the ex- 
clusive BPS franchise holder 
in your community. 


When You Show Your Customers 


the WEW BPS Clee Uniter 


Mr. Paint Dealer! 

This amazing, dynamic paint sales- 
man comes to you from the makers of 
the nationally famous BPS Paints. It 
is the result of 53 years of paint-sell- 
ing experience—a formula for easier 
sales... more profits. 

The BPS Color Master is a develop- 
ment to give your customers help in 
proper color selection for interiors 


and exteriors. It’s chock-full of inter- 
esting decorating information—de- 
signed for moving paint from your 
shelves . . . quickly! 

Thousands of BPS dealers acclaim 
it—have already reaped handsome 
profits from it and from their exclu- 
sive BPS franchise. For further details 
write The Patterson-Sargent Co. 
today ... without fail. 
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“City” of 40,000 . 


The Army’s giant Pentagon is an outstand- 
ing achievement at a time when building mir- 
acles have become commonplace. Rising from 
the shores of the Potomac in the remarkable 
time of 14 months, its construction has set hun- 
dreds of records that may never be surpassed. 

A “population” of 40,000 workers does 
everything but sleep within its vast interior. 
Over a mile around, its walls enclose a total 
floor space of 4,000,000 square feet. 

The hardware needed for the thousands of 
doors along its 17 miles of corridors would be 
sufficient to equip the buildings of a fair-sized 
city. Butts for these doors were furnished by 
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Stanley. To make deliveries in time, along 
with orders for other great wartime building 
projects, required an all-out effort on the part 
of Stanley workers. The ‘“E” Flag which flies 
over the Stanley plants signifies their success 
in meeting this and similar demands for hard- 
ware by a nation at war. The Stanley Works, 
New Britain, Connecticut. 








STANLEY 


HARDWARE 




















When Uncle Sam 
STOPS BUYING | 


then 


JOHN Q. PUBLIC 
Can buy his NEW 


= mane 
When steel and rubber become available A 
for consumer use generally — and specifically \ % 


for building Clemson D-17 Lawn Machines \ ‘ 


—you'll again be able to sell them—and at a \ e e 
good profit. The New Clemson Machines will y 71 td he | LCOhH awh 
have improvements, while retaining these fast- 

selling features: 


e steel only throughout e sealed wheel 
its reel assembly assembly 


e all-steel e locking device on 
clutch assembly bed knife adjustment 


e rubber tires— e handle suspension MODEL D-17 
balloon type to fit height of cut 


e automatic height selector control (exclusive) 


In the meantime ) Mow / 


offer your customers 
Service Available 


Although the Clemson plant and facilities are serving Uncle j % at the Factory... 
Sam, you can get factory service for reconditioning the x 
Clemson Lawn Machines sold in the past years. 
Just take in your customers’ machines, ship to the factory 
at Middletown and they will be quickly reconditioned and 
returned. (Your customers may send them direct.) 


CLEMSON BROS. INC. 
MIDDLETOWN, N. Y. 


Manufacturers of world famous STAR Hack Saw Blades, Frames and Band Saws 
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STRIKING FACES — 
TEMPERED TO EXTRA TOUGHNESS 











WARREN TOOLS — 
MADE OF SELECTED STEEL 


CT een, ne 
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STRIKING FACES — 
PRECISION-FORMED 


+ See eee 


VITAL FORCES FOR VICTORY | 









@ Industry and the Armed Forces are partners. 
Efficient maneuvers of one depends upon complete 
and record-breaking production of the other. Yes, 
and both of these partners require Warren Tools 
... tools require steel... tanks, battleships, etc., 
also need steel in unprecedented quanti- 
ties. So, it is up to all of us to direct 
materials efficiently along the most 


needed channels. And, you can help! 





ea 


, Sell tools only to those who need them for 
war production plants, railroads, and the 
farms. Sell only good tools that have long life, 
and thus need not be replaced, thereby conserv- 
ing steel. If shipments are not as quick as you 

would like, remember please, that you, 

your jobber, we, and the steel men are 
“breaking our necks” to serve TWO 
VITAL FORCES at the same time. 


WARREN TOOL CORP. * WARREN, OHIO 
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"| How to Move Goods 
. and Win Customers: 





DISPLAY THE COMPLETE LINE OF 
TAVERN HOME PRODUCTS AND BUG-A-BOO PRODUCTS 
IN AN EYE-CATCHING TAVERN SHOP 





HE RIGHT TAVERN SHOP for your particular store can 
turn a few square feet of floor space into a profit-build- 
ing housewares section. 

Tavern Home Products and Bug-a-boo Products give 
you a complete line of aids to home conservation. These 
developments of the famous Socony-Vacuum Research 
Laboratories are regularly advertised in Life Magazine, 
Saturday Evening Post, Ladies’ Home Journal, Woman’s 
Home Companion and Good Housekeeping. They have 
won the approval of discriminating housewives from coast 
to coast. They are priced to please your customers and 
yield a satisfactory profit. 

Tavern Home Products and Bug-a-boo Products are 
available from coast to coast, with deliveries direct from 
our own warehouse stocks. Write the near- <capm> 


. > 
est office of Socony-Vacuum or Affiliated (¢.c( (eet eng 


Companies, or address 26 Broadway, N.Y.C.  Sesvumus? 


<— EVERY TAVERN 
HOME PRODUCT 
CARRIES THE SIGN 
THE NATION KNOWS 





\ 4 











SOCONY-VACUUM 


TAVERN SHOP NO. 3-— In natural wood, 


stained and waxed. Tavern Shops are available 


in several designs to fit your particular needs. 











TAVERN HOME PRODUCTS 


Tavern Liquid Wax - Tavern Paste Wax + Tavern Non-Rub Wax + Tavern 
Window Cleaner » Tavern Candles + Tavern Paint Cleaner « Tavern Rug Cleaner 
Tavern Furniture Gloss » Tavern Lustre Cloth » Tavern Parowax or Paraseal Wax 

Tavern Electric Motor Oil « Tavern Leather Preserver 





BUG-A-BOO PRODUCTS: 
Bug-a-boo Insect Spray 
Bug-a-boo Moth Crystals 

Bug-a-boo Victory Garden Spray 
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SERVING THE WARTIME NEEDS 
OF AMERICA’S MERCHANTS 





You'll find the best answers to your 
difficult wartime buying requirements 
at The Merchandise Mart. 

Here is a vast concentration of man- 
ufacturers’ displays, open to buyers of 
America every business day in the year! 
Here are up-to-the-minute availabil- 
ities, proving the genius of America’s 


mills and factories in producing essen- 


Housewares and Appliances 
Toys, Games and Wheel Goods 


Floor Coverings Upholstery Fabrics 








tial civilian merchandise despite war- 
time shortages and restrictions. 

The Merchandise Mart is your means 
of continuous contact with sources of 
merchandise. Here your buying can be 
organized, simplified. Here you will 
get new ideas, obtain reliable market 
information. Conserve travel and buy- 


ing time. Come whenever necessary. 


China, Glass and Pottery 


Gifts and Artwares 
Lamps and Shades Furniture 


Curtains and Draperies Linens and Domestics 


THE MERCHANDISE MART | 


THE RETAILER’S DEPARTMENT STORE + WELLS STREET AT THE RIVER 


CHICAGO 
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HEN you offer your customer a NUCUT File, you are 

giving him a file that is specially designed to cut more, 
faster, better, with less effort. NUCUT’S coarse teeth cut clean, 
deep, true; the fine teeth level the surface off smooth, at the 
same stroke, without skidding or scraping. 


See your jobber about the sizes, shapes and cuts you need not 
only in wood files and rasps, but also in NUCUT Machinists’ Files, 
Saw Files and Swiss Patterns. 


HELLER BROTHERS COMPANY WAVY TEETH 
America’s Oldest File Manufacturers— Good Tools Since 1836 r | L E Ss 
Newark, New Jersey Newcomerstown, Ohio 


PATENT No. 2027039 
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Yes ...a@ lot of traps that used to be featured in the 
Animal Trap Company’s catalog are “showing up 
missing” these days. The metals, men and machines 


that would have made them are now at work in the 


Animal Trap Company’s program of production for 
the armed forces. They’re turning those “missing” 
traps into military equipment that’s going to help make 
Berlin too hot for Hitler! 

But... this war has a home front as well as a firing 
front...a fact recognized by your government. Pro- 
duction of a limited supply of traps is authorized. The 
number of models is necessarily restricted. Emergency 


shipping methods are imposed by the transporta- 
tion situation. 

Every hardware dealer who is a good business man 
knows that as goes the nation, so goes every business 
within its borders. That’s why military needs must 
come first! 


Army-Navy "E'’—awarded to the Animal Trap 
Company of America "for great accomplishment in 
the production of war equipment.” 
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No. 10 How To USE 
LIGHT PLIERS FOR 
TELEPHONE, RADIO 
AND SIGNAL WORK 


eS 











@ There is a definite technique em- 
ployed by experienced mechanics. 
in working with light insulated wire. 
that is both time-saving and work- 
manlike. The operations of cutting. 
“skinning” and “cleaning” occur 
very frequently in practically all 
work of this general type. In the 
procedure described below, Cres- 
cent’s Light Diagonal Plier No. 942 
performs these operations equally 
well with both solid and stranded 
conductor wire. 





Here is the proper way to grasp a 
light diagonal plier. The little finger 


* inside ” 


the handles provides a 
counter pressure to hold the jaws 
apart. Pressure of the thumb stabil- 


izes the tool and helps maintain de- 


_ GRESCENT TOOLS 
Give Wings to Work 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


Sali st a 


OOL NOTES =. 


sired jaw opening. Some mechanics 
include the third finger with the 
little finger “inside” the handles, 
using index and second finger for 
“outside” pressure. 























To “skin” wire, grasp it as shown 


with the left hand. Now with plier 
held as above described, close the 
jaws sufficiently to cut thru the in- 
sulation only. Don’t cut thru the 
conductor! Counter pressure of 
“inside” fingers and steadying action 
of thumb pressure provide excellent 
control over depth of cut. Now, with 
both hands as illustrated, “rock” 
plier handles toward left wrist and 
the resultant prying action will strip 
the insulation from the wire end. 





MAIL THE COUPON 


for free reprints of this series of 10 in- 
formative ads. Indicate whether wanted 
for bulletin board use or punched for 
3-ring binder. 






















Crescent Tool Co., Jamestown, N. Y. 
Please send your “TOOL NOTES” Series 


Name 
Address 
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“Cleaning” or brightening of the 
bare wire is accomplished as illus- 
trated here. Close jaws just enough 
to provide slight pressure and draw 
cutter blades along the bare wire a 
few times. Rotate wire with fingers 
and thumb of the left hand so that 
the entire circumference is cleaned. 


J 


When making connections with light 





wire in inaccessible places, Cres- 
cent’s Long Nose Pliers No. 1033 or 
654 are very useful. Grasp end of 
wire with plier tip, and with left 
hand holding wire as shown, wrap 
the bare end around terminal screw. 
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FIBERGLAS® 


This is an air filter. Every 
forced-warm-air furnace user 
has air filters in his furnace. 
These filters clean the air 
before it circulates through 
the owner’s house. They 
should be replaced regularly 
to assure fuel economy. 


I’m available now...with a good profit margin...and high turnover 


‘“W’M THE LARGEST-SELLING forced-warm-air furnace 
filter in America . . . The Dust-Stop*. 


“Nearly every householder in your community 
with a forced-warm-air furnace—has filters like me. 
Every householder should replace me at least once 


a year with new Dust-Stops in order to assure him- / 


self of fuel economy. 


“So you can see that I’m not only a sales success 
but a swell repeater, too. 


‘And you can understand why housewares buyers 
have taken a sudden interest in me . . . with very 
nice results. (Facts on request). 


“‘And here are some more points in my favor: 


I’m nationally advertised in magazines reaching 
householders all during the best filter-selling 
season ... every year. Also, I’m made on non- 
critical materials and I'll be available quickly 
from warehouse stocks!” 


’'m a new “Hardlines Natural” 


UST (i 


Sea 
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HOW TO GET STARTED ON FIBERGLAS* 
DUST-STOP AIR FILTERS RIGHT AWAY 


The full Dust-Stop story and its profit possibilities 
can’t be told on this one page. But if you'll wire or 
write us today, we'll... 


1. Give you complete information on the Dust-Stop 
sales successes of other stores; 

2. Show you the big Dust-Stop retail-selling plan; 

3. Supply you plentifully with free sales helps if you 
decide to order; 


4.Give you prompt service on your re-orders of 
Dust-Stops. 


Get in touch with us now. Right away. The sooner 
you do . . . the sooner you'll be able to add a profit- 
able kine of merchandise to your war-short counters. 
Write Air Filter division, Owens-Corning Fiberglas 
Corporation, Toledo, Ohio. In Canada, Fiberglas 
Canada, Lid., Oshawa, Ontario. 














eT. M. Reg. U.S. Pat. Of. 
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We will pay *50.00 to the person who submits the best 
idea for improving any A & J item—and $5.00 for every 
idea we consider usable. Fair enough? 


This is right down your alley! Because what we're after is a mer- 
chandising idea—for example: ' 





Here's a proposition that the folks athome 
can help you with. Ask your wife, or 
your mother or your sister if this A & J 
Mixing Spoon is just right for mixing up 
cake batter or if there is some way in 
which it can be improved. For example: 


Is the spoon too long—or too short? 


Is the handle too big or too small—or can 
you suggest a better shape to give a 
better grip? 










Are the slots the right shape 
and size—or can you sug- 
gest a better design for 
perforating the bowl? 


JUST TO GET STARTED... 





This Is an A & J Zigzag Mixing 
Spoon 

An absolutely staple seller on every house- 

wares counter. It is used for mixing cake 

batter—as a strainer spoon and for similar 

purposes. If we can make it better, that's 

what we want to do. 





Start Thinking About This Right Now! 


Here’s an easy, quick way to make 
$5.00—or $50.00. Your idea may 
hit you any second—any place— 
in the store—in the office — be- 
tween work and home. Your wife 
—or your husband may help you 
with a suggestion. But when you 
get it—jot it down and send it in! 


NOTE: Be sure to give your name 
—for whom you work— what 
position you hold—and your 
business address. 






NO STRINGS TO THIS OFFER 


Here's all you have to do: Sketch your 
idea roughly and tell us about it briefly 
in your own words. If you're one of 
those folks who can't draw a lick, 
just outline your idea in plain English. 
Style doesn’t count—it’s the idea that 
counts. Remember, you are not lim- 
ited to the products shown on this 
page. Work from the Katzinger prod- 
ucts on your counter or our catalog 
or your old listing sheets. 


ALL SUGGESTIONS MUST BE IN BY 
JUNE 15, 1943 


RULES: All ideas submitted become the property of Edward 
Katzinger Company. Our decision as to winners will be final. 








In case of ties, equal prizes will be awarded. 


EDWARD KATZINGER COMPANY « CHICAGO, ILLINOIS 


A&J KITCHEN TOOLS e EGG BEATERS ° CAN OPENERS ° SPECIALTIES 
EKCO OVENEX AND PLAIN TINWARE ¢ GENEVA FORGE CUTLERY © KATZINGER FLASHLIGHTS. 
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HE years have their own architec- 
epee in shaping the success of a man or 
a business. For 63 years Richards-Wilcox 
have contributed to the progress of archi- 
tectural design by meeting every require- 
ment of doorway hardware—and develop- 
ing many new improvements. The fact that 
today it is the largest business of its kind in 
the world is the result of unfailing adher- 
ence to the highest principles of service— 
and the practical application of these prin- 
ciples to the individual needs of its cus- 
tomers. 


Architects, contractors and builders 
know that R-W Service contributes to their 








‘Quality leaves 
its imprint” 


Ric ha rds-Wilcox Mfg. Co. 












own success because they can count on it to 
solve any doorway problem they encounter. 
They have found, too, that R-W door hard- 
ware provides the utmost in satisfaction, 
because the principles of R-W Service are 
inseparable from R-W products. Each 
product is made to serve the demand it ful- 
fills, completely and enduringly. To Hard- 
ware Dealers, R-W products represent de- 
pendability, progress and economy. 


Look for the R-W branch nearest you 
among those listed below. It is ready to sup- 
ply you with expert engineering advice at 
any time, without obligation. Use this ser- 
vice freely. It will help you design your 
own success. 
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-|WARTIME HELP for 
‘MYERS DEALERS 
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Ready to Help You Get 
Immediate and Sure Business ! 


If you haven’t a copy of this illustrated bulletin on 
Myers’ “Wartime Help,” send for one today. It’s an 
up-to-the-minute digest of the well-planned Myers dealer 
helps designed to meet your selling needs during these 
war days. It fully explains each one of these wartime 
aids and tells you how to use them all most effectively. 
All have been planned and are available so they can 
work together to bring you extra business and extra cus- 
tomer good will throughout the war period. 


If you haven't already ordered these truly practical 
Myers’ wartime aids, get out your “Wartime Help” 
bulletin and use the order blank! Or, if you haven’t 
received your bulletin containing detailed information 
on these aids, mail the coupon now! 


The F. E. Myers & Bro. Co. 
150 Orange St., Ashland, Ohio 


Send me your free illustrated bulletin on Wartime Help 
for Myers dealers. 
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RENEW BROKEN VACUUM BOTTLES 





Propuction of new vacuum bottles is restricted. But your 
war-worker customers need not go without hot soups, stews, 































coffee—or cold milk or fruit juices—if there’s a broken 
vacuum bottle on the pantry shelf, in the attic or cellar. 

If that bottle was made by Thermos, a Thermos brand 
Replacement Filler will put it back in service . . . make 
it as efficient as new. 

Every Thermos brand Replacement Filler must pass the 
same rigid thermometer test given “new bottle” fillers. 
Each proudly carries the “Thermos” 
name which everyone recognizes 
at once. 

They’re available at a time when 
needed most to help keep war work- 
ers fit and sensibly fed. When you 
put a broken Thermos-made bottle 








back on the job, you perform a val- REPLACEMENT 
ued service—and keep up your own =! : Te 
volume on vacuum-insulated prod- ) i goed os ever 
ucts, too. = = 





TELL YOUR CUSTOMERS «= _22===semm" 


... that you are their Thermos “service station” — 








that you have replacement fillers to fit any Thermos- 
made vacuum bottle. Display this small (but effec- 
tive) counter card near your cash register. It's 
packed in each standard package of ten pint fill- 





ers. Or will be sent on request, if you've a supply \ 
of fillers already on hand. 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT \ 
: , In 
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SELLING PERFECTION 
WICKS AND PARTS 






Perfection Inner-Flow Wicks feed oil uniformly to 
give a perfect flame. They are easy to insert, adjust 
or clean and are the only wicks that give satisfactory 
performance in Perfection Oil Stoves and Ranges. 


your 






ews, 







ken 
llar. 
and 
jake 






HIS IS THE SEASON when Perfection Inner-Flow 
Wicks and Replacement Parts are more in 


the 


lers. 









demand than ever! Brighten your counter with a 
New No. 331-X INNER-FLOW WICK for use Perfection display . . . promote the sale of these 
in all Perfection, Puritan and Ivanhoe Oil Cook- 
stoves and Ranges—also for all Perfection and 
Puritan Water Heaters. * only genuine Perfection Wicks and Parts give 100% 





















extra-profit items by reminding customers that 


ali 


satisfaction in Perfection Oil Stoves and Heaters. 








Led eMail 


— You'll find a good volume of cash business walking 
No. 500 WICK... for : : : ! 
use with all Perfection gERFECTION right into your store! 
Kerosene Burning 
Room Heaters except 


the 300 and 400 series. 


No 500 Although we’re busily engaged in war work, Uncle 
Sam allows us to supply you with a complete line 
of Perfection Wicks and Parts. He knows it’s im- 
portant that the millions of Perfection Oil Ranges 
and Heaters now in use continue to give the fast, 
economical, efficient performance originally built 
into them. It’s a patriotic job—artd a profitable one 
—to see that they do! 








Order wicks and replacement parts from the nearby 
Perfection District Warehouse today! 


A simple inexpensive part, such as a 
581-A-1 FLAME SPREADER, 
for all high power burners may put 
your customer’s stove or range in The 


top operating condition. 
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g| PERFECTION STOVE COMPANY: 


In Peacetime, THE WORLD'S LARGEST MANUFACTURER OF OIL-BURNING EQUIPMENT FOR THE HOME 
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NO PRIORITY NEEDED! \) 
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IF YOU SELL TO ~ \eacty 
MECHANICS, THIS IS 
“MUST HAVE" MERCHANDISE 














> ~ 
Fuller’s Mallets are made of durable wmpbeakane (7 | AMBER 


MAR- ~ -PROOF 


cellulose nitrate plastic, contain no 


metal, and offer a superior replace- 







ment for rawhide and rubber mallets. 
Exceedingly strong, yet widely pre- 







ferred by machinists and toolmakers for 


work on the most delicate machinery. 












No. 160 Assortment ( 2 each %” diameter, .1” diameter and 1%” diameter 
consists of six mallets | with an attractive display card. 
Open stock on 3%” to 1%” diameter curved head. Open stock on 114” to 2” diameter straight head 


PROMPT DELIVERIES—Sold only through regular hardware jobbers. Ask your jobber's 
salesman for catalog pages or write direct for pages and name of nearest jobber. 













FULLER BROS. 2eirt.s: 
a NEW YORK CITY | © 
ee ee 


FLOORS AND 
FLOOR COVERINGS 
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BALL BEARING 4 ian 
CASTERS z 

j wa 

& mo 

THESE casters PROTECT floors and floor cover- 3 . 
ings—no scratches on floor, rugs or carpets. } ‘ | 
“‘@eme’’ Casters are ball bearing casters and move - 
THESE CASTERS smoothly and easily in any direction and—they sell ” 






HAVE A BALL THAT as easily as they move. Let “Acme” step up your 
ROLLS ON BALLS caster sales and profits. Every customer is a logi- 
cal prospect for ‘“‘Aeme’’ Ball Bearing Casters. 


The manufacture of ‘“‘Acme’’ Casters will be discontinued for the duratien. 
We can only supply ‘‘Acme’’ Casters to customers with high priority ratings. 













THE SCHATZ MANUFACTURING CO. 
U. S. A. 


REPRESENTATIVES LOCATED AT 


Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 
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“I never knew building fences could be such fun” 








PRISONER of war has but one 
thought—how to escape. The 
fellow building the fence has another 
thought—how to keep the prisoner 
in. 

You're thinking of how to get more 
fence, and we’re thinking of how we 
can supply all the demands for 
American Fence, as well as the other 
war-urgent demands for more and 
more steel and wire. 

Most fence dealers are doing a 
splendid job distributing evenly the 
small amount of fence that has been 


US'S AMERICAN FENCE 
Thovei more tn we Man any Ther beamed 


MAY 27, 1943 


allocated to them, and in general, 
keeping their trade satisfied and up- 
to-date on the fence situation. 

For the present, we suggest you 
do these three things: 
(1) Continue to distribute equitably 
the limited supply of American Fence 
that has been allocated for farm use. 
(2) Write for and distribute our 
helpful booklet, “How to Make 


Your Fences Last Longer.” 
(3) Keep explaining why your cus- 
tomers can’t get all the American 
Fence they would like to have. 
Thus, by keeping your store 
known as headquarters, you can cash 
in on the pent-up volume of fence 
business when there is again plenty 
of good U-S-S American Fence 
available for everyone. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 









eo 
ANYONE /; ii 


WHO HAS 4 
A UNION 
HACK SAW 
FRAME 


Quickly adjustable, 
sturdy UNION hack 
saw frames give good 
blades a chance to do 
the best work. Those 


who use them will want 


other UNION tools, 
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Until R/M Woven Glass and woven asbestos wicking 
can be had again, R/M Tri-Ply Wicking will do... 
and do very well. Here’s why: 


1. Hard outer ply resists wear and tear. 


2. Middle layer of crimped asbestos felt 
sends fuel racing-to-the-rim for quick 
lighting. 


3. Inner layer of soft asbestos paper keeps 
fuel-supply uniform. 


4. Rippled construction permits wick to be 
rolled without buckling or breaking; assures 
proper alignment and seating of wick in 
burner-channel. 


5. Tri-Ply construction effects complete fuel- 
vaporization, reduces carbonizing. 


R/M Tri-Ply Wicking comes %”, 1”, 1%”, and 1%” 
wide——SIX FEET TO THE BOX, 12 boxes to the carton. 
Also in cartons of 100 feet. } : 

Sell duration-quality R/MTri- 

Ply Wicking. Ask your jobber. 


Awarded to R/M 
North Charleston Plant 


INDUSTRIAL 


RAYBESTOS-MANHATTA 


TH CHA 


SALES DIVISION 
N, INC. 
ESTON, 5 


MANHEIM, PA NO 
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Certain jobs require im- 
mediate attention because, 
directly or indirectly, they 
help the war program. 


Wartime repairs, wartime 
ide remodeling and wartime 
| maintenance are classed as 
essential building projects 
and have received Govern- 

ment approval. 


No doubt there are many 
potential prospects in your 
community for this type of 
construction work requir- 
ing builders’ hardware. 


Natienal 


Anewrevised Government 
limitation order permits 
the manufacture of a long 
list of National Hardware 
products for civilian use. 
Many of these hardware 
items may meet your pres- 
ent requirements. If you 
do not have a list of these 
products now made avail- 
{ able, we shall be pleased 
to forward full informa- 
tion upon request. 


. 
ing 
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4 ' National quality remains 
; while quantities are limited 
only for the duration! 


Ww 


| There is still a limited supply of this 
National Hardware for essential jobs!. 
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NATIONAL MANUFACTURING COMPANY 


STERLING = > 






MAY 27, 1943 


ILLINOIS 
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LAMSON CAP SCREWS 


@ Lamson full finished cap screws of SAE 1020 

steel have approximately 90,000 Ibs. per sq. in. 

minimum tensile strength. Our high carbon cap 

screws of SAE 1035 steel, heat treated, have approx- 

imately 150,000 lbs. minimum tensile strength. 
A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 








LAMSON & SESSIONS 





ATHLETIC EQUIPMENT | 


Complete Line - Competitively Priced 
Prompt Shipment 


Your Jobber can give you full 
information... or write us ditect — 


THE DRAPER-MAYNARD CO. 
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DIAMOND 


Has Gone To War 


The Army, Navy, and Air Corps chose 
Diamond tools for active duty on the 
front lines. Over 90% of our factory’s 
output is being used to help our nation 
win the war. When that job is done, it'll 

be BUSINESS AS USUAL. 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. 
Duluth . . . Minn. 



























THE BIT WITHOUT A 
CENTER SPUR. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 








angles, cuts any 


arc of a circle, and 

leaves a smooth- 

walled, flat-bot- 

tomed hole in the 

toughest, knottiest 
ds. 


If your customers have wor uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 114" by sixteenths; with 
machine shanks, from 154" to 3” 
by eighths. 


Jhe PROGRESSIVE MFC. CO 
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-Season feeding is a “must” 


Get your share of 

new, timely profits! 
Sell this complete plant 
food to your customers 
now...help them grow 
better, more nutritious 
vegetables. 


‘ VIGORO VICTORY GARDEN 
FERTILIZER (For Food Production 
Only). Supplies all the food elements 
vegetables need from the soil. 
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Don't let those Vigoro-profits you’ve been en- 
joving slack off now that most of your custom- 
ers have their Victory Gardens well started! 
As professional growers well know, regular 
mid-season feedings are mighty important for 
top success in raising vegetables. 


Talk this idea up to your customers. You'll be 
helping them reap a crop of better vegetables, 
and you'll be cutting yourself into more good 
sales of Vigoro Victory Garden Fertilizer. 


Vigoro Victory Garden Fertilizer is a complete 
plant food made by Swift & Company. It does 
a lot to help assure gardening success, protect 
your customers’ investment in seeds, time and 


work. Feature it, sell it . . . and cash in! 


Swift & Company Fertilizer Works 
Chicago 





SAVES VITALLY NEEDE@ METAL 


vo wire 


I-BEAM H 4 
INFORCEME 


aR * 
if he national reputation of Wood shovels, Y) 
spades and scoops for finest quality, has been 


built on their ability to outwear and outlast. 


This wearability of Wood tools now has double Y The fine 


$ feature 
value to our country. First-the many already Sipe. Ag closed 


in use will save vitally needed metal by con- Bae : open-b 
ecticd : : ~— ea spades 

tinuing to stand up to the job without requiring 

replacement. Second—the many now being pro- 

duced for our armed services, will likewise earn 

service stripes for unusual time of active duty. 


a 


THESE BRANDS AND TOOL COMPANY 

on the handle mean ~PIQUA-OHIO | 

extra wear in the tools A NATIONAL ORGANIZATION 
SPECIALIZING EXCLUSIVELY IN 
SHOVELS, SPADES AND SCOOPS 





mm |x HELP WIN THE WAR | 


7 ae * BUY WAR BONDS AND STAMPS 
eA % SAVE and COLLECT SCRAP METAL 
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GREAT DAY 


THE LIGHT METAL AGE 


WHEN ENGINEERS’ 
DREAMS COME TRUE 


For years designers and engineers have 
envisioned an age when light-weight 
metals and alloys would become both 
plentiful and cheap enough to make their 
dream plans a reality. 


Now that day has arrived . . . for, due 
to war's impetus, new production facili- 
ties and new processes are available to 
increase America’s light metal supply 
many-fold. Ten to fifteen times as muc 
aluminum! Thirty-five to seventy times 
as much magnesium! Abundant quantities 
of the so-called “rare” elements needed 
to produce light-weight alloys! It needs 
no scientist to point out how tremen- 
dously this can advance the standards of 
our post-war living. 

At present, Delco Appliance is using 
these light metals only to speed the war 
effort. With the “great day” that peace 
will usher in, light metals will play a 
major role in bringing to every home new 
comfort and convenience in equipment 
that will surpass yesterday's dreams... 
and assure continued sales leadership 
for Delco Appliance dealers. Until then, 
“Victory Is Our Business”. 























Delco Appliances include Automatic Delco-Heat 
(oil-coal-gas), Delco Water Systems, Delco-Light 
Power Plants and Delco-Light Ironclad Batteries. 


DELCO APPLIANCE ff 


DURING 
WAR OR PEACE 
DELCO 
APPLIANCES 
“DO THE JOB 
SETTER” 
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Uncle Sam Wants 
More Canning - 
This Year:— 


Whatever our Uncle Sam 
wants his nieces and nephews 
to do, particularly if it is akin 
to the war effort, they surely 
want to do and do in a big way 
unstintingly. As consumers, 
they are happy to raise Victory 
Gardens and to can as many 
fruits and vegetables as pos- 
sible. As tax-paying and bond- 
buying hardware wholesalers 
and retailers, with, in many 
cases, dear ones in service. 
they also would like to cooper- 
ate and participate by supply- 
ing the necessary equipment 
for the very important canning 
season. But where and how 
will they get the merchandise? 
Somehow they cannot seem to 
get it. Yet department stores, 
mail order and chain stores do 
not seem to face the same acute 
difficulty, They have cold pack 
canners, lawn mowers, and 
many other items which have 
not been available to the hard- 
ware trade since the manufac- 
ture of such items was put un- 
der strict regulation or out of 
production many months ago. 
But, in almost every metropoli- 
tan area, daily newspapers 
carry advertisements indicat- 
ing that the distributors men- 
tioned above are in position to 
furnish such goods. The hard- 
ware trade is not. Why is this 
so? Hardware store customers 
are asking this same question. 
They tell hardware dealers 
that they can get these things 
and other scarce goods else- 
where and do not seem to un- 
derstand why such a situation 
should exist. When the war is 
over they may remember these 
experiences and the retail 
hardware trade will suffer as 
a result. 
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Take Cold Pack 


Canners as a 
Good Example:— 


Department stores in metro- 
, ——_ 
politan New York seem to have 
an ample stock of cold pack 
canners, a very popular can- 


ning season item. Hardware 
stores in this area, and in ad- 
jacent sections, have none. The 
wholesalers serving this area 
do not have this item in stock 
nor any item that could be sub- 
stituted for it. Furthermore, 
such items have not been. in 
production since the limitation 
order stopped the manufacture 
of this and many other house- 
wares many months ago. Many 
retail hardware dealers ask 
where they can get cold pack 
canners. Their customers ask 
them for this item in order that 
they may preserve some of the 
surplus vegetables they expect 
to produce in their Victory 
Gardens. Why isn’t the hard- 
ware trade in a position to sup- 
ply this popular canning sea- 
son item? Many hardware 
dealers and their customers 
would like to have the answer 
to this question. The canners 
which we have seen in depart- 
ment stores are made of heavy 







galvanized iron. They have 
two side handles and a cover 
and are equipped with a rack 
insert which will hold seven 
quart glass jars. They are 
about 13%/, in. high and 14 in. 
wide and retail from $4.64 to 
$4.95. - The pre-war enameled 
stock pot, commonly used for 
this same purpose, retailed for 
approximately $1.98 complete 
with rack. Some sold for as 
low as 98 cents. And so hard- 
ware dealers wonder how and 
where department stores get 
such scarce goods and also 
wonder if OPA has approved 
the prices’ at which such items 
are offered for sale. To some 
extent, a similar condition ap- 
pears prevalent in other metro- 
politan areas. We don’t know 
the answers. We can’t locate 
a source of supply to furnish 
such goods for hardware stores 
and we don’t know whether the 
selling prices are OPA ap- 
proved. 


Says One Producer 
of Cold Pack 
Canners:— 


One relatively small pro- 
ducer of cold pack canners is 
in production in a limited way. 
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He has never sold the hard- 
ware trade and, under present 
conditions, does not feel in- 
clined to do so. The limited 
production he is permitted on 
these items can easily be sold 
through a very small number 
of department stores. All he 
can make can be shipped in a 
small number of shipments, 
with a small number of ac- 
counting entries, etc. You can’t 
blame him! If, for example, 
12 to 20 sales will take all of 
his production why should he, 
from the practical standpoint, 
spread his very limited produc- 
tion in more places? At the 
same time, it would seem more 
fair if special, essential civil- 
ian production concessions in- 
cluded the requirement that 
the finished goods be allocated 
a little more generally and not 
be reserved to a limited num- 
ber of large distributors, put- 
ting hundreds of smaller re- 
tailers at a decided disadvan- 
tage—a disadvantage which 
may penalize these smaller 
dealers in the post-war period. 
Most consumers will not ana- 
lyze the problem. They will in- 
stinctively remember only that 
certain stores did not have the 
items they sought and that 
others did and may be in- 
fluenced accordingly in their 
future patronage. 


Now Let’s Worry 
About Victory 
Pressure Cookers:— 


WPB has authorized three 
companies to produce 280,000 
Victory model pressure cook- 
ers. Why only three compa- 
nies have been authorized to 
produce only 280,000 cookers 
we do not know. But we do 
know that this important home 
canning item will not likely be 
as greatly needed ever again 
in the lifetime of any living 
hardware man. More families 
than ever before have Victory 
Gardens, more will be canning 
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minded and fewer than ever 
will be able to obtain pressure 
cookers to do the job complete- 
ly and properly. Hardware 
wholesalers and retailers are 
properly concerned about this 
item. They are afraid that Vic- 
tory model pressure cookers 
will be “too few and too late.” 
Manufacturers: can provide 
little, if any, assurances to the 
contrary. Currently, it is re- 
ported deliveries of these pres- 
sure cookers are under way in 
the south, and are to come later 
in the north. The best opinions 
we can get at press time are 
that the south will get cookers 
in time for the 1943 canning 
season (probably an_ insufhi- 
cient number), but that the 
north may not. If not, there 
will be a great waste of food 
at a time when such a waste 


can be ill afforded. 
Pressure Cookers 
for C vommunity 


Use:— 

As we go to press there is a 
report that community or 
group use of pressure cookers 
is to be encouraged to the ex- 
tent that group requests will 
receive priority in the purchase 
of such equipment. Under 
present circumstances, such a 
procedure has merit. Hard- 
ware dealers could handle such 
a program very effectively and 
could be depended upon to dis- 
charge such a duty in a proper 
and eonscientious way. Lo- 
cated in thousands of commu- 
nities served by no other 
equally efficient dealer set-up. 
hardware dealers could and 
would organize garden and 
canning clubs and sell or lease 
pressure cookers only on that 
basis. But—they must first be 
able to obtain the cookers and, 
at present, too many hardware 
dealers express the discourag- 
ing opinon that they have no 
assurance of obtaining any 
cookers. Wholesalers, also, are 
not too sure of their abilities 


to obtain even a small quota of 
cookers. If, when these cook- 
ers are available, department 
stores, mail order houses and 
chain stores have the advantage 
of having most of the available 
supply then the civilian popu- 
lation will have been rendered 
a disservice—probably an un- 
intentional disservice in the 
face of their efforts to cooper- 


. ate by means of Victory Gar- 


dens and canning. These large 
scale operators do not com- 
pletely serve America’s needs 
—definitely not in the smaller 
communities where hardware 
stores are still the chief sources 
of essential civilian supplies— 
and are quartermasters to the 
home and the farm. 


Contact Your 
County A gricultural 
A gent:— 


Your government does not 
intend to permit unfair distri- 
bution of the proposed limited 
supply of Victory model pres- 
sure cookers nor of anything 
else that is scarce. Your near- 
est county representative of the 
U. S. Department of Agricul- 
ture has charge of the distribu- 
tion of your area’s quota of 
pressure cookers. Contact him 
immediately. He is only hu- 
man and is not a mind reader. 
He will only know of your fa- 
cilities to handle this vital item 
—if you tell him. Your big 
competitors will keep him in- 
formed of their place in the 
scheme of things. You should 
do the same thing at once. 
Then, if for any reason you do 
not get what you consider fair 
treatment, write or wire your 
representative in Congress and 
send HarpwaRE AGE a copy of 
your protest but don’t protest 
unless you first attempt to help 
yourself through the county 
agent. Don’t expect him to 
make the first move in your 
behalf—you make it and do 
it now! 
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He wants to “talk shop’ 
P 


with an expert 


HEN carpenter Bill Jones comes in to buy tools, he 

wants to talk shop with an expert. He wants to test 
the spring of a saw, get the feel of a hammer, thumb the edge 
of a chisel . . . do a little comparing. He respects fine tools, 
and he respects the hardware man’s knowledge and experience 
and good horse sense. The same goes with Mrs. Smith buying 
sauce pans, or Charlie Brown buying a lawn mower. To all comers, 
your store means knowledge, service, and integrity. 

The hardware store, plain or fancy, is a personal service 
institution in every community and is staffed by the most 
accommodating salesmen in the world. In like manner, ILCO 
Security Hardware fits into this picture. They please the people 


and justify your recommendation. 


PD-1X Preference Rating Application Form will help wholesale and retail 
sales organizations to obtain priority assistance on certain essential types of 


supplies. We will gladly aid you toward interpreting priorities and early 


delivery of supplies for essential sales. s 


Independent Lock Company 
Fitchburg, Massachusetts 


Branches in All Principal Cities 
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How to Use CMP to Sell) M 


EALERS, distributors and jobbers will play a vital 
part in the successful operation of CMP—the Controlled Mate- 
rials Plan—especially that part of the program which deals with 
securing and supplying of MRO—Maintenance, Repair, and 


Operating — supplies. 


Recognition of the importance of this 


group came recently when CMP Regulation No. 3 was revised 
to assure maintenance of distributors’ stocks by permitting deal- 
ers, distributors, and jobbers to pass on material ratings, allot- 
ment number or symbols received by them. 


CMP Regulation No. 5 
and No. 5A 
CMP Regulation No. 5 sets up 


a uniform procedure for obtain- 
ing MRO—Maintenance, Repair, 


and Operating-supplies—for _ in- 
dustries and businesses. It applies 
whether or not you work under 
CMP. The farmer, grocer, under- 
taker, banker, etc., are not under 
CMP, nevertheless they will se- 


cure materials used for mainte- 
nance, repairs, and operations 
under it. 

It establishes the method by 
which all types of business will 
secure their MRO supplies. It ap- 
plies to purchases of non-con- 
trolled materials and fabricated 
items as well as to purchases of 
controlled materials — steel, cop- 
per, and aluminum. It can be 
used by all types of businesses. 

CMP Regulation No. 5A sets up 
the procedure whereby institu- 
tions such as schools, colleges, 
libraries, hospitals, welfare estab- 
lishments, churches, etc., and state 
and national governmental agen- 
cies may secure MRO supplies. 





TABLE “A” 


Ratings for Maintenance, Repair and Operating 


SCHEDULE I 


Preference Rating AA-1 


Unfabricated and Semi-fabricated Prod- 
ucts: 

Aluminum and aluminum alloy § scmi- 
finished products. 

Copper and copper alloy semifinished 
products. 

Ferro-alloys. 

Iron unfabricated and semifabricated 
products, including: forgings, pig iron, 
pipe, wire, wrought iron and foundry prod- 
ucts. 

Magnesium and magnesium alloy .emi- 
fabricated products. 

Nonferrous metal unfabricated and semi- 
fabricated products. 

Steel unfabricated and semifabricated 
products, including: bars, forgings, pipe, 
rolling mill and foundry products, sheets, 
strips, structural steel, tubing, and rail- 
road rails, frogs, switches and crossings. 


Iron and Steel Finished Products: 

Aircraft landing mats. 

Boiler-shop products, including: boilers, 
gas cylinders, steam condensers and tanks. 

Bolts. 

Cooking ranges and stoves, except eclec- 
tric. 

Fabricated pipe. 

Furnaces, including: heating stoves and 
related equipment. 

Hand tools, except farm and garden. 

Metal barrels, drums, kegs and shipping 
pails. 

Nuts. 

Rivets. 

Saws. 

Screws. 

Steel springs. 

Stove pipe. 

Thermostats and other temperature con- 
trol devices. 

Transportation-equipment hardware. 

ashers. 
Water heaters, tanks and boilers. 


Chemical Products: 
Acids. 
‘Alcohols. 
Alkalies. 


Basic chemicals and intermediates. 
Coal tar and coal tar derivatives. 
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Compressed and liquid gases. 
Dyes, colors, and pigments. 

Fats and oils (industrial only). 
Lacquers. 

Organic and inorganic chemicals. 
Paints. 

Plastics and synthetic resins. 
Soap. 

Solvents. 

Varnishes. 


Industrial Machinery and Equipment: 

Chemical manufacturing machinery «and 
equipment. 

Compressors. 

Conveying machinery and equipment. 

Cranes, derricks, hoists and winches. 

Electric furnaces. 

Electrical industrial equipment. 

Excavating machinery. 

Fans and blowers (industrial). 

Food-dehydration machinery. 

Furnaces and ovens (industrial) 

Gas generating equipment and apovar- 
atus. 

Heat exchangers. 

Industrial lubricating equipment. 

Industrial machine-shop products. 

Industrial trucks and tractors. 

Instruments (industrial). 

Machine tools and metal-working ma- 
chinery, including: bending, forging, cut- 
ting, shearing, rolling, milling and press- 
ing machinery. 

Mechanical 
ment. 

Mining machinery and equipment. 

Ore milling. smelting and refining equip- 
ment. 

Petroleum refining equipment. 

Plastic-working machinery. 

Pumps. 

Rubber-working machinery. 

Stone, clay, and glass products manu- 
facturing machinery. 

Vacuum pumps. 

Welding equipment, gas and electric, in- 
cluding welding rods and electrodes. 

Well-drilling machinery. 

Woodworking machinery (except cooper- 
age and wooden box making machinery). 


Direct-Military Products: 
Aircraft, propellers, engines and parts. 
Ammunition. 
Ammunition boxes and chests. 


power-transmission equip- 


Manufacture of 


Combat vehicles. 

Explosives. 

Ordnance. 

Pyrotechnics. 

Ships, equipment and parts, including 
vessels of all types. 

Tanks, engines and parts (combat). 


Electrical Products: 
Electrical carbon and graphite products. 
Electric motors and generators. 
Electrical instruments. 
Floodlights. 
Fuses. 
Insulated wire and cable. 
Motor-generator sets. 
Physical-therapy equipment. 
Pole-line hardware and insulators. 
Searchlights 
Spotlights. 
Storage batteries. 
Switchgear. 
Transformers. 
Wiring devices and conduits. 
X-ray equipment. 


Engines and Turbines: 
Diesel engines. 
Gasoline engines. 
Hydro turbines. 
Steam engines and turbines. 


Communication Equipment: 
Communication equipment including tele- 
phone and telegraph systems and ap- 
paratus. 
Fire alarm systems. 
Phonographs. : 
Radio and radar equipment and tubes. 
Railroad signals and accessories. 


Transportation equipment: 
Bicycles and parts. 
Locomotives, diesel, electric and steam. 
Motorcycles, side cars and parts. 
Railroad and street cars. 


Miscellaneous Products: 

Abrasive wheels, stones, papers and 
eloths. 

Agricultural machinery, implements end 
equipment. 

Air conditioning and commercial refrig- 
eration equipment (mechanical). 

Closures (pressed paper and molded 
plastic). 

Elevators. 

Escalators. 
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By GEORGE G. HOY 


Associate Editor 
of Hardware Age 


Since practically every hard- 
ware dealer, distributor, and job- 
ber will come in contact with 
CMP in one way or another, 
copies of these two regulations 
should be in your office files. 


Types of MRO Supplies 


Three types of MRO—Mainte- 
nance, Repair, and Operating- 
supplies—are covered in CMP 


The transition to CMP—the Controlled Materials 

Plan, under which all industry and business will 

operate in the future—from PRP will take place 

during April, May and June, 1943. During this pe- 

riod, material ratings authorized under either 

program will be of equal value. On July 1, CMP 
will replace PRP completely. 


Regulations No. 5 and No. 5A. 
These are as follows: 
1—General MRO Supplies — 


non-controlled materials, and fab- 


ricated items made of controlled 
or non-controlled materials. 
2—MRO Supplies ‘of Steel and 


Copper—includes carbon and al- 





Fishing equipment (commercial). 

Glass containers. 

Jewel bearings. 

Laundry equipment (domestic). 

Motor vehicles, engines and parts (coin- 
mercial). 

Navigation instruments. 

Optical instruments and lenses. 

Photographic apparatus. 

Professional, scientific and engineering 
instruments and appliances. 

Refractories. 

Refrigerators (mechanical). 

Rubber and rubber products (natural 
and synthetic). 

Safety equipment, including ‘helmets, 
goggles and civilian defense items. 

Stokers. 

Tires and tubes. 

Tractors. 

Valves, faucets and fittings. 

Wooden, paper and fiber containers. 


nt engaged in the following indus- 
ries: 

Analytical, research, testing, and con- 
trol laboratories. 

: Discovery, production, transportation, re- 
fining and marketing of natural gas, 
petroleum and petroleum products. 

Electroplating, galvanizing and other 
metal coating. 
’ Gas, light, power, water, central heat- 
ing, and sanitary services. 

Industrial food production, processing, 
packaging, preservation and storage. 
Mining and quarrying. 

_ Public transportation and terminal fa- 
cilities including stevedoring. 

Ship repair and maintenance. 

Smelting. 

Wire communications industry. 


SCHEDULE II 


Preference Rating AA-2 


Iron _and Steel Finished Products: 
Boilers and radiators (heating). 
Cutlery. 
Fabricated iron and steel wire products. 
Gas conversion burners. 
Hardware except transportation-equip- 
ment hardware. 
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Supplies Under CMP-Regulation No. 5 


the Following: 


Kitchen and household cans and pails. 

Lawn mowers. 

Metal bottle caps and closures, except 
beverage crowns. 

Metal cans. 

Metal doors, window sash, frames, mold- 
ing and trim. 

Metal furniture. 

Metal sanitary ware. 

Milk cans (bulk) 

Razors. 

Screens and weatherstripping. 

Steamtables and restaurant equipment. 

Tools, farm and garden. 

Vitreous enameled products. 


Non-ferrous Metal Products: 

Clocks. 

Collapsible tubes. 

Insignia. 

Pins, needles, hooks, eyes, snaps, buc- 
kles and fasteners. 

Time stamps and recording machines. 

Watches. 


Non-metallic Products: 
Lumber, logs, ply-wood and veneer. 
Non-metallic sanitary ware. 
Textiles, clothing and leather goods. 


Industrial Machinery and Equi t: 
Business machines. 
Construction material. 
Cooperage and box making machinery. 
Food-processing machinery and equip- 
ment, except dehydration equipment. 
Laundry and dry-cleaning equipment. 
Leather working machinery. 
Metal container making machinery. 
Printing machinery. 
Pulp and paper machinery. 
Scales. 
Spraying equipment (industrial). 
Textile machinery. 
Water treatment equipment. 


Electrical Products: 
Dry cell batteries. 
Electric bulbs and tubes. 
Electric ranges. 
Electric sound signaling devices. 
Lighting fixtures. 


Fire Protection Equipment: 
Fire engines. 
Fire extinguishers. 
Fire hose and related equipment. 





TABLE “A” 


Hydrants and related equipment. 
Sprinkler systems. 


Transportation Equipment: 
Busses. 
Trailers (passenger-car) 


Miscellaneous Products: 

Automotive testing equipment and in- 
struments. 

Baby carriages. 

Church goods. 


Drugs and Medicinals: 

Ice refrigerators. 

Mattresses and bed springs. 

Motion picture products. 

Musical instruments. 

Ophthalmic goods. 

Fens and pencils and related office sup- 
plies. 

Photographie accessories. 

Plumbers specialties. 

Pulp and paper. 

Sewing machines. 

Signs. - 

Umbrellas and parasols. 

Ventilating fans. 

Other Products: 

Other direct military products, manu- 
facturing and construction equipment, 
components of products listed elsewhere, 
and other construction materials. 


Persons engaged in the following indus- 
tries: 

‘Aeronautics training (civilian). 

Civil air patrol. ; 

Commercial refrigeration and production 
of ice. 

Construction. 

Engraving on metal (except for print- 
ing). 

Metal scrap salvage, sorting and process- 
ing of metal scrap. 

Printing and publishing. 

Public warehouses. 

Radio communication and broadcasting. 

Repair services for industrial and house- 
hold eauipment (motor and mechanical). 


SCHEDULE II 
Preference Rating AA-5 


Any other business, farmers, etc. 





loy steel, and copper and copper- 
base alloy products. 

3—MRO Supplies of Aluminum 

forms and shapes constituting a 
controlled material. 

Hardware dealers and jobbers 
will have to deal chiefly with ma- 
terials under types 1 and 2 listed 
above. 


Material Ratings Avail- 
able to Customers 


on MRO Supplies 


Material ratings that industries, 
businesses, institutions, and gov- 
ernmental agencies are authorized 
to extend under these CMP regu- 
lations are shown in the charts 
identified in these pages as Table 
“A” and Table “B”. Highest ma- 
terial ratings go to those indus- 
tries and agencies considered most 
essential. 


Table “A” lists industries and 
businesses entitled to ratings. 
These are divided into three 
groups. Manufacturers listed in 
Schedule I get an AA-1 preference 
rating on all types of MRO sup- 
plies. Those industries in Sched- 
ule II get an AA-2X rating. All 
other industries or businesses get 
an A-10 rating on all types of 
MRO supplies. 


The larger manufacturers in 
your community will generally 
know the rating assigned to them 
for MRO supplies. However, you 
may have to help the smaller com- 
panies determine the ratings they 
can use to secure supplies which 
you can furnish. They must sup- 
ply the proper certification for 
each type of MRO supplies, listed 
previously. 

Preference ratings assigned un- 
der CMP Regulation No. 5 super- 
sede the preference ratings as- 
signed by all orders in the “P” 
series for maintenance, repair, and 
operating supplies delivered after 
March 31, 1943, except orders that 
specifically provide to the con- 
trary. 

Table “B” lists the institutions, 
such as schools, churches, hospi- 
tals, etc., and state and national 
governmental agencies entitled to 
ratings. These are divided into 
two groups. Organizations shown 
in Schedule I get an AA-1 prefer- 
ence rating on all types of MRO 
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TABLE “B” 


Ratings for Maintenance, Repair 
and Operating Supplies 
Under CMP Regulation No. 5A 


SCHEDULE I 
Preference Rating AA-1 


Sewers-sanitary and sewage disposal 

Hospitals 

Refuse collection and disposal 

Communicable disease control 

Alcan, Panamerican and Trans-Isthmian 
highways 

Public transportation facilities 

Docks, wharves, and terminals 

Police and law enforcement agencies 

Fire protection 

Beacons, markers, and radio devices em- 
ployed as aids to navigation 


SCHEDULE II 
Preference Rating AA-2X 


Streets and highway providing immediate 
access to military or war production fa- 
cilities, and the strategic network and its 
extensions into and through municipali- 
ties 

Federal air systems of highways 

Primary state highway, together with their 
extensions 


Airport and flight strips 

Dams, levees and revestments 

Canals—waterways 

Flood control facilities 

Storm sewers 

Public dispensaries, clinics and health sta- 
tions ‘ 

Penal institutions including prisons indus- 
tries 

Mine safety 

Printing and publishing 

United States Mint 

United States Bureau of Printing and 
Engraving 

Processing, warehousing, distribution, prepa- 
ration, serving and inspection of food 
by Gover 1 i 4 i only 

Over-all administration including staff ser- 
vices by Governmental agencies only 

Repairs made necessary by reason of any 
breakdown of plumbing, heating, electrical 
wiring or equipment, or elevator service 
in any building or to provide against im- 
minent breakdown of any such facilities 
by Govermental agencies only 

Educational institutions 








supplies. Those in Schedule II 
get an AA-2X rating. 

Organizations listed in Table 
“B” have the authority, under 
CMP Regulation No. 5A, to ex- 
tend ratings to dealers, or other 
suppliers for MRO supplies. If 
you sell these organizations you 
should be thoroughly familiar with 
this regulation and the certifica- 
tion paragraphs your customers 
should use in purchasing certain 
supplies. 


Handling Customers’ 
Orders for General 
MRO Supplies 


(Non-Controlled and 
Fabricated Items) 


Dealers, distributors, and job- 
bers may fill orders for these sup- 
plies provided the purchase order 
contains the following certifica- 
tion: 

“Preference rating . . . (specify 
rating) ... -MRO. The undersigned 
certifies, subject to the criminal 
penalties for misrepresentation con- 
tained in section 35(A) of the 
United States Criminal Code, that 
the items covered by this order are 
required for essential maintenance, 
repair or operating supplies; that 
this order is rated and placed in 


compliance with CMP Regulation 

..* and that the delivery re- 
quested will not result in a viola- 
tion of the quantity restrictions con- 
tained in paragraph (f) of said 
regulation.” 


(Signed) 
*NOTE: Insert No. 5 if sale is to in- 
dustry or business; No. 5A if sale 
is to institution or government 
agency. 


This certification must appear 
on the customer’s purchase order 
or it can be stamped on the deal- 
er’s sales slip. In either case, it 
must be signed manually by a per- 
son authorized to do so. 

Two things must be filled in on 
the certification paragraph. 1— 
the material rating the purchaser 
is authorized to use, and, 2—the 
CMP regulation under which the 
purchase is made. 

If the customer is a factory or 
business, the sale will be made un- 
der regulation No. 5 but if the 
customer is an institution or gov- 
ernment agency, the sale will be 
made under regulation No. 5A. 

The preference rating specified 
in the certification paragraph can 
be checked by referring to the 
industry, institution, or govern- 
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mental agency in Table “A” or 
Table “B”. 


Handling Customers’ 
Orders for MRO Supplies 
of Steel and Copper 
(Controlled Materials) 


If you stock “controlled mate- 
rials” such as carbon and alloy 
steel, copper and copper-base al- 
loy products you may fill orders 
for MRO supplies of these mate- 
rials provided the purchase order 
contains the following certifica- 
tion: 

“CMP allotment symbol MRO- 
(“P” order No. if any 
covers) .** . 
tifies, subject to the criminal penal- 
ties for misrepresentation contained 
in section 35(A) of the United 
States Criminal Code, the controlled 
materials covered by this order are 
required for essential maintenance. 
repair or operating supplies, to be 
used for a purpose listed in Schedule 
I or Schedule II of CMP Regulation 
..* and that delivery thereof 
will not result in a violation of the 
quantity restrictions contained in 


.The undersigned cer- 


paragraph (f) of said regulation.” 
(Signed) 

*NOTE: Insert No. 5 if sale is to in- 
dustry or business; No. 5A if sale 
is to institution or government 
agency. 

**NOTE: When person making 
such certification is covered by 
any order in the “P” series he 


shall show, in the space indicated 
the number of such “P” order. 


This certification must appear 
on the customer’s order or it can 
be stamped on the dealer’s sales 
slip covering a sale of controlled 
materials to an industry operat- 
ing under CMP, and listed on 
Schedules I and II in Table “A”. 

Only industries, businesses, in- 
stitutions and governmental agen- 
cies listed on Schedules I and II 
in Tables “A” and “B” and oper- 
ating under CMP can use this cer- 
tification to procure materials con- 
trolled by CMP for MRO pur- 
poses. 

Two items must be filled in on 
the certification paragraph. The 
“P” order number the purchaser 
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Date 5/20/43 











Order No, V4 snip ¥ 


State 2 , * 








|_| Quantity Itep 





12 8 pt. 
6 10 pt. 


6 Rip 5} pt. 
12 8 pt. 


MRO Rating 


seid regulation." 











Material Rating end Allotment Numbers 
or Symbols on Above 


MRO Rating AA-l 
MRO Rating AA-2X 
A-10 


"Preference rating(see above)-MRO. The 
undersigned certifies,subject to the 
criminal penalties for misrepresentat- 
fon contained in Section 35(A) of the 
United States Criminal Code,that the 
items covered by this order are re- 
quired for essential maintenance, 
repair or opereting supplies;that this 
order is rated and placed in compliance 
with GQ Regulation No.5 and that 
delivery requested will not result in 
a violation of the quantity restrict- 
ions contained in paragraph (f) of 
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Dealer order form showing breakdown of preference ratings 
extended for MRO- supplies and the certification that dealers ~ 
should sign in extending such to suppliers. 
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is authorized to use, and the CMP 
regulation (No. 5 or No. 5A) un- 
der which the purchase is made, 
must be inserted. 


Handling Customers’ 
Orders for MRO Supplies 
of Aluminum 
(Controlled Materials) 


Hardware dealers, distributors 

and jobbers who stock aluminum 
in any of the forms or shapes con- 
stituting a controlled material may 
fill orders for this material for 
MRO purposes if the purchaser is 
operating under CMP and if the 
purchase order contains the fol- 
lowing certification: 
“The undersigned certifies, subject 
to the criminal penalties for mis- 
representation contained in section 
35(A) of the United States Criminal 
Code, that the materials covered by 
this order are required for es- 
sential maintenance, repair, or op- 
erating supplies, to be used for a 
purpose listed in Schedule I or Il 
of CMP Regulation *; that 
the use of other materials for such 
purpose is impracticable; and that 
the amount of aluminum covered by 
this order, together with all other 
amounts received by, or on order 
for delivery to the undersigned, 
from all sources, for such purposes 
during the same quarter, will not 
exceed 100 pounds.” 


(Signed) 
*NOTE: Insert No. 5 if sale is to in- 
dustry or business; No. 5A if sale 
is to institution or government 


agency. 


How to Extend MRO 
Ratings Received 
from Customers 


Any dealer, distributor, jobber 
or other person who receives a 
rated order bearing an allotment 
number or symbol for any mate- 
rial or product may extend the 
rating by using the following 
form of certification: 

“Preference rating .........- 

, Allotment number or sym- 
bel 2. cascsecces cme Under 
signed certifies, subject to the crimi- 
nal penalties for misrepresentation 
contained in section 35(A) of the 
United States Criminal Code, that 
he is authorized under CMP Regu- 
lation No. 3 to apply or extend the 
above preference rating and _allot- 





ment number or symbol to the de- 
livery of the items covered by the 
attached delivery order.” 

(Signed ) 

The above certification must be 
placed on your order to your sup- 
plier. This serves to extend to 
your source of supply the rating 
that you have received. 

On special orders, those you 
cannot fill from your own stock, 
the dealer can simply add the 
above extension certification to 
the customer’s purchase order if 
he so desires. He then sends it to 
his source of supply. 

Preference ratings and the al- 
lotment numbers or symbols must 
be inserted on the certification. 

When you extend ratings of 
different values on a single order, 
you must supply a statement in- 
dicating the quantity or dollar 
value under each rating, allot- 
ment number or symbol. See il- 
lustration of purchase order 
herein. 

Every dealer who has handled 
any amount of priority busi- 
ness heretofore has established 
some system for recording either 
the quantity or dollar value of in- 
dividual items sold on various 
ratings. Such a system can con- 
tinue to be used under CMP. In 
fact it mugt_be used, otherwise 
the dealer would be unable to de- 
termine ‘the amount of  mer- 
chandise he could reorder on 
ratings to replace stock furnished 
on customers rated orders. An 
accounting manual available free 
to dealers from WPB district 
offices may be helpful and infor- 
mative. 


Allotment Numbers 
and Symbols 


Hardware dealers, distributors 
and jobbers, in the majority of in- 
stances, will have little to do with 
the origination of allotment num- 
bers and symbols. These identi- 
fications will be set up by manu- 
facturers operating under CMP 
and will simply be extended to 
the dealer or supplier, who in 
turn will extend these numbers 
or symbols to his source of sup- 
ply. 

Dealers should have some un- 
derstanding of what these identi- 
fication numbers are like. A few 
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identifications 
N-1-19, W-8-16, 


typical allotment 
are as follows: 
M-2-16, etc. 

The letter in the identification 
indicates the claimant agency un- 
der which the allotment was made. 
See list of claimant agencies here- 
in. The figures refer to the major 
program and the month or quar- 
ter. 


MRO is the allotment symbol 


‘for Maintenance, Repair and Op- 


erating supplies with which most 
dealers will be primarily con- 
cerned. Remember that orders 
containing material ratings with 
allotment numbers or symbols 
will receive preference in ship- 
ment over orders that contain 
only a material rating. So it is 
important that allotment identi- 
fications be extended wherever 
they are available. 


Letters Identifying 
Claimant Agencies 


W—War Department 
O—Ordinance Department 
N—Navy Department 
M—Maritime Commission 
C—Aircraft Resources Control 
Office 
L—Lend-Lease Administration 
E—Board of Economic Welfare 
S—Civilian Supply 
A—Agriculture 
T—Defense Transportation 
R—Rubber Director 
F—Facilities Bureau of WPB 


P—Petroleum Administration 
for War 


H—National Housing Agency 
U—War Utilities Director 
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Here's an advertisement that stimulated plenty of interest in fishing 
tackle for J. M. Warren & Co., Troy, N. Y. It was inserted in newspapers 
early in the 1943 season. Original size, 57/s in. wide and 7% in. deep. 
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How To Run a Hardware 
Store in Wartime 


By MRS. DAWN DUNTON STEELE* 
L. H. Dunton Co., 


Arcadia, Kan. 


L, goes without say- 


ing that the war comes first with 
all of us. If we could feel that an 
unquestioning and complete com- 
pliance with every rule, regula- 
tion, order, interpretation that had 
been issued, would hasten the end 
of the war we’d forget sales and 
overhead, our suppliers and those 
we supply, and conform 100 per 
cent, or take a powder. 

We cannot help unless we, can 
survive—and conform, and _ the 
complexities of the problems we 
face make us uncertain in our op- 
erations and confused in our 
thinking. I believe that this con- 
fusion is common to us all, and 
that it has common causes. We 
need clear minds to understand 
our present situation, and know 
what to do about it. 

First, we have believed that 
business is run primarily for 
profit. We know that our produc- 
tive and distributive system rests 
upon a foundation of materialism. 
It has been attacked as greedy, as 
lacking idealism, as parasitic. We 
begin to wonder if we are mate- 
rialistic, without conception of 
spiritual values, and if it is ac- 
tually wicked and immoral to run 
a business and to try to make a 
profit. 


Business furnished goods and 
*“From an address before the an- 
nual convention of the Western Retail 
Implement and Hardware Association 


in Kansas City, Kan., on January 26, 
1943, 
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“When a new regulation goes 
into effect... read it, see if 


it applies to you, work out 


the simplest possible way 
in which to fulfill it and 


then do it” 





The Calendar for Reports 





Reports 


Date to Make 
or 
Due Date 


Date to Mail 
or 
Date to Pay 





KCC Report 
Sales Tax Return 
Unemployment 
Compensation 
Social Security 


Unemployment 
Compensation 
(Federal) 
Stock Insurance 
Report 
Income Tax 


Property Tax 


KCC Licenses 
Dealers Excise Tax 
ODT Quarterly Reports 


Victory Tax Returns 


OPA Additions and 
Corrections 
Truck Tire Check 


Car Tire Check 
L-219 Inventory 
Order 


Ist of each month 
Ist of each month 


March 3lst 
June 30th 
September 30th 
December 3lst 


January Ist 


Ist of each month 
Before March 15th 


July Ist 

Ist of each month 
March 3lst 

June 30th 
September 30th 
December 30th 
March 3lst 

June 30th 
September 30th 
December 3lst 


Ist of each month 
Every 60 days or 
5000 miles which- 
ever comes sooner. 
“A” Book—every 6 mo. 


April Ist 


Before 15th 
Before 20th 


April 25th 
July 25th 
October 25th 
January 25th 


January 25th 


Before 15th 
1/4—March 15tk 
2/4—June 15th 
3/4—Sept. 15th 
4/4—Dec. 15th 


. December 20th 


June 20th 
July 15th 
Before 30th 
April 5th 

July 5th 
October 5th 
January Sth 
1/4—April 30th 
2/4—July 3lst 
3/4—Oct. 3lst 
4/4—Jan. 3lst 





You can’t forget report data when you have a calendar of this type. 





services to the public in peace and 
in war, and is an income source 
and not an expense to the govern- 
ment. Our people don’t want to 
live on a handful of rice and the 
little fish of the Japanese; we 
haven’t sacrificed consumers 
goods for 20 years to build a great 
industry because we already had 
one. 

We are further confused and 
confounded by wondering what to 
expect and plan for after the war. 
Our fiscal policy is deliberately 
aimed at providing a tremendous 
backlog of buying power to be re- 
leased then. Assuming that the 
war is over before national econ- 
omy is prostrate, and that we en- 
joy a free market then, our normal 
expectancy of extraordinary post- 
war volume may well be realized. 

Col. W. Gibson Carey, Jr., presi- 
dent, The Yale & Towne Mfg. Co., 
in the Jan. 7 issue of HARDWARE 
Ace said that the most encourag- 
ing aspect about the post-war situ- 
ation lies in the fact that the pro- 
ductive firms of the country are 
paying more and more attention 
to the necessity of making in peace 
time as well as in war time, their 
constructive contribution, which 
is to manufacture and sell better 
and better goods at lower and 


lower prices. He says “Depend- 
ence on officials will not help us. 
A resurgence of good old Ameri- 
can drive and individual self-re- 
liance is certainly necessary.” 

Ways and means of doing the 
war-time job of retailing limited 
supplies take the attention of this 
group. Our existence depends on 
supplies and their distribution. 
Our greatest confusion is the re- 
sult of our lack of faith in the 
adequacy of this distribution set- 
up, and our lack of experience in 
handling technical data required 
in conforming to it. 


Lost Selling Time 
We could be lumped off, I sup- 


pose, as practical people, and find 
it hard to reconcile the wasted 
man-hours, the lost selling time, 
the administration expenses with 
the stockpiles of OPA reports 
stored in basements and garages 
with never a reader to check them. 
We have read with hope the re- 
port of the Byrd Congressional 
Committee which met in Decem- 
ber, as it tried to ferret out the 
operating authorities and checking 
techniques—if any—of the multi- 
tudinous boards, with their ubi- 
quitous questionnairing. 





There are some straws in the 
wind to indicate an attempt to- 
ward simplification. Regardless, 
however, of our opinions and 
criticisms, our obvious duty to- 
ward the orders and regulations is 
the closest possible compliance. If 
the regulations are made to work, 
they must be sold to the consumer 
public. If our attempts at com- 
pliance are successful, they must 
include an effort to make the cus- 
tomer, if not like them, accept 
them with good grace and as rea- 
sonable war-time necessities. Any- 
way, if we don’t they will move on 
to pleasanter company. 

In our store, my brother is par- 
ticularly insistent, and I believe 
wisely so, that in every sale in- 
volving priority ratings, the use 
of Regulation W, or in requests 
for frozen articles, that explana- 
tion be politely and completely 
made with no criticism of the 
regulation, but with every effort 
to justify it. Customers are al- 
most invariably cooperative then 
in filling out, or signing, or get- 
ting signed, the necessary papers. 
And they get conditioned to our 
request that they wait for delivery 
until a full load goes their way. 

I learned my first ‘lesson on 

(Continued on page 102) 


From the Scene of Action in the South Pacific 


Several months ago, Walter Galli’s illustrations appeared in Hardware Age. 
Today, he is serving in the cannon company of an infantry regiment, some- 
where in the South Pacific area. These sketches, which were drawn in the 
field, were enclosed in a letter from him to the staff which said in part: We've 
been in combat for almost three months. We've tangled with the Japs and 
have beaten hell out of them. . . My hat is off to the Infantry, without whom 
no war could be won. And we've got about the best bunch of battlers in 
the world. Some day, I hope to tell you of some of the activity that goes on 
here. There have been some magnificent doings.” Good luck, Walter, 
wherever you are! 
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Colored Pottery Helps Leary’s 
Attract Women Customers 


A DDING lines’ of 


colored and decorated pottery, 
which were entirely new with 
them, has helped Leary’s Inc., 
Windsor Locks, Conn., to increase 
sales in its housewares department 
and has more than doubled the 
women customer traffic. 
Colorful items of this type are 
popular with most of today’s 
trying to 


store’s 


housewives who are 
keep their homes cheerful and un- 
usual. 

“A little over $500.00 was in- 
vested in the original stock,” says 


ON AVAILABLE GOODS 
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Women custo 
some of the colorful 


e a hard time leaving 
mers hav pottery shown in this 


without purchasing 
attractive display. 


Stock cost approximately $500 
and there were four reorders 
in seven months, each one for 
almost the original investment 


Kk. G. Leary, owner. “The stock 
has been kept at about this level 
ever since. We have sold the line 
for seven months and during this 
period have had to reorder four 
times. Each time the order 
amounted to almost as much as 
the original investment. 

“The department is supervised 
by my sister. She handles most of 
the ordering of stock and arrange- 
ment of displays and is an en- 
thusiastic seller of all items in the 
housewares section. It is most im- 
portant to have a woman in charge 
of a department of this type for 
more attractive displays are creat- 
ed and they appeal to women.” 


This merchandise is featured in 
sidewall fixtures near the entrance, 
which is considered one of the 
prime locations. Every person 
visiting the store must pass the 
display to get to other parts of the 
sales floor. 

An eye-arresting display of 
these lines is maintained here at 
all times. The colorful pottery 
shows up well against the light 
cream background of the fixture. 
Glass shelves, which are adjust- 
able, are used in displaying the 
various items. The arrangements 
in the units are changed frequently 
for this, it is found, renews the 
customers’ interest. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 


















Live and Learn 









AUL L. SELL, Sell & Sons, In other words, members partici- exchange of experiences, which os 
Girard, Kan., is the winner pating in these tests of knowledge is the primary purpose of the a 
of the April “What Do You can “live and learn” through the present contests and of the club. “ 


Know” contest, the new, educa- 
tional, study-provoking contest 
now being sponsored by the Harp- 
warE AGE Retail Sales Idea Club. 

Mr. Sell has been a frequent 
participant in Club contests but 
this is the first time that he_has 
hit the “jack-pot.” Congratula- 
tions to Paul Sell! 

The correct answers to the 
questions comprising the April 
contest are also published on 
these pages. You will be inter- 
ested in checking your answers 
against them, studying them and 
profiting by your errors or omis- 
sions. 

A large portion of the club’s 
membership participated in the 
first “What Do You Know” Con- 
test. In this, a $25.00 War Sav- 
ings Bond was the only prize. 
Naturally, this could be awarded 
to but one winner. 


* 


* 


FOR EACH OF THESE IDE AS $1.00 WAS PAID 


Artificial Flowers Boost 
Sales of Pottery 


“Some months ago we put in a 
line of pottery and vases. For 
some reason or other they did not 
move as we had anticipated. 
Thinking that probably there was 
something wrong with our dis- 
play, we procured some artificial 
flowers to enhance their attractive- 
ness. The flowers were shown in 
the center of the table. 

“Almost immediately our sales 
on the pottery increased and cus- 
tomers also purchased the flowers. 
Now we have developed a fine 
business on both of these items.” 

CiarissA M. WAMSER 
South End Hardware & 








The Winner of the 
April Contest 





PAUL L. SELL 


Paul L. Sell of Sell & Sons, 
Girard, Kan., is declared the 
winner of the April “What Do 


The May contest is different Paint Co., You Know” Contest by the 
from the one in April in that the Milwaukee, Wis. editors of HARDWARE AGE 
$20.00 prize money is divided into i & & acting as judges of this contest. 


a First Prize of $10.00; Second 
Prize $5.00; Third Prize $3.00, 
and a Fourth Prize of $2.00. 
Members who participate in this 
contest will have four opportuni- 
ties of winning something and the 
cash prizes are very much worth 
while. 

If you participated in the April 
contest you will be better pre- 
pared to take part in future con- 
tests. By studying the answers to 
previous contest questions you 
will learn what is expected and 
how best to 
cover and frame 
future answers so 
that they will 
touch all angles 
of the subject. 


Avoid Errors 
in Making Change 
“Misunderstandings and errors 
in making change can be avoided 
by keeping the bill received from 
the customer in sight and com- 
pleting the transaction of making 
change before the bill is deposited 
in the register.” 
Lena Day 
DeVore Hardware, 
Monongahela, Pa. 
x * * 
Out-of-Date Merchandise 
Stages Comeback 


“Now that merchandise is so 
hard: to get, we are combing our 
stock for old or obsolete items 
that might have some value under 


A $25.00 War Savings Bond 
is on its way to Mr. Sell. 

This is the first time that an 
entry of Mr. Sell's has been se- 
lected for a prize award even 
though he has been a frequent 
participant in Club contests. 

It is interesting to note, that 
his wife, Mrs. Sell, who is also 
a member of the Club, has 
been a frequent winner in past 
contests. This probably evens 
up the family scores. 








present-day conditions. We have 
collected quite a lot of this mate- 
rial and much to our surprise, it 
is selling like the proverbial hot 
cakes. 

“Tin containers, which for- 



















You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 



















merly were used to ship butter by 
parcel post and were very popular 
sellers, have been brought out and 
offered for sale. They are an 
ideal size for mailing packages to 
soldiers. Customers have appreci- 
ated this and have bought many 
of them. 








“Tin lunch buckets with a turn some of their obsolete goods 
into cash by displaying them now. 





double compartment are also sell- 







ing. We remove the top compart- Our customers are glad to get 
ment and sell each as a separate these items, many of which were 
item. We have had equal success considered junk until now.” 


Mrs. R. L. BRAMLETT 
Allen & Jemison Co., 


Tuscaloosa, Ala. 


in selling other out-of-date mer- 
chandise and believe that other 
hardware dealers may be able to 











Correct Answers to Questions 
In the April “What Do You Know’ Contest 


1—Which is recognized as better procedure, to 
wrap package first, then collect and record the sale, 
or vice versa? 

ANSWER—Better merchandisers are agreed that 
it is always better to receive and record the cash 
purchase before starting to wrap the package for 
the customer. 


2—Write the following merchandise cost prices 
in code: (a) $5.50; (b) $2.37; (c) 69c; (d) 
$44.40. 

ANSWER—(a) KXE; (b) LAO; (c) HS; (d) 
CXZE or CZXE. To avoid giving a clue to the 
code, it is best to use different repeaters wherever 
a figure is repeated as in example (d) above. It 
is also accepted practice to eliminate dollars and 
cents signs and decimal points in writing costs in 
code. 


3—Give several reasons why it’s good store prac- 
tice to incorporate the date of receipt of mer- 
chandise on price tickets or tags when marking 
goods? 

ANSWER—Some of the more important reasons 
why the date of receipt of merchandise should be 
placed on every item are: (1) shows slow selling 
items; (2) permits taking of annual inventory by 
age groups; (3) shows length of time merchandise 
has been in stock; (4) helps prevent excessive and 
unbalanced inventories of slow moving goods; (5) 
helps prevent losses due to obsolence. 


4—Can you suggest several ways to show this 
information in code as a part of the price ticket 
data? 

ANSWER—Where it is desirable to show the 
month and year the merchandise was received in 
stock, use a simple code figure along with the coded 
“wea” Let the first figure of 


cost such as this: 


the code “13” represent the month, the second 


the year. Thus, “1” stands for January, “3” for 
1943. Goods were purchased or received in stock 
in January 1943. 

It is seldom necessary or practical in retail 
stores to record the exact date merchandise was 
received in stock. Usually the month or quarter 
is sufficient. 

This same information can be shown on a quar- 
terly basis in the following manner: Use a com- 
bination code composed of letters and figures, such 
KXE-A3 

$8.95 
quarter of the year, “3” the year 1943. Therefore, 
goods were received in stock in the first quarter 
of 1943. 

Codes showing this information should be very 
simple, otherwise the effort required to place them 
on every item of merchandise becomes too burden- 
some. Variations of the above suggestions are pos- 
sible and certainly will work out successfully. A 
more detailed story on this subject appeared in 
the April 15, 1943, issue of HARDWARE AGE on 
pages 40 and 41. y 


as this: The “A” represents the first 


5—How can you impress customers with the im- 
portance of a special sale event? 

ANswEeR—In most instances, customers can be 
impressed with the importance of a special sale 
event through the use of overhead banners, pen- 
nants and posters as store decorations; advertise- 
ments in local papers and through the use of circu-" 
lars or throw-aways; special price cards, and spe- 
cial merchandise displays in the store; special win- 
dow displays, and by a sales force 
completely informed about the 
merchandise and instilled with an 
enthusiasm for the event which 
they unconsciously pass on to the 
customer. 














S vont clothing for 


men and women is keeping the 
sales volume of the sporting goods 
department at Carlisle’s, Spring- 
field, Mass., climbing higher and 
higher during war times. Sales in- 
creases on these lines have been 
large enough to more than make 
up for volume losses of 50 per cent 
on skis, practically all the business 
on bicycles, and to offset the severe 
declines in sales on sport shoes re- 
sulting from rationing. The sport 
clothing section of the sporting 
goods department is booming and 
every indication points to a con- 
tinuation of this activity for some 
time to come. 

Carlisle’s has always carried 
sport clothing since it belongs in 
the very complete sports depart- 
ment which the firm has developed. 
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Show cases and wall cabinets featuring sport ensembles for men 
and women face the entrance of the sporting goods department. 


Sport Clothing Keeps| ( 


Sales increases in this line 
have more than made up for 
losses in the sporting goods 
department which have been 
occasioned by some shortages 


At first, only men’s clothing was 
stocked, women’s sport clothes 
were added later on. 

Practically all of the gains in 
volume have come from lines 
which have been added or ex- 
panded and which appeal entirely 
to women. Display space for the 
showing of this merchandise has 
heen tripled in the last six months. 
The entire floor space has been 
remodeled and rearranged also. 
This section now occupies almost 
the entire front third of the sport- 


goods department which is located 
on the second floor. And further- 
more, 95 per cent of the customers 
walk up the stairs to this floor, 
astonishing though it may be. 
The speed with which this de- 
partment has caught on has been 
due almost entirely to the fact that 
it appeals to "teen-age girls. This 
group includes girls in high school 
and college, also those working in 
businesses and offices or in busy 
war plants, of which there are 
many in Springfield. It also caters 
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Slack sets occupy a large section of the department. They are 
excellent sellers in the late spring and early summer seasons. 


to sports-minded women in all age is largely a repeat business. Style articles unsold at the end of a 
groups. is not too much of a factor for season can be carried over and 
Most women require a new sport sport clothing does not change disposed, of the following year. 
outfit every year, so this business much in this respect. Therefore, Fads develop in many items of 





ON AVAILABLE GOODS 


Men’‘s sport clothing is 
featured in this bay. 
Coats, jackets, shirts, 
windbreakers and hats 
are some of the items 
which are carried here. 
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Low style tables display clothing such as suede jackets, hat, sweaters, 
jodhpurs and accessories. Low cabinets are used for women’s sport suits. 


women’s sport clothing, and these 
must be exploited. These fads 
usually last for a three-year peri- 
od. The first year, sales on the 
item are good. The second year is 
the boom period. The third year 
sees the decline and usually the end 
of the fad. A recent example of a 
fad item was bunny mittens. The 
store could not get enough of them 
at the time. 

Mrs. Stan Brown is in charge of 
the women’s sport clothing section. 
Two other ladies, one of whom 
works only part time, are also 
employed. 

Clothes for almost any sport 
activity of interest to women are 
stocked. Assortments are com- 
plete and they are essential if all 
customers are to be sold and satis- 
fied. Some item or line in the de- 
partment can be promoted and 
sold during every season of the 
year and this results in a sales 
curve devoid of peaks and valleys. 
The only slack period in the year 
is around Easter. Patrons of the 
department are then absorbed in 
selection of clothing of a more 
dressy or fashionable type. 

Typical items comprising the 
stock of women’s sport clothing are 
sport coats, jackets, slacks, 
sweaters, windbreakers, play suits. 
sport suits, riding equipment and 
rain coats. Many accessory items 
are also featured so that ensembles 
can be completed when it is neces- 
sary. 

An extensive line of sweaters are 
stocked. Light sweaters, heavy 
ones, shaker and ski types are car- 
ried. Popular prices on such items 
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range from $3.95 to $8.00 and 
$12.00'with some priced as high as 
$25.00. It is surprising how popu- 
lar the $25.00 ski sweaters have 
become. 


Serve Double Purpose 


“Another interesting develop- 
ment in this department, is the way 
in which customers convert articles 
designed for one purpose to an- 
other,” says Mrs. Brown. “Take 
jodhpurs for example, which are 
designed primarily for horseback 
riding. Springfield school girls 
and misses find that they are ex- 
cellent sports wear for hiking. 
Thus, this item serves a double 
purpose and, because of this, our 
prospective purchasers are in- 
creased considerably. 

“Another item that has under- 


gone a similar experience is the 
windbreaker. This article of cloth- 
ing was designed first for skiing. 
Today, it is a very popular year 
around item and is worn by boys 
and girls in high school particu- 
larly. 

“Trench coats are very popular 
since they are used as rain and 
top coats. Popular priced models 
are carried but the most popular 
selling coat is one in the better 
quality class which retails for 
$10.95. 

“We normally carry women’s 
sport clothing in sizes from 12 to 
20 years old.” 

Strong colors are very popular 
in women’s sport clothing. Greens 
are very much in demand but will 
be hard to get until after the war. 
Red is also sought after, as are 
tans and browns. Items in white 
and yellow are popular but are al- 
most impossible to obtain at the 
present time. 

So far, window displays have 
been used almost entirely to pro- 
mote sales of women’s sport cloth- 
ing. Results have been so satis- 
factory that it has not been neces- 
sary to feature these lines in news- 
paper advertisements to any great 
extent. This will be done, how- 
ever, whenever the stock of these 
lines can be increased sufficiently 
to justify such action. 

“Losses from damaged goods 
are surprisingly low,” says Mrs. 
Brown. “Up to date, a moderate 
price reduction on the damaged 
item has been sufficient to attract 
a buyer and thus eliminate the 
article from our stock.” 





The entire women’s sport clothing department was once located in this 
corner. The display space has been tripled since sales have zoomed. 
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Morale Builder: YOU 


4 HE hardware merchant may be ‘of service to his 

community in many ways, but perhaps the most 
important these days is in helping build morale on 
the home front. 


How? 


Well, it’s the hardware merchant who supplies 
the materials that help make homes pleasant places 
to live in. Paints that brighten them, preserve them 
and help keep them spotless. Repair materials to 
help people enjoy the confidence and satisfaction 
that comes of having a home in good order. And 
numerous other little items and gadgets that help 
lift people’s spirits in and around their homes. 













































There are seeds, garden tools, home canning 
equipment—with which your customers can assure . 
themselves of well stocked larders next winter, de- ae q -= 
spite ration coupons. There’s gaily decorated china- ; . 2° ap * ‘ 
ware. And kitchenware. And all sorts of furnish- Mr 
ings and decorating materials that can help people 
lead brighter lives. 
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When you supply your trade with such things 
these days, you are doing far more than making 
sales. 


— 


You are helping brighten people’s lives in a 
troubled world. Remington Arms Company, Inc., 
Bridgeport, Conn. 
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HONTING © FISHING REMEMBER THAT Remington still repairs 
LiCENSE S sporting arms, and supplies replace- 
1 HERE ment parts subject to stock on hand. 
f For details, write: Service Depart- 
ment, Remington Arms, Co., Inc., 


llion, N. Y. 











DID YOU KNOW that Remington - Peters 
advertising is appearing in 35 dif- 
ferent magazines this year, including 
Collier’s and Look? 114,427,446 indi- 
vidual copies of these magazines will 
carry Remington-Peters advertise- 
aes ments! They’ll keep alive people’s in- 
terest in hunting, and remind them 
that Remington’s popular line of 
guns, and such famous ammunition 
as Nitro Express shells, Kleanbore 
Hi-Speed .22’s, and .Core-Lokt big 
game bullets will be back again after 
the war. 


“Nitro Express,” “Kleanbore,” and 
“Hi-Speed” are Reg. U. S. Pat. Off.; 
“Core-Lokt” is a trade mark of Rem- 
ington Arms Co., Inc. 
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“Does y’all need a license fo’. CHICKENS?” 
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. E Warner Hard- 


ware Co. of Minueapolis, Minn., 
is a firm believer in the fact that 
a dramatized display will be in- 
strumental in producing more 
sales than will one of a more con- 
ventional type. The displays 
shown on this page illustrate how 
the firm goes after unusual effects. 
Last year, the firm’s downtown 
store featured this window display 
in an endeavor to attract fisher- 
men who were going away on 
Decoration Day trips. This win- 
dow was devoted primarily to fish- 
ing tackle. On the background 
was a home made 16-ft. northern 
Minnesota muskellunge construct- 
ed of plywood and bearing cut-out 
wood letters calling attention to 
the fact that anglers should 
“Tackle the Big Ones With War- 
ner Tackle.” Other outdoor sport- 
ing goods items were also shown 
in the display. On a lower level 
in the foreground were a number 
of large glass trays containing a 
number of small articles unsuited 
to the main display. This effective 
window was designed and installed 
by Clyde E. Anderson as display 
manager. 
The interior display of fishing 
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“Tackle the Big Ones’, Says Warner 


Streamlined displays attract 
numerous vacationing anglers 
to Minneapolis hardware store 


tackle presented a streamlined ef- 
fect. Price marked leaders, lines, 
hooks, etc., were shown in glass 
trays. Tilted panels featuring a 


variety of tackle supported a hori- 
zontal board which held a num- 
ber of rods in various price classi- 


fications. 





Twelve tilted panels, featuring a variety of tackle, support the display 
of rods. Stock is kept behind the doors shown at base of the fixture. 
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. | Now You May Distribute 
This Interesting Handbook 
To Your Group of Gun Fans ygoecs ser rein 


Submachine Gun 


The Manual of the Harrington & Richardson Reising Submachine Gun — a com- 
pact 48-pages of facts, photographs, drawings, and data — is now available free 
in reasonable quantities for your own distribution to men and boys you know to 
be interested in firearms. 

This H&R Reising Gun — Harrington & Richardson’s principal product for 
the duration — is the one that’s being used with such telling effect by the U. S. 
Marines. The Manual illustrates and describes in full detail its parts, functioning, 
disassembly and assembly, care and cleaning, uses and advantages . . . all red meat 
for gun-hungry readers. And by inference, this story of the superior H&R Reising 
Gun gives the reader a clue on what dealers and sportsmen may expect of H&R’s 
new post-war line of sporting arms. 


WRITE TODAY for a reasonable supply of Manuals. Use the coupon if you 
wish. Harrington & Richardson Arms Company, Worcester, Massachusetts. 


HARRINGTON & RICHARDSON 


HARRINGTON & RICHARDSON ARMS CO. 
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Dept. HA-527, Worcester, Mass. EES er eRe EE Se RET SCT ee ee wre iT 
We’d like to have about (_ ) free copies Address.................. 

of the H&R Reising Gun Manual for distribution to our 

firearms fans. A eae Te ee Merri tA eu Met os er 
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For Late June—Repair Services, 





Vacation Goods and Housewares 


HARDWARE AGE Original Window Display 





GOOD work 
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Use Our 


REPAIR 


SERVICES 


TAKE CARE OF YOUR 


HOUSEHOLD EQUIPMENT 





WE CAN REPAIR... 

1 waswens 11 WavER SysvEMs 
2 Monens 12 RADIOS 

5 Qances 13 HEATERS 

4 Fans 14 MILKERS 

5 ions 15 SEPaRaTORS 
6 GANS §=16 ~PUMPs 

7 PERLMAaTONS 17 FAUCETS 

8 WASTLE mom 18 DENNGENATORS 
9 Pans 19 Gamtery 

10 COND SEIS 20 Thwte< 
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VACATION 
GOODS 
WINDOW 


MERCHANDISE: 

Casting rods. 
fly rods, fish nets, 
minnow pails, 
canned fish bait. 
tackle box, reels, 
line or all kinds, 
lures, plugs, flies. 
spinners, lunch 
kits, vacuum bot- 
tles, vacuum food 
jugs. 


SPECIAL 
HOUSEWARES 
WINDOW 


MERCHANDISE: 
Cake covers, re- 
frigerator sets, 
colored enamel 
saucepan sets. 

BACKGROUND: 
Center panel of 
blue corrugated 
paper or painted 
wallboard. Side 
strips of yellow 
material. Cut-out 
letters in yellow. 


IDEAS 


REPAIR 
SERVICES 
WINDOW 

MERCHANDISE: 


Electric fans, elec- 
tric irons, electric 


sweepers, watile 
irons, perculators, 
electric bowl 


heaters, electric 
stoves, pitcher 
pumps, milk pails. 
lawn mowers, ra- 
dios, radio tubes, 
electric cord sets, 
pump leathers, 
heating elements 
for heaters. 


BACKGROUND: 


Center panel of 
bright yellow cor- 
rugated board or 
painted waill- 
board. Side 
panels of the 
same color. Cut- 
out letters of red 
and black ma- 
terial. 









































HOUSEWARES |__ 


FOR EVERY 
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DAY USE 
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Sonora. 
CGAL 


gives you the 
most dramatic 


ould you like to know... 


When the Merchandise Armistice might 
occur? 

What products are likely to be available first? 

What trends may open the gate to you for 
the greatest sellers’ market in history? 


What forces are at work that may put you in 


the appliance business before the war ends? 


@ What the SONORA jobber and merchan- 
dising policy will be from here on in? 


These are but a few of the subjects you will 
read about in this timely booklet-—AND IT’S 
FREE TO JOBBERS FOR THE ASKING! To 
get your free copy, use the coupon on the 
next page. Mail it TODAY! Edition limited. 


THE QUESTION OF THE HOUR... 





| he is no time to make loose predic- 


tions. Certainly it is no time for wishful thinking. 
On the other hand, neither is it a time to ignore 
plainly visible trends. We make no pretense of 
predicting exactly when our factory will again be 
delivering merchandise to you instead of to Uncle 
~ Sam. But—straws in the wind are now pointing 


SONORA IS READY 


Everything is in readiness here at SONORA head- 
quarters—all plans are made to re-convert to peace- 
time manufacture and to start deliveries within a 
matter of weeks after we get the go-ahead from the 
Government. This preparedness is insurance that 
SONORA jobbers will be among the first—if not 


to a Merchandise Armistice before the war ends. 

Should these trends be borne out, then you can 
expect delivery, in some degree, of other package 
appliances as well as SONORA radios during this 
period of gradual re-conversion, while millions 
of people still will be engaged in war production 
at peak war wages. 


the first—to cash in on a rich profit opportunity. 

In such a market, common sense tells us that 
the demand for radios will exceed anything in 
history; that jobbers operating under the proven 


SONORA plan will be ready to take full advan- 


tage of this coming sales surge. 


NATIONAL ADVERTISING SCHEDULE 


The best proof of our faith that this is true is our 
commitment to maintain the home front for our 
jobbers and their dealers with a great 1943 
national advertising campaign that will reach 
millions of magazine readers from coast to coast. 

This campaign has been carefully planned with 
special regard for the intensive cultivation of 
territories to be covered by SONORA jobbers. 


Its prime purpose is to pave the way for a wider 
distribution and easier, more profitable sales for 
SONORA jobbers and retailers when our merchan- 
dise is again available. It is our way of expressing 
a sincere desire to keep on deserving your friend- 
ship and cooperation. 

SONORA RADIO & TELEVISION CORP. 
325 North Hoyne Avenue, Chicago, lilinois 
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SONORA RADIO & 
TELEVISION CORP. 


325 North Hoyne Avenue, Chicago, Ill. 





Send along our free copy of "Radics to Sell— When? How?" 





My Name and Title 


Firm Name 





Address 





City 
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—_ INC., of 


Kingston, N. Y., has solved the 
problem of selling wallpaper in a 
limited space and has enjoyed an 
ever-increasing volume on this line 
ever since its present system was 
adopted. The department, which 
occupies a space 8 ft. wide by 12 
ft. long, is located at the rear of 
the basement sales floor which is 
primarily used for housewares. 
In many respects, the space de- 
voted to the selling of wallpaper 
resembles the living room in a 
home. It is extremely attractive. 
contains several comfortable chairs 
and has a fireplace in the wall. 
Doors resembling closet or en- 
trance doors, are located on either 
side. The only fixtures in the 
space that indicates it is used for 
selling wallpaper is a rack ‘which 
holds several sample books. 
Sample books are used chiefly 
in selling. The customer is made 
comfortable in one of the chairs 


Sample paper rolls 
are hung from the 
molding over doors 
and fireplace. This 
method speeds up 
buying decisions 
by the process of 
eliminating rolls 
which do not in- 
terest the patron. 
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Miniature Living Room Helps 


Build Wallpaper Volume 


and is then shown books contain- 
ing papers which are carried regu- 
larly in stock. _When the custom- 
er shows interest in a particular 
paper, the salesman takes a sample 
roll of it from one of the closets 


_and unrolls it on the wall. A large 


portion of the roll is shown in this 
manner and the balance of the roll 
is placed in a trough resembling 


a molding which extends over ‘the: 


tops of the doors and the fireplace. 
In this manner, the customer ob- 
tains an accurate idea of how that 
particular paper will actually look 
in the home. 


Making a Selection 


“Each paper which interests the 
customer is displayed along the 
wall in this manner,” says M. Hop- 
per, store manager. “Five or six 


patterns will probably be on dis- 
play by the time the salesperson 
finishes showing the several pa- 
per books. The next selling job is 
to get the customer to decide on 
one paper and this is accomplished 
by the orderly elimination of the 
papers on display. As a pattern is 
eliminated from consideration, it 
is taken down and the sample roll 
replaced in the closet... The cus- 
tomer finally has only. or or two 
patterns left, so that it is easy to 
make a decision. This selling pro- 
cedure is followed for the selection 
of papers for several different 
rooms which the customer may be 
considering. 

“We find that customers like to 
buy paper in this way. They cer- 
tainly can make up their minds 
faster and this is of extreme value 

(Continued on page 106) 


Herzog’s, Inc., gets results by 
showing customers how a paper 
looks when hung on a real wall 





















A section of the firm's 
luggage department. The 
various items are shown 
on three shelves about 
15 ft. in length and the 
balance of the stock is 
kept in the warehouse. 


Luggage Boosts Sales and Traffic 


For Wolff, Kubly & Hirsig 


M ORE than a year 


ago, Wolff, Kubly & Hirsig of 
Madison, Wis.,{added luggage te 
its first floor sfock and placed it 


in a small area fame erlyndévoted 
to a section of a aride’..de- 
partment. ae * 4. os 


The display availble on the 
first flopr of this stare was not 
more than 15 ft. in length, but 
three shelves helped considerably 
in enabling the firm to get a large 
amount of luggage out in view. 
The remainder of the stock was 
carried in a warehouse. 

Merchandising of the luggage 
line consisted of timely, well con- 
ceived newspaper advertising, plus 
occasional window display. The 
store management soon found 
that its patrons were interested in 
luggage of many types. Prices on 
the items, ranging from small 
overnight bags to heavier glad- 
stones and suitcases, were from 
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Display and advertising swell 
business for lines featured in 
former major appliance section 


$5.95 to $40. During the period 
of one year several thousands of 
dollars’ worth of luggage was sold 
from this small display space. 
Luggage would have continued 
to be.an excellent war-time line at 
this store had not restrictions 
been placed upon the manufacture 
of the items. Stock for the depart- 
ment must now be purchased from 
that already manufactured and 
this may make eventual replace- 
ment of merchandise difficult. 


A Post-War Line 


Long known as a_ pioneer 
among Wisconsin hardware stores 
in merchandising new lines, the 


Wolff, Kubly & Hirsig firm has 
had enough experience with lug- 
gage as a profitable item in the 
store, so that the management 
feels that undoubtedly it will be a 
line which will be continued after 
the war, regardless of the avail- 
ability of further stock at this 
time. Smart looking luggage ap- 
peals especially to women nowa- 
days who have the cash with 
which to equip the family with 
distinctive traveling bags, etc., if 
they are in stock. This desire for 
good luggage undoubtedly will 
prevail after the war, and, if it 
does, Wolff, Kubly & Hirsig will 
have, valuable merchandising ex- 
perience in selling the line. 
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Mone FoopD to fortify the home front! Are your Vic- 
tory gardening implements in ‘1-A’ or ‘4-F’ class?” 


That’s the way the June 19th Nicholson advertise- 


ment in The Saturday Evening Post begins — to help’ 


you help the war effort. 


It emphasizes the need of files to make hoes, spades, 
weeders and other tools do their work more efficiently. 


Building poultry-raising and egg-laying houses — 
to help the meat situation — is another laudable war 
activity. It calls for saw-sharpening files. 


The Nicholson factories are making every effort 
within Government regulations to meet such essential 
civilian file needs. Contact your jobber. 


“FILE FILOSOPHY," the 48-page Nicholson book, 
includes helpful information on tool and implement 
sharpening. Send for a copy. FREE. 


NICHOLSON FILE CO. « 25 ACORN ST., PROVIDENCE, R. I., U.S.A. 
(Also Canadian Plant, Port Hope, Ontario) 
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Triple Mill Supply Convention 
Devoted to War-Time Problems 


Over 1,000 attend the three-day meeting held 

at the Netherland Plaza, Cincinnati, Ohio, 

May 10, 11 and 12. Problems of manpower 
and restrictions on materials stressed. 


NEW ASSOCIATION PRESIDENTS 
NATIONAL 


AMERICAN 








A. A. MUHFEY 
The Cleveland 
File Co. 


| con- 


trols and the operation of industry 
in wartimes occupied the attention 
of mill supply men meeting in a joint 
“War Conference” at the Nether- 
land Plaza, Cincinnati, Ohio. on 
May 10, 11 and 12. Under the 
sponsorship of the American Supply 
& Machinery Manufacturers, Na- 
tional Supply & Machinery Distribu- 
tors and the Southern Supply & Ma- 
chinery Distributors 
the gathering of over 1000 men heard 
speakers from both industry and the 
Government of the manpower and 
materials problems now confronting 
the industry. 


Manpower Problems 
Discussed 


Manpower came in for much dis- 
cussion during the early sessions of 
the conference. American industry 
must utilize every available worker. 
regardless of age, sex or race, at the 
highest possible skill, Edward L. 
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A. J. GLESENER 
A.].Glesener Company 


Associations. 


we cannot face our soldiers and say 
we are giving them the maximum 
support of which we are capable,” 
Mr. Keenan asserted. He declared 
that 6,000,000 workers are needed 
this year. Continuing, he warned 
that, “We are faced with the most 
serious manpower shortage in the 
history of the country” and pointed 
out that war industry must not only 
turn to new sources of supply but it 
must find that supply in its own 
locality. The solution of the labor 
shortage problem is the employment 
of women and the minority groups, 
that is, Negroes, the speaker re- 
ported. He also stated, “Whatever 
the cost or the effort, women must 
be brought into our war plants or 
we will fall down on our jobs of pro- 
ducing for victory.” 


SOUTHERN 





ALVIN M. SMITH 
Smith-Courtney 
Company 


After outlining the various steps 
through which methods of allocating 
materials to industry have gone, 
Henry P. Nelson, assistant: to the 
director, Controlled Materials Plan 
Division, WPB, then gave to the 


Keenan, deputy regional director, 
War Manpower Commission, told the 
group. “Until we reach that state. 


' RETIRING PRESIDENTS 
AMERICAN SOUTHERN 


NATIONAL 






























HOWARD M. 
HERBERT P. LADDS Cc. A. CHANNON 
National Screw SCHRAMM Great Lakes 
& Mig. Co. Turner Supply Supply Co. 
Company 
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é Retailer's Cost 
70c per card of 10 packs 
(2 blades per pack) 


$1.75 per card of 10 packs 
(5 blades per pack) 
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GEM BLADES 

_ AREA 

CIFE SAVER 
FOR ME! 
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® “Doing business—and at a profit—in 
the face of material shortages, price ceilings and ra- 
tioning is no mean accomplishment these days! That’s 
why I call Gem Blades a ‘life-saver’; they’re a great 
aid in taking up the slack. The Gem 10¢ pack is a fast 
mover, and plenty profitable, too. And everybody 
knows Gem—Gem ads in America’s leading magazines 
tell my customers to avoid ‘5 o’clock Shadow’.”’ . Your 
wholesaler can supply you. Gem Division, American 
Safety Razor Corp., Brooklyn, N. Y. 


GE Mss" 





ASSOCIATION VICE-PRESIDENTS 


AMERICAN 





NATIQNAL 





F. J. TONE, JR. R. D. BLACK E. H. McLAUGHLIN 
The Carborundum Black & Decker Union Hardware 
Co. Co. & Metal Co. 


delegates the procedure under CMP 
for obtaining materials. 

The opening session was called to 
order by H. P. Ladds, National 
Screw & Mfg. Co., president of the 
American Supply and Machinery 
Manufacturers’ Association, who with 
H. M. Schramm, Great Lakes Sup- 
ply Co., president of the Southern 
Supply and Machinery Distributors’ 
Association and C. A. Channon, 
Great Lakes Supply Co., president 
of the National Supply & Machinery 
Distributors’ Association, gave open- 
ing remarks and shared the tasks of 
presiding at the various sessions. 


Operations Under OPA 


Operations under the OPA regu- 
lations generally were discussed by 
Philip N. Russell, chief, Hardware 
and Mill Supply Unit, Consumers 
Durable Goods Branch, OPA, while 
specific problems under Limitation 
Order L-63 and PD-1X applications 
and GMP provisions relating to dis- 
tributors were the subjects of talks 
by R. C. Neal, chief, Industrial Sup- 
plies Section, Industrial and Hard- 
ware Supplies Branch, WPB, and 
Paul Hartshorn, of the same branch. 

Tuesday was taken over with dis- 
cussions of the operation of the In- 
dustrial and Hardware Supplies 
Branch of WPB and the tool and 
steel situation. Speakers who de- 
veloped the principles, for comment 
were: Nathaniel G. Symonds, chief, 
Industrial and Supplies Branch, 
WPB; Franz T. Stone, chief, In- 
dustrial Supplies Branch, Tools Di- 
vision, Commander H. K. Clark, 
U.S.N.R.; J. E. Fitzger Ware- 
house Beatich, Steel Dene WPB, 
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and Louis Levine, assistant director, 
Bureau of Program Requirements, 
War Manpower Commission. 


Three Weaknesses 


Senator Harry S. Truman, Chair- 
man of the Senate Committee Inves- 
tigating the War Program spoke on 
“War on the Home Front,” at a 
joint meeting of the three associa- 
tions on Wednesday. Pointing out 
that the administration is determined 
to see that war expenditures are 
made economically and efficiently, 
Senator Truman declared that his 
committee has pointed out three 
basic weaknesses in our war pro- 
gram. “First, inadequate over-all 
planning by Government agencies 


and delay in working out their basic 
policies. Second, conflicting author- 
ity over various phases of the war 
program, resulting in delays and 
buck-passing, and third, hesitancy 
of the Government to adopt unpopu- 
lar or unpleasant policies long after 
the facts clearly indicated the neces- 
sity.” 

Changes in specifications from the 
armed forces, labor shortages and 
material dislocations have kept our 
airplane production from reaching 
capacity, although output is exceed- 
ing the enemy’s, the speaker con- 
tinued. Discussing ship production, 
he declared “The ship construction 
program produced 8,090,800 dead- 
weight tons in 1942 and will produce 
in excess of 18,000,000 dead weight 
tons in 1943. It is one of the best 
jobs that has been done in the entire 
war effort.” 


Complicated Regulation 


Pointing out that rationing and 
war restrictions are needed to insure 
ample sinews of war, Senator Tru- 
man cautioned, “We must also be 
mindful not to impose unnecessary 
burdens on industry. Regulation for 
the sake of regulation is nonsense. 
The imposition of complicated rules 
by people who know nothing of the 
industry they are running cannot be 
tolerated.” He then outlined the 
committee’s efforts to obtain clari- 
fication of the renegotiation of con- 
tracts. 

Looking beyond the immediate 
present, Carlton K. Matson, Wash- 
ington representative of the Com- 
mittee for Economic Development, 
warned, “that if America maintains 


' ASSOCIATION SECRETARIES 


SOUTHERN NATIONAL 








E. L. PUGH GEORGE A. FERNLEY H. R. RINEHART 
Secretary- Advisory Secretary- 
Treasurer Secretary-Treasurer Treasurer 
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its free society, production jobs— 
millions of them must be made 


available in the shortest space of | 


_ time after hostilities cease. The bur- | 


den rests with private industry. The 


most ambitious program of public 


works can care for only a small per- | 


centage of those people who will 
need jobs.” 


Increased Production 


To provide jobs for an estimated | 
56,000,000 persons after the war, he | 
declared, that production has to be | 


stepped up to a gross output of 
$140,000,000,000, an increase of 40 
per cent over the amount which was 
recorded for the last peacetime year 


of 1940. 


Association 
Officers Elected 


The three associations elected the 
following officers for the ensuing 
year: 


chinery Distributors’ Association: 
Alvin M. Smith; Smith-Courtney 
Company, Richmond, Va., president; 


The Southern Supply and Ma- 


P. Pidgeon, Pidgeon-Thomas Iron | 


Co., Memphis, Tenn., first vice- 
president; Harvey P. Leu, Harry P. 
Leu, Inc., Orlando, Fla.; second 


vice-president, and E. L. Pugh, At- | 


lanta, Ga., secretary-treasurer. 


The National Supply and Machin- | 
ery Distributors’ Association: A. J. | 
Glesener, A. J. Glesener Company. | 


San Francisco, president, and F. M. 


Butts, Butts~and Ordway Company, | 


Cambridge, Mass., Charles E. Al- 
linger, Charles A. Strelinger Co., 
Detroit, and Edward H. McLaughlin, 


Union Hardware & Metal Company, | 


Los Angeles, vice-presidents. 
The American Supply and Ma- 


chinery Manufacturers’ Association: | 


A. A. Murfey, Cleveland File Com.- | 


| 
| 
| 


pany, Cleveland, Ohio, president; J. | 


Tone, Carborundum Co., Niagara | 


Falls, N. Y., first vice-president; R. | 


D. Black, Black & Decker Co., Tow- 


son, Md., second vice-president, and 


Chester Conner, B. F. Goodrich Co.., | 


Akron, Ohio, treasurer. 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 


on page 71 
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CUTS CASUALTIES | 


Our armed forces everywhere are also fighting dirt 
and disease—frequently more dangerous than bullets. 
Mobile laundry units are provided, with small gasoline 
engines as a part of the power equipment. One more 
“service star” for rugged, dependable Briggs & Stratton 
engines, now serving our armed forces in many ways. 


Buss again we want to urge every one 
here back home who owns or operates 
Briggs & Stratton 4-cycle, air-cooled 
gasoline engines, to do everything pos- 
sible to keep them at top efficiency. Not 
only will extra service be gained, but 
the critical materials that would be need- 
ed in unnecessary repairs will be saved. 


Whether these engines are on farms, 
in industrial plants, on construction or 
road jobs, or in army camps—they are 
all doing their part in the war program 
— and deserve extra care right now. 


Keep your Briggs & Stratton gasoline 
engines clean, properly adjusted, well lu- 
bricated, and in repair. Your nearest 
dealer or Briggs & Stratton Service 
Station will be glad to help you. 


BRIGGS & STRATTON CORP. 
MILWAUKEE, Wis., U.S.A 


ENLIST YOUR DOLLARS 
Invest in 


WAR BONDS 


GASOLINE 
ENGINES ~ 








News of Retailers, Jobbers, 
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Irwin 


“E” AWARD — The 
Auger Bit Co., Wilmington, Ohio, was presented the Army- 
Navy “E” Award for high achievement in war production 
on April 16 in the auditorium of the Wilmington High School. 


IRWIN AUGER BIT EARNS 


The “E” pennant was presented to Hon. M. R. Denver, presi- 
dent, Irwin Auger Bit Co., by Maj. L. B. Blakeney of the 
Cincinnati Ordnance District. The “E’’ pins were awarded 
to Irwin employees by -Lt. Commander Palmer H. Beam, 
U S.N.R., and accepted by Jobe Clevenger, an employee of 
the company for over 50 years. The principal address was 
delivered by Hon. Paul M. Herbert, Lt. Governor of the State 
of Ohio and Hon. Corwin C. Nichols, Mayor of Wilmington, 
was chairman and master of ceremonies. Those holding 
the “E” Flag, left to right, are: Maj. L. B. Blakeney, Cin- 
cinnati Ordnance District; Jobe Clevenger, Irwin employee 
for 50 years; Rev. Ray Beegle, also an Irwin employee, and 
Hon. M. R. Denver, president of the company. 








Westinghouse Appoints District Managers 


Charles A. Conklin has been| ture lamp specialist and in 1928 
appointed manager of the West- was appointed manager of the 
inghouse Lamp Division’s central Detroit office. In 1938, he be- 
district, with headquarters in| came manager of all miniature 
Pittsburgh, Pa., and Robert A.|lamp sales and in 1940 was 
Corvey has been named manager| named manager of the south- 
of the southeartern district, with | eastern district, with headquar- 
headquarters in Atlanta, Ga. Mr. | ters in Atlanta. 

Corvey, formerly northeastern Mr. south- 
district assistant manager, sucC-/| eastern district manager, joined 
ceeds Mr. Conklin at Atlanta. The | Westinghouse in 1923 as the 
appointments were announced | 4 jbany N. Y 
by Bernard H. Sullivan, Lamp P 
Division general sales manager, | 
who disclosed at the same time | 
that Frank C. Barrington, present | 





Corvey, the new 


. sales representa- 
tive for the lamp company, later 
serving ‘in a similar capacity in 
Binghamton, N. Y. He was ap- 


See | poi 
central district manager at Pitts-| P0imted manager of the Boston 


burgh, will retire June after 31 
years with the company. 


office and later the Philadelphia 


office where he, remained until his 





Mr. Conklin, who will succeed 
Mr. Barrington June 1, joined 
Westinghouse in 1922 as minia- 
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appointment as assistant manager 
of the northeastern district with 
headquarters in New York City. 

















Wholesalers and 
Manufacturers to 
Meet in New York City 
Week of October 17th 


The joint convention of ihe 


National Wholesale Hard- 
ware Association and _ the 
American Hardware Ma2anu- 


facturers’ Association wiil be 
held the week of October 17, 
1943, in New York City. 
Headquarters will be at the 
Commodore Hotel. 





PLOMB TOOL ELECTS 

GALBREATH VICE-PRES. 

Election of J. Charles Gal- 
breath as vice-president of Plomb 
Tool Co., Los Angeles, Cal., at 


READ IT IN HARDWARE 











the recent annual meeting of the | 
board of directors, has been an- | 
nounced by Dillon Stevens, cha‘r- | 


man of the board. 

The promotion of Mr. Gal- 
breath to this responsible position 
comes as a result of many years 
with Plomb during which time 
he has been active in both the 
sales and the manufacturing 
phases of the business. Most re- 
cently he has been in charge of 
the Contract Department where 
his duties have included the di- 


| rection of large orders for im- 


portant war production concerns 
in all types of industries. 

In assuming the responsibilities 
of his new office, Mr. Galbreath 
will also retain general supervi- 


sion of Plomb’s contract depart- | 


ment. 





J. CHARLES GALBREATH 








HARDWARE AGE FOR 


W. G. CAREY, JR., ELECTED 
TO VESTRY OF TRINITY 
CHURCH 

W. Gibson Carey, Jr., president 
of the Yale & Towne Mfg. Co.. 
New York City, was elected a 





W. GIBSON CAREY, JR. 


vestryman in the parish of 
Trinity Church, New York City. 
The parish of Trinity has a con- 
siderable quantity of investments 
which are supervised by the ves- 
trymen. 

Besides heading the Yale & 
Towne Mfg. Co., Mr. Carey is a 
member of the directorate of a 
number of corporations and is a 
former president of the United 
States Chamber of Commerce. 


ACME STEEL WINS 
SAFETY AWARD 


The Riverdale plant of Acme 
Steel Co., Chicago, Ill., won the 
coveted first place placque in its 
group of the Steel Rolling and 
Fabricating Division competition 
sponsored by the Greater Chi- 
cago Safety Council. The presen- 
tation was made at the closing 
session of the annual convention 
held recently at the Hotel Sher- 
man. C. E. Waddell, safety di- 
rector of the company accepted 
the award before a group of 
some 1,500 safety leaders. At 
the Riverdale plant, 2,350 people 
responsible for this fine safety 
record are employed in the roll- 
ing mills, machine shops, fabri- 
cating and steel strapping de- 
partments. 





HARDWARE AGE 
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GE 


AGE WHILE IT’S NEWS 


THE 


Moore Promoted by Marshall-Wells Co. 


The election of John H. Moore 
to the new position of executive 
vice-president of Marshall-Wells 
Co., Duluth, Minn., was an- 





JOHN H. MOORE 


nounced on May 13 
Marshall, president of the com- 


pany, following the first meeting | 


of the board of directors after 


by. Seth | 


the annual meeting of stockhold- 
ers held in April. 

Mr. Moore has been associated 
with Marshall-Wells Co. for the 
past nine years and was made 
vice-president and _ controller 
three years ago. He was for- 
merly vice-president and _ con- 
troller of the Pabst Co., Milwau- 
kee, Wis. 

Other 


| elected 





Marshall-Wells officers 
Seth Marshall, 
Duluth, president; G. H. Spen- 
Duluth; J. F. McMullen, 
Winnipeg, and James Feir, Port- 
land, vice-presidents; C. E. Mad- 
Duluth, secretary; H. R. 
Portland, assistant trea- 
surer. Mr. Moore will also con- 
| tinue in his capacity as treasurer 
and controller of the company. 
One of the nation’s largest 
wholesale hardware concerns, 


were: 


cer, 


| ison, 


| Symes, 


Marshall-Wells Co., has ware- 
houses and offices at Duluth, 
| Minn.; Billings, Mont.; Port- 


| land, Ore.; Spokane and Seattle, 

Wash. An affiliated Canadian or- 
| ganization, Marshall-Wells Co., 
Ltd., serves the western half of 
' Canada. 








CELANESE CELLULOID 
SUBSIDIARY EXPANDS 


Celanese Celluloid Corp., New 
York City, plastics division of 
Celanese Corp. of America, has 
expanded its organization as a 
result of the increased war time 
demands for “Lumarith” plastics 
and anticipated greatly increased 
post-war requirements. Edward 
W. Ward, general sales manager, 
has announced the appointment 
of David S. Hopping as director 
of sales development. Mr. Hop- 
ping, who was formerly director 
of sales of the Packaging Divi- 


sion of the corporation, will be | 
responsible for advertising, pub- | 


licity, sales promotion and sales 
training. Miss Harriet E. Ray- 
mond continues as advertising 


manager. W. Richard Donald- 


son, formerly with Turck, Hill & | 


Co., has been appointed director 
of market research. The Pack- 
aging Division has been ex- 
panded to handle the sale of 
all plastic films and foils of the 
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| company’s manufacture. William 
| F. Cullom, formerly a sales rep- 
resentative in several of the com- 





DAVID S. HOPPING 


pany’s divisions, has been ap- 
pointed director of sales of the 
Films and Foils Division. 














LUFKIN AWARDED ARMY-NAVY “E”—The Army-Navy 
“E” Award for excellence in production was presented to 
the men and women of the Lufkin Rule Co., Saginaw, Mich., 


on April 14. 


The award was made on the factory grounds 


at Saginaw and was witnessed by over 2000 employees and 


guests. 


The award flag was 


presented by Col. F. A. 


McMahon, Chief, Cincinnati Ordnance district and accepted 


| by Robert G. Thompson, president of the company. 


The 


“E” pins were presented by Capt. C. D. Swain, U. S. Navy, 
and accepted by E. L. Chartier, representing the employees. 
Individual pin presentations ,jwere made to Edwin Russell, 
vice-president of the company and oldest in years in its 








service—over 50 years—also to E. L. Chartier and Miss 
Sarah Ingram, representing the production employees. 
U. S. STEEL SUPPLY CO. Steel Products Co., now the 


OPENS NEW SALES OFFICE 


The United States Steel Sup- 
ply Co., United States Steel 
Corp. subsidiary, Chicago, IIl., 
recently announced the _ estab- 
lishment of a new sales office 
in Kansas City, Mo. William E. 
Fry is in charge of the new 
office which is located in the 
Fidelity Bldg., 911 Walnut St. 

Mr. Fry, who was formerly a 
salesman at the company’s St. 
Louis warehouse, is well known 
to the trade in the Kansas City 
district having covered this ter- 
ritory for the past five years. 
He was ‘first employed as an 
order clerk in October, 1935, at 
the Chicago office of the Scully 





United States Steel Supply Co. 
In November, 1937, he began as 
a salesman and six months later 
was transferred to the St. Louis 
warehouse. 


OKONITE CO. OPENS 
NEW ORLEANS OFFICE 


The Okonite Co., manufactur- 
ers of electrical insulated wires 
and cables, with executive offices 
in Passaic, N. J., has established 
a sales office at 904 Pere Mar- 
quette Bldg., New Orleans, La. 
The office is in charge of W. D. 
Stroud, sales engineer. The ter- 
ritory of the new sales office will 


| include Louisiana, Southern Mis- 


sissippi, and Northwest Florida. 
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COVERT MFG. CO. 
CELEBRATES ITS 70TH 
ANNIVERSARY 


The Covert Mfg. Co., Inc., 
Troy, N. Y., celebrates its 70th 
anniversary this year under war 
conditions which see the company 
producing at capacity for Uncle 
Sam and for the trade. 

The output of the Covert com- 

pany, designed as harness hard- 
ware, has been found ideal with- 
out change for hundreds of uses 
in the war effort. So the govern- 
ment has. naturally become 
Covert’s big customer. But as pri- 
orities have been adjusted to 
make better provision for the 
field of agriculture, Covert has 
worked to 
utmost service there too. The re- 
sult is that Covert departments 
have been setting records for out- 
put in the company’s seventieth 
year. 
‘ Founded back in 
Covert organization has had an 
interesting background and his- 
tory. During all that time it has 
been a leading name in the pro- 
duction of harness hardware, and 
the “Square” brand is well known 
to harness manufacturers, and 
jobbers in the hardware and har- 
ness equipment fields. 

Founded by James C. Covert, 
the organization has 
through two generations of the 
Covert family into the third. 
James C. Covert II, grandson of 
the founder, is the present head 
of the concern. Between him and 
his grandfather, his father Earl 
conducted the business 
for many years. 

Today, with the horse “coming 
back into his own” again by the 
tens of thousands, Covert would 


capacity to be of 


Covert, 


1873, the | 


passed | 


have a good-sized job on hand 
| taking care of the harness re- 
quirements alone, even if the war 
demands had not made them- 
selves felt. 

“We are in the middle of a 
real man-sized job, all of us here 
at the plant,” said Mr. Covert, 
recently. “We are trying to do 
our utmost for Uncle Sam, of 
| course, because the war comes 
first. But we recognize a great 
responsibility to the people in 
the trade, who have been our 
valued patrons through the years. 

“For the trade, we are now 
able, under the revised priorities, 
to do better than before. And 
we are trying hard to be fair 
to all’ We have asked the trade 
(and we are sure of their coop- 
eration) to order only their mini- 
mum requirements for the time 
being, and to try to limit their 
demands to the smallest number 
of models and sizes. With this 
cooperation, the efforts of the 
Covert Manufacturing Co. will be 
directed to giving the greatest 
assistance all around.” 








| HEESCH NAMED TO WPB 
FARM MACHINERY 
DIVISION 


Appointment of William F. 
Heesch as deputy director of the 
| Farm Machinery and Equipment 
| Division was announced recently 
| by Harry A. Rapelye, director, 

Equipment Bureau, WPB. 

The services of Mr. Heesch, 
recently civilian chief of Small 
| Arms Production Planning and 
| Control, Ordnance Department, 
| United States Army, have been 
| loaned for the past six weeks to 





EMPLOYEES OF RAY-O-VAC RECEIVE ARMY-NAVY “E” 
The employees of the Ray-O-Vac Co., Madison, Wis., paused 
between shifts on April 21 to receive the Army-Navy “E” 
for excellence. The ceremony was held on the grounds of 
the company's plant. Maj. James S. Vaughan, Signal Corps 
officer, presented the “E”’ burgee on behalf of the Army and 
Commander Leslie K. Pollard represented the Navy. In ac- 
cepting the “E,”” W. W. Cargill, president of the company, 
praised the efforts of the company employees and Alfred 
Breitzke, president of the Ray-O-Vac Federal Labor Union, 
spoke for the employees. J. V. Conlin, advertising manager 
and chairman of the Ray-O-Vac labor management com- 
mittee, presided over the ceremonies and introduced the 
speakers. Left to right: Commander Leslie K. Pollard, who 
made the presentation for the Navy; J. V. Conlin, chairman 
of the company’s labor-management committee; W. W. Car- 
gill, president of the Ray-O-Vac Co.; Alfred Breitzke, Labor 
Union president; and Maj. James S. Vaughan, representing 
the Army. 











the division to assist it in han- 
dling farm machinery production 
problems. His present appoint- 
ment is a definite transfer from 
the War Department to WPB’s 
Farm Machinery and Equipment 
Division. 

Mr. Heesch has been associ- 
ated with the farm machinery in- 
dustry throughout his business 
career. His first job was in the 
foundry of the Bettendorf Metal 





Wheel Co., now known as French 
& Hecht, Inc. He was general 
manager of this company when 
he left it in 1934 to become 
president of the Havana Metal 
Wheel Co. Mr. Heesch was or- 
ganizing his own company in 
Chicago, to manufacture 2a new 
device for use in farm machinery 
when he undertook his special 
assignment with the Ordnance 
Department. 








JOHN C. MYERS AND CURTISS GINN, JR., HONORED 





BY ASSOCIATES: A birthday dinner party honoring John C. 


Myers, president of The F. E. Myers & Bro. Co., Ashland, Ohio, and Curtiss Ginn, Jr., vice-president and general manager, 
was given by the men of the company’s office and sales forces at the Ashland Country Club on April 26. The combined ages 
of Mr. Myers and Mr. Ginn total 100 years. Charles Greenmyer an employee of the company for more than 50 years, 


G. D. M 


yers, vice-president and F. B. Kellogg, secretary-treas urer, were special honor guests. Their affiliation with the com-, 
pany totals 170 years. C. D. Leiter, domestic sales manager, was toastmaster for the short program and 


those present heard 


the guests of honor tell of amusing incidents in their business experiences. Gifts were presented to Mr. John Myers and Mr. 
Ginn by their business associates. 
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COL. PLUMMER PRESENTS ARMY-NAVY “E” TO ROPER 
EMPLOYEES — Approximately 2000 people, including em- 
ployees, their families, officials and members of the Armed 
Forces gathered at the plant of the Geo. D. Roper Corp., 
Rockford, Ill., on April 23 to witness the presentation of the 
Army-Navy “E” pennant and individual “E™ pins to em- 
ployees. Col. William L. Plummer,, in peace times Roper 
district manager with headquarters in Atlanta, Ga., made the 
presentation of the “E’ Flag. In behalf of the employees, 
Stanley H. Hobson, president of the company, accepted the 
flag. Lt. E. B. Bremer, of the U. S. Navy, presented the 
“E” lapel pins to 10 of the oldest Roper employees. Col. 
William L. Plummer, Commanding Officer, Homestead Air 
Base, and Stanley H. Hobson, president of the Geo. D. Roper 
Corp., are seen displaying the “‘E” flag to the audience at 
































the ceremonies. 








ANDERSON CHICAGO PUR- | Warner Corp., secretary; H. H. 
CHASING AGENTS HEAD | Wise, Scovill Mfg. Co., treasurer. 


Thomas J. Anderson, purchas- 
ing agent of Acme Steel Co., 
Chicago, Ill., was elected presi- 
dent of the Purchasing Agents’ 
Association of Chicago at the 
annual meeting held recently at 
the Hotel Sherman. For years, 
Mr. Anderson has been active in 
association affairs having served 
on various committees and held 
several executive offices. During 
the past year he was second vice- 
president of the group. Mr. 
Anderson has been with the 
Acme Steel Co. since August, 
1918, and will soon complete 25 
years of service in the company’s 
purchasing department. 

Other officers elected included 
H. C. Bauer, Revere Copper & 
Brass, Inc., Dallas Division, first 
vice-president; A. G. Pearson, 
National Broadcasting Co., sec- 
ond vice-president; L. R. Seen, 
Borg & Beck Division, Borg- 





THOMAS J. ANDERSON 


MAY 27, 1943 








LACKNER AND LEVY BUY 
SAM BANNER CO. 


Max Lackner has resigned as | 
shoe buyer for The May Co., | 


Denver, Colo., a position he has 
held for the past 21 years, and 
will devote all of his time to The 
Sam Banner Co., wholesale and 
retail hardware, Denver. 

“Mr. Lackner and his partner, 


Harry Levy, who was Mr. Lack- | 


ner’s assistant for 10 years and 
is a son-in-law of the late Sam 
Banner, have owned the com- 
pany since June, 1942. 

The stock of the hardware 
company has been consolidated 


in a modern four-story building. | 


John Burris, who was formerly 
with the Mine & Smelter Supply 
Co., wholesale heavy hardware 


distributors, Denver, Colo., for 17 | 


years, is the sales manager of the 
company. A. J. Breitkreutz is 
manager of the service and re- 
pair departments. 
CENTRAL STATES GOLF 
PARTY, JUNE 25 


The Central States Hardware 
Club, Chicago, IIl., will hold its 
fifth annual golf party on June 
25 at the Tam O’Shanter Country 
Club, Howard Ave. at Caldwell 
Road in Chicago. 

Members of the golf committee 
are: Frank J. Koch, McKinney 
Mfg. Co., chairman; Geo. H. 
Beaudin, J. Wiss & Sons Co.; 
A. J. Eggleston, Richards- Wilcox 
Mfg. Co.; Walter M. Floto, 
American Steel & Wire Co.; and 
Ben Leve, The Carborundum Co., 
secretary. 
























It’s Our War 
Let’s Fight It 
Now! 





ed Steel, a new flag floats with the Stars 
and Stripes, the Army-Navy award for 
Excellence. 

We are proud of this coveted insig- 
nia of quality in our war materials; even 
prouder than we are of the recognition 
of quality we earned from the women of 
America before the war and which we 
pledge to maintain in the future. 

You, Hardware Dealers are logical 
outlets for UYfoningegonms kitchens and 
“YlonsongsdOwns kitchens will be your sym- 

bol of leadership in the kitchen market. 

TODAY invest in victory by buying 
War Bonds and Stamps and PLAN for 
your share of that tremendous kitchen 


market of TOMORROW. 
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Replace Lost Lines 
with these items... 


Sensational Sales Appeal @ Outstanding 


Quality @ Tremendous Consumer Demand 


for CIVILIANS 
for SERVICEMEN 

















FURLOUGH BAGS SERVICE HAND BAGS 





@ IMMEDIATE 
DELIVERY 


@ ATTRACTIVE 
DISCOUNTS 


@ ADVERTISING 
ASSISTANCE 


Send for Descriptive 
Folder on Columbia's 
Full Line 


ASK YOUR JOBBER OR WRITE 
US FOR SAMPLES AND PRICES 


COLUMBIA FIRST AIDERS 


25 SO. MARKET STREET CHICAGO 











| Hotel in that city on the occa- 








| GEGRGE GROOS HONORED 
BY WALTER TIPS CO. 

George J. Groos, president of 

The Walter Tips Co., wholesale 

| hardware distributors, Austin, 


president and Louis Klein, secre- 
tary. Daniel P. Gallagher and 
Charles Eisler are directors. 
Almost 100 lamp manufac. 
turers and material suppliers 
attended the 10th Birthday Party 
of the Association and among the 
guests were the following: Wil- 
liam O. Decker, vice-president 
and Justic J. Pfeiffer sales man- 
ager, Bulb and Tubing Division, 
Corning Glass Works; S. E. 
Darby, Jr., Darby & Darby-Patent 
Counsel; B. H. Kenyon and E. H. 
Tucker, Providence Base Works, 
General Electric Co.; R. T. 
White, Hankins Container Corp.; 
Charles Kraft, president, Callite 
Tungsten Corp.; D. Rutbla, 
Sirian Wire Contact Co.; A. J. 
Brothers, general counsel for the 
association; and others. 








GEORGE J. GROOS 


Tex., was the guest of honor at | 
a dinner held at the Driskill 


sion of his 50th anniversary of 
association with the company. 
Approximately 150 executives, di- 
rectors, employees of the com- 
pany and friends attended the 
dinner, which came as a complete 
surprise to Mr. Groos. The execu- 
tives and employees of the com- 
pany presented Mr. Groos with 
a two-karat diamond ring as a 
token of esteem to their presi- 
dent. 

Mr. Groos became associated 
with The Walter Tips Co. as a 
boy and advanced during the 
years from traveling salesman to 
the position of president, which | 
he has held since 1927. 





LAMP MFR’S ASSN. 
HOLDS DINNER PARTY | 


The 10th anniversary of the | 
founding of the Incandescent | 
Lamp Manufacturers’ Association | 
was celebrated at a dinner party | 
held on May 7 in the Colonial | 
Room of the Hotel McAlpin, New | 
York City. 

This association of electric | 
bulb manufacturers was organized | 
in 1933 by a group of indepen. | 
dents and is the only trade asso- 
ciation of the incandescent lamp | 
industry. Gustav Herzberg. | 
president and A. M. Parker, 
treasurer, are members of the In- 
dustries Advisory Committee of 
the War Production Board and 
represent the interests of the 
independent manufacturers at 
monthly meetings held in Wash- 
ington, D. C. Besides Mr. Herz- 
berg and Mr. Parker, its other 
officers are A. H. Gillespie, vice- 





| BASSETT ELECTED HEAD 


OF NATION’S SAVINGS 
BANKERS 


J. Bassett, hardware 
dealer and president of the Con- 
necticut Savings Bank, New 
Haven, Conn., has been elected 
president of the National Asso- 
ciation of Mutual Savings Banks. 

Mr. Bassett brings to that po- 
sition a varied experience in 
business and _ public affairs. 
After graduation from school, he 
entered the hardware business, 
with which he has since been 
continuously identified. He is 
president of John E. Bassett & 
Co., New Haven, Conn., and at 
one time served as president of 
the Connecticut Hardware Asso- 
ciation. He became _ vice-presi- 


George 





GEORGE J. BASSETT 


dent of the New Haven Bank, 
N.B.A., in 1923 and served in 
that capacity until he was ap- 
pointed Bank Commissioner of 
the State in 1931. Two years 
later trustees of the Connecticut 
Savings Bank elected him presi- 
dent of that institution. 
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Army-Navy “E” Production Awards 
Of Interest to the Hardware Trade 


American Foundry Equipment Co., Mishawaka, Ind. 
Desmond-Stephan Mfg. Co., Urbana, Ohio. 

Horst Mfg. Co., Detroit, Mich. 

Louisville Tin & Stove Co., Louisville, Ky. 

*Philco Corp., Chicago, IIl., Division. 

Ray-O-Vac Co., Madison, Wis. 

*Regina Corp., Rahway, N. J. 

Geo. D. Roper Corp., Rockford, Ill. 

L. S. Starrett Co.; Athol, Mass. 

Vaughan Novelty Mfg. Co., Cnicago, Il. 


* Award won for second time. 


BARBER NOW WITH SHIP 
REPAIR COORDINATOR 


George H. Barber, who was for 
the past seven years eastern sales 
manager, Ray-O-Vac Co., Madi- 
son, Wis., battery and flashlight 
makers, recently joined the Office 
of Coordinator for Ship Repairs 
and Conversion, 11 Broadway, 
New York City. The organization 
with which Mr. Barber is now 
affiliated is an independent 
agency for coordinating and fa- 
cilitating repairs and conversions 
of ocean-going vessels for the 
Navy, Maritime Commission. 
Army Transport Corps, British 
Ministry of War Transportation 
and the Norwegian Shipping and 
Trade Mission. 

Prior to his affiliation with 


Ray-O-Vac he was general works 


the 


Bond Electric 


manager of 





ank, 
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GEORGE H. BARBER 


MAY 27, 1943 





| Lacquer 


Corp. A graduate of Webb Insti- 
tute of Naval Architecture he en- 
tered his new activity with a 
background of eight years of 
shipbuilding experience. 


MUSE HEADS SALES FOR 
INDUSTRIAL ABRASIVES 


W. B. Muse has been ap- 
pointed sales manager of Indus- 
trial Abrasives, Inc., manufac- 
turers of coated abrasive disks, 
Chicago, Ill., according to a re- 
cent announcement by L. H. 
Metzger, president of the com- 
pany. 

Mr. Muse was sales manager 


of the Sterling Tool Products 
Co., Chicago, Ill., for several 
years. 


PAINT ASSN. ELECTS 
DEVOS PRESIDENT 


A. R. DeVos, president of 
Breinig Bros., Inc., Hoboken, 
N. J., was elected president of 
the New York Paint, Varnish & 
Association at the 
group’s annual meeting held at 


| the Hotel Biltmore in New York 


City recently. 

Mr. DeVos_ succeeds Louis 
Gillespie, Gillespie-Rogers-Pyatt 
Co., who was made vice-presi- 
dent. Other officers are: P. N. 
Hamilton, Harshaw Chemical 
Co., secretary; and H. E. Hen- 
drickson, S. Winterbourne & Co., 


| treasurer. 






CONSERVE YOUR TOOLS 


























































CARELESSNESS IS THE MEANEST FORM OF SABOTAGE! 


1014 x 15" reproductions of the above 
| illustration for posting in your shop, 
will be sent to you upon request. 


This advertisement is a part of The 
Fairmount Tool Victory Drive,tool 


| conservation campaign. 


Hand Tools * Special Tools * Forgings 



















TOOL & FORGING CO. 
He ke he 10619 QUINCY AVE. CLEVELAND, OHIO 






















THE SUNLITE MFG. 


The wise dealer is “getting his house in 
order” now, so that he can be prepared for the 
PLAN NOW 
to increase in volume and profits by investigat- 
ing this WATERPROOF plastic ironing pad. 


* SAVES TIME - LABOR - CLOTHES 


26,000,000 flat (to which our 
national advertising is now being directed) are 
your potential market. As soon as Uncle Sam 
is through using our facilities, your Sunlite 
Pads will be on their way in volume. 


“miracle world” of tomorrow. 


iron users 


Plan your future Now with products that 
guarantee volume sales and customer satisfac- 
tion. Investigate the Sunlite Waterproof 
Ironing Pad now see your jobber, or 
write ... 


COMPANY 


MILWAUKEE, WISCONSIN 





ree ANY ca weer Serra yi 





eunlite 
Wilerproof , 
IRONING PAD SET 
VE% [000000 NOW W USE 


| Watson, 





Representatives of Tru-Test gathered at the Merchandise Mart, 


Chicago, Ill., on May 3 and 4, at the post-war plan meetings. 


TRU-TEST POST-WAR 
PLAN MEETING HELD 


Sixty-five distributor represen- 
tatives attended the Tru-Test 
post-war plan meeting held in the 
Merchandise Mart, Chicago, IIl., 
on May 3 and 4. The post-war 
plans were outlined by L. L. 
Oakes, director of Tru-Test; John 
Cotter, general merchandise man- 
ager; H. J. Stentiford, furniture 
merchandise manager; James 
post-war planning di- 
rector and other executives. 

Mr. Oakes pointed out that one 


| of the chief purposes of the post- 


war plan will be to enable inde- 
pendent stores to compete with 





chain stores, cutting consumer 
costs by reducing manufacturers’ 
and distributors’ selling costs and 
by establishing economically op- 
erated stores. He also stated that 
economies effected under the 
Tru-Test program should result 
in savings by the elimination of 
credit risks, excessive sales costs, 
production in volume of dealer 
and consumer advertising matter, 
and major savings through mass 
or volume commitments to manu- 
facturers. He proposed that deal- 
ers’ efforts be devoted chiefly to 
selling the consumer with selec- 
tion of stock, bookkeeping and 
advertising procedure simplified 
and supervised by Tru-Test. 











STARRETT WINS ARMY-NAVY “E”—The L. S. Starrett 
Co., Athol, Mass., won the Army-Navy “E” on April 21, for 
outstanding achievement in production of war equipment. 
Presentation of the pennant was by Brig. Gen. Burton O. 


| Lewis, Chief, Boston Ordnance District, and acceptance was 


acknowledged by David Findlay, president of the company. 
The “E” badges were presented to the Starrett employees by 
Capt. Gordon C. Hail (S.C.) U.S.N.R., and accepted by Patrick 
Glennon and Nina Ormsby. Pictured are Gen. Lewis congrat- 
ulating Starrett’s 52-year employee, Patrick Glennon, while 
President Findlay and Vice-President Arthur Starrett look 
on. A portrait of Founder L. S. Starrett appears in the 
background. 
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OBITUARIES 





Sharon E. Jones Passes At 81, 
Was Association’s Executive 


Sharon E. James, 81, former 
president of the National Retail 
Hardware Association and the 
Indiana Retail Hardware Asso- 





SHARON E. JONES 


tiation, and at one time secre- 
tary-treasurer of the Pennsylva- 
nia and Atlantic Seaboard 
Hardware Association, passed 
away on April 19 after a long 
illness. He had retired from all 
his activities several years ago 
because of ill health. 

Mr. Jones was a_ hardware 
dealer in Richmond, Ind., for 
many years and had devoted 
much of his time to the forma- 
tion and development of the 
Indiana Retail Hardware Asso- 
ciation. After serving as a mem- 
ber of its executive committee, 


he 


was elected president in 
1910. He was elected to the 
board of governors of the 


National Retail Hardware Asso- 
ciation during this same period 
and in 1911 was elevated to the 
presidency of that association. 





In 1914, Mr. Jones retired 


from the hardware business and | 


worked for the Indiana Associa- | 
tion until 1918 when he was | 
elected secretary-treasurer of the | 
Pennsylvania and Atlantic Sea- 
board Association. He retired | 
from the secretaryship of this | 
association in 1929, 

Mr. Jones started his hard- | 
ware career with Pogue, Miller 
& Co., predecessors of the pres- | 


MAY 27, 1943 


ent Miller Brothers Hardware 
Co., wholesale hardware distribu- 
tors, Richmond, Ind. After 
working for this firm for two 
years, he and his two brothers 
organized the Jones Brothers re- 
tail hardware business in 1885. 
This business was incorporated 
as the Jones Hardware Co. in 
1900. 

Surviving are three daughters, 
Mrs. Harold E. Chapman, Mrs. 
George S. Bond and Mrs. W. 
Glenn Pearce, wife of the man- 
aging director of the Pennsyl- 
vania & Atlantic Seaboard Hard- 
ware Association. 


JOHN T. LAWLOR 


John Thomas Lawlor, 54, as- 
sistant general sales manager of 
the P. & F. Corbin Division, 
American Hardware Corp., New 
Britain, Conn., died on April 30 
after an illness of about two 
weeks, 

Mr. Lawlor was president of 
the Reading Hardware Corp., 
Reading, Pa., for a number of 
years and became associated with 
the P. & F. Corbin Division as 
assistant general sales manager 
about two and a half years ago. 
For 37 years he had served as an 
executive and salesman. He had 
acquired a large host of friends 
throughout the hardware field 
during this period. 

Besides his widow, Mrs. Agnes 
Calderwood Lawlor, he is sur- 
vived by a daughter, a brother, 
a sister and three grandchildren. 





JOHN T. LAWLOR 





WAR 


Your customers are now going without many things 
they would like to have, in order to buy U. S. War 
Bonds for one all-important thing—Victory. 


When the war is won, they'll have this invested money 
at hand for many long-put-off purchases—among 
them, new ALLEN Ranges and Heaters. And you'll 
then be able to offer even finer, more efficient 
ALLEN equipment . . . thanks to improved manu- 
facturing methods and materials developed during 
our present production for war needs. 


In the meantime, urge your customers to invest in 


WAR BONDS FOR VICTORY .. . and to earmark 








them for new after-the-war appliances including 
ALLEN Ranges and Heaters. You can also build 
good will toward future sales, by helping customers 
keep their present ALLEN cooking and heating 
equipment in _ first-class 

operating condition. You 
can supply genuine 
ALLEN Parts, now avail- 
able for all needed re- 
pairs and maintenance. 


URGE CUSTOMERS 
to INVEST in 


and Hold Them for NEW 


ALLEN RANGES and HEATERS 
after the War 








PARLOR FURNACES—PRINCESS RANGES 

STREAMLINE RANGE ETERNAL 
ALLEN MANUFACTURING COMPANY 
NASHVILLE, TENNESSEE 
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ELEK-TRO-CUT RUFF-STUFF 
FLOOR SANDING PAPER 


fer your Rental Alon Sanding Machine 
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Rental floor sanding jobs that get word-of- 
mouth advertising, keep your floor sanding 
rental machines busy throughout the year. 
These satisfied customers are users of Elek- 
Tro-Cut Ruff-Stuff Cut Sheets, the profes- 
sional quality floor sanding paper for rental 
machines. This quality floor sanding paper 
aids the inexperienced floor sander in do- 
ing a better job because of its fast, clean cut 
with a minimum of “loading” or ‘‘filling.”’ 


Elek-Tro-Cut Ruff-Stuff Floor pe par 
Paper is made in a complete range of grits 
and in sizes and shapes to fit all types of 
rental floor sanding machines. 


Why not assure the continued success of 
your rental floor sanding machine depart- 
ment, by stocking and selling Elek-Tro-Cut 
Ruft-Stuff. 
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MINNESOTA MINING & MFG. CO. 
Saint Paul. Winnesota 
Branch Offices 


BOSTON BUFFALO CHICAGO CINCINNATI DETROIT HIGH POINT 








LOS ANGELES - NEW YORK - PHILADELPHIA - SAINT LOUIS - SAN FRANCISCO - SEATTLE 
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EUGENE J. MYERS 


Eugene J. Myers, 45, vice-presi- 
dent and general manager of the 
? H. Myers Hardware Co., St. 

Louis, Mo., died of a heart at- 
tack at the Veterans Hospital in 
that city on April 13. 

Mr. Myers had been connected 
with the company, which was 
founded by his father, all of his 
life. 

He is survived by his widow, 
Mrs. Goldie Myers. 





ALEX C. CARRIGAN 


Alex C. Carrigan, 58, president 
of Carrigan’s Hardware & Lum- 
ber Co., Seattle, Wash., passed 
away on April 27, after a lengthy 
illness. 

Mr. Carrigan was active in the 
North Coast Retail Hardware As- 





sociation for many years and 
served as vice-president in 1942. 
He also was known for his com- 
munity activities, especially for 
his leadership in organizing the 
present large North End Fire 
District. 

He is survived by two sons and 
two daughters. 





MRS. NELLIE CAMPBELL 


Mrs. Nellie Campbell, 64, 
president of the Campbell Hard- 
ware and Supply Co., Seattle, 
Wash., died at her home in that 
city on April 22. 

When her husband, John 
Campbell, who founded the hard- 
ware company, died in 1935, Mrs. 
Campbell took over the _presi- 
dency of the firm and was active 
in the business until her death. 
Surviving are two sons. 








HUDSON COUNTY PAINT 
DEALERS ASSN. NEWS 


The feature of the regular 
monthly meeting of the Hudson 
County Paint Dealers Associa- 
tion held recently at the Hotel 
Plaza, Jersey City, N. J., was the 
showing of moving pictures de- 


| picting the operation of Hanlon 
| & Goodman’s “Brush Laundry,” 








where old and dilapidated paint 
brushes are made almost new. 
Due to the shortage of bristles, 
the industry had to use its in- 
genuity to keep the brush mar- 
ket supplied. The film showed 
each operation, including the im- 
mersion in oil, scraping and pol- 
ishing brushes to bring out the 
natural lustre. 

After the showing of the film 
a business session followed, dur- 
ing which the members of the 
advertising committee gave a re- 
port concerning the clean-up— 
paint-up ads placed in_ local 
daily newspapers. Future adver- 
tisements to acquaint the public 
with the plentitude of paint has 
been undertaken by the commit- 
tee and will be forthcoming in 


| the near future. 


TUERK PRESIDENT OF 
HOUSEWARES ASSN. 


F. S. Tuerk, Hamilton Beach 


Co., Racine, Wis., was elected 
president of the Housewares 
Manufacturers Association, Chi- 


cago, Ill., at the annual meeting 
of the board of directors held on 
Avril 27 at the Palmer House in 
Chicago. 

Other officers and members of 
the executive committee elected 
for the ensuing year are: H. M. 
Hammond, National Washboard 
Co., Chicago, Il., first vice-presi- 
dent; C. G. Carlson, Chicago 





Curtain Stretcher Co., Chicago, 
Ill., treasurer; and A. W. Bud- 
denberg, Lisk Mfg. Co., Chicago, 
Ill., executive secretary. Execu- 
tive committee: H. M. Hammond, 
chairman; S. L. Hanssen, Han- 
son Scale Co., Chicago, Ill.; H. 
H. Kimball, Landers, Frary & 
Clark, Chicago, Ill.; and F. S. 
Tuerk. 

Directors whose terms expire 
in April, E. M. Grable, Alumi- 
num Cooking Utensil Co., New 
Kensington, Pa.; H. M. Ham- 
mond, and Geo. Fritz, Jr., The 
F. H. Lawson Co., Cincinnati. 
Ohio, were unanimously  re- 
elected by the association mem- 
bers. 

After careful consideration 
action on the 1944 January ex- 
hibit was deferred until’ Septem- 
ber. Industrial conditions, Gov- 
ernment attitude and the advice 
of the exhibitors will determine 
the association’s decision. 





BOOKLET OUTLINES G-E 
SERVICE ACTIVITIES 


General Electric Co., Appli- 
ance and Merchandise Depart- 
ment, Bridgeport, Conn., has pub- 
lished a new booklet entitled 
“Heads or Tails,” which gives a 
full description of the company’s 
service activities. It outlines the 
steps that were taken by the com- 
pany to help dealers keep the 
appliances already in use in good 
working condition. The booklet 
lists the nine points of the Gen- 
eral Electric Service Program and 
reports the accomplishments, 
current happenings and 1943 ac- 
tivities of the wartime service 
plan. Field facilities have been 
expanded, stock equipment in- 
creased, parts stocks maintained, 
and other steps that were taken 
to make a better service struc- 
ture. 
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SMALL ARMS AMMUNITION QUOTAS 


FOR AUTHORIZED USERS CHANGED 


GOVERNED BY ORDER L-286 


Authorized purchasers are: 


agencies 


officers” ; 


and farmers or ranchers as defined 


Sales and delivery of small 
arms ammunition, restricted to 
essential civilian users, hereafter 
will be governed by Order L-286, 
WPB has announced. Strict con- 
trol over the distribution of am- 
munition is necessary because the 
supply of ammunition for essen- 
tial civilian use is very limited. 
In the past few months, distribu- 
tion has been handled by the 
Governmental Division, WPB, in 
cooperation with the Army and 
the Defense Supplies Corp. 
(DSC). 

DSC will purchase ammunition 
allotted by the Army-Navy Mu- 
nitions Assignment Board and 
then sell it, pursuant to contract, 
to distributors located at strategic 
points in each state. These dis- 
tributors supply retailers from 
whom the consumers would get 
their supplies upon filing a cer- 
tificate. The order provides 
simplified certification for pur- 
chase by the users. The contract 
procedure, however, will continue 
to be used as a basis of purchase 
of ammunition by distributors. 
Where persons other than au- 
thorized purchasers desire to ob- 
tain ammunition they should ap- 
ply on Form PD-860 to the Gov- 
ernmental Division, WPB, Wash- 
ington, D. C. The same form is 
used for authorized purchasers 
who require, in any quota period 
(calendar quarter starting Jan. 
1, April 1, July 1 and Oct. 1) 
ammunition in excess of the 
specified quotas, provided in 
Schedule A of Limitation Order 
L-286. 

Schedule A of Limitation 
Order L-286 which states the 
quotas of small arms ammunition 
authorized purchasers may pur- 
chase on a current basis reads: 

(a) Quotas: Pursuant to the 


Provisions of paragraph (b) (4) 
of Limitation 
quotas 

thorized 


Order L-286, 
of ammunition for au- 
purchasers are estab- 
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for 


law enforcement 
each of its law enforcement 


operators of defense plants for 
“each defense plant guard,” special guards 


lished on a current 
basis as follows: 


quarterly 


(1) To any law enforcement 
agency for each of its law en- 
forcement officers, employed on 
a full-time basis to whom it 
furnishes all of the ammunition 
required in connection with the 
performance of his _ official 
duties: 

20 rounds of pistol ammuni- 
tion, except .22 caliber but not 
more than 10 rounds of .38 cali- 
ber special service, and not 
more than 10 rounds of .3% 
caliber midrange. 

100 rounds of .38 
primers. 

100 rounds of rifle ammuni- 
tion, except .22 caliber. 

200 rounds of .22 caliber long 
rifle cartridges. 


caliber 


25 shot gun shells of any 
gauge. 
(2) To the operator of any 


defense plant, for each defense 
plant guard whom he employs 
on a full-time basis and to 
whom he furnishes all of the 
ammunition required in connec- 
tion with the performance of 
his duties: 

(3) To any special guard: 

The same quotas as listed in 


paragraph (1) of this para- 
graph (a). 

(4) To any farmer or 
rancher : 


100 rounds .22 caliber long 


rifle cartridges. 

140 rounds of rifle ammuni- 
tion except .22 caliber but not 
more than 40 rounds of .30-50 
caliber and not more than 1¢0 
rounds of .30-06 caliber. 

25 rounds of shot gun shells 
of any gauge. 

Restrictions on the sale and 
delivery of ammunition are set 
forth in paragraph (b) of Order 
L-286. Paragraph (b) subpara- 
graph (6) permits sale of am- 
munition to anyone and for any 
purpose when and only when it 
is, “From stock in the hands of 
any dealer on the effective date 
of this order (May 1, 1943) if 
the retail value of said stock of 
eammunition according to maxi- 
mum prices fixed by regulations 
of the Office of Price Administra- 
tion is less than $250.00.” This 
exemption would, of course, not 
apply to ammunition bought, 








prior to May 1, to fulfill an order 








in order. 


placed by an authorized pur- 
chaser. 

Under this order specified cer- 
tifications shall be used for each 
of the four types of authorized 
purchasers for whom quotas are 
assigned by the order. These cer- 
tifications are as follows: 


CERTIFICATE No. 1 
Law Enforcement Agencies 


Ta... dk Re oa 848 © Siew 3:4 
Name of Seller 
j Address of $ Seller 
The undersigned purchaser 
hereby certifies to the seller 


named above and to the War 
Production Board that the pur- 
chaser is familiar with the pro- 


visions of Limitation Order 
.-286; that purchaser is a law 
enforcement agency as defined 


in said order; that purchaser 
has persons regularly 
employed as law enforcement 
officers cn a full time basis to 
whom purchaser furnishes am- 
munition; that during the cur- 
rent calendar quarter,  pur- 
chaser has not purchased nor 
received from any source, ary 
ammunition (including the am- 
munition ordered by the at- 
tached purchase order) in ex- 
cess of the quantity to which 
purchaser is entitled under the 
applicable quota as established 
by Schedule A of Limitation 
Order L-286; that purchaser’s 
vresent stock of ammunition is 
inadeauate and that the am- 
munition ordered is necessary 
for the public safety; that said 
ammunition will not be used 
except in connection with the 
discharge of the official duties 
of the officers employed by pur- 
chaser. 

Date:. 


—e PU Grk's.s 


Address of Purchas: or 


CERTIFICATE No. 2 
Defense Plants 


Address ‘of Seller 

The undersigned purchaser 
hereby certifies to the seller 
named above and to the War 
Production Board that he is 
familiar with the provisions of 
Limitation Order L-286; that he 
is the onerator 
plant as defined 


of a defense 
in said Order; 


that he has , «+. persons 
regularly employed us defense 
— guards on a full time 


basis to whom he furnishes am- 
munition; that during the cur- 
rent calendar quarter he has 
not purchased nor received from 
any source, any ammunition 
(including the ammunition cr- 
dered by the attached purchase 
order) in excess of the quan- 
tity to which he is entitled under 
the applicable quota as estab- 
lished by Schedule A of Limita- 
tion Order L-286; and that the 
ammunition ordered is neces- 
sary for the protection of said 
plant; that said ammunition 
will not be used except in con- 
nection with the discharge of 
the official duties of the defense 
plant guards employed by pur- 
chaser. 

BM icc k bess sc aneds 


PES OL 


Address of Purchaser 


CERTIFICATE No. 3 
Special Guards 


eee Pe ee eee 
Name of Seller 
Address of Seller 
The undersigned purchaser 
hereby certifies to the seller 
named above and to the War 


Production Board that he is 
familiar with the provisions of 
Limitation Order L-286; that 
he is a special guard as Jefined 
in paragraph (a) (11) of said 
gad and that he is employed 
i ve noha re 

Name and address of e mployer 
in the capacity of............3 
that he is required to furnish all 
his own ammunition; that dur- 
ing the current calendar quar- 
ter he has not purchased nor 
received from any source, any 
ammunition (including the am- 
munition ordered by the at- 
tached purchase order) in ex- 
cess of the quantity for said 
quarter to which he is entitled 
under the applicable quota as 
established by Schedule A of 
said order; that his present sup- 
ply of ammunition is inadequate 
for the performance of his of- 
ficial duties and that he will 
not use any of the ammunition 
hereby ordered except in con- 
nection with the performance of 
his official duties. 

Date: 


prreiet of Pure haser 
Approved by 


Employer 


CERTIFICATE No. 4 
Farmers and Ranchers 


Address ‘of Seller 

The undersigned 
hereby certifies to the seller 
named above and to the War 
Production Board that is is fa- 
miliar with the provisions of 
Schedule A to Limitation Order 
L-286: that he operates a farm 
or ranch: that the ammunition 
ordered by the attached pur- 
chase order is necessary to pro- 
tect livestock or crops from 
predatory animals or birds and 


purchaser 








that his present stock of am- 
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WHALE BRAND 
COPING SAW BLADES 


The standard for performance and long 
wear. The Loop End Blade is available 
in two types—Polished 6” long, 1/8” 
(or .125") wide, .022” thick, 18 teeth, 
and Natural 6” long, 1/16” (or .065”) 
wide, .021” thick, 18 teeth. 


Whale Brand Pin Type Biade comes 
in the popular 6 1/2”, 6” and 5” 
lengths—-1/8" (or .125") wide, .022” 
thick, in grades for beth wood and 
metal cutting. 


GET TO KNOW THE 
CONSTANT SALES 
ACTION IN... 
WHALE AND VIK- 
ING BRAND HACK 
SAW FRAMES AND 
WHALE BLADES... 
COPIN 


BLADES @ SCREW 

ORIVERS @ HAND 

DRILLS @ BAND 
SAWS 








WHALE BRAND 


AND 


VIKING BRAND 


COPING SAW FRAMES 





Ne. 24... Am extra deop, finely 
finished frame. Built to do today’s 
tough jobs swiftly. Stock 3/8” x 3/16”; 
depth 6 1/2”. Business-like hardwood 








handie. Complete with No. 20H spe- 
cially hardened and tempered Whale 
Blade. 

No. VOI A low cost VIKING 


favorite with an adjustable flat stee! frame. 
3/16” x 5/16"; depth 5”. Hardwood handle. 
Pin end blade. With these two models in 
— you are ready to meet a wide de- 
mand. 











able, 


armed forces. 





Double Action 





BOMMER 


SPRING HINGES 


ARE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 
the main effort 
devoted to the manufacture of items for the 


We will give you the best service under War 
Production Board Order L-236. 


TRADE MARK 
Single Action 
Standard Type No. 29 Standard Type No. 0 


BOMMER SPRING HINGE CO., BROOKLYN, N.Y. 


CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 


of 


our company is 
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munition is inadequate; that 
during the current calendar 
quarter he has not purchased 
nor received from any source, 
any ammunition (including the 
ammunition hereby ordered) in 
excess of the quantity for said 
quarter to which he is entitled 
under the applicable quota es- 
tablished by Schedule A _ to 
Limitation Order L-286. 

PR nods ch bees os keses 





Manufacturers, distributors an 
dealers affected by this ord 
shall keep and preserve for not 
less than two years, accurate anj 
complete records as to inventoy 
and sale of ammunition, includ 
ing all certificates and purchas 
orders. Those affected shall aly 
execute and file with WPB such 
reports and questionnaires as th 
board requests from time to time, 
























REMINDER ON PRICING 
SUMMER SEASONAL LINES 


MPR No. 


generally sold at retail in March, 1942. 


clothing, furniture, 


142 applies to specified items not 


Listed 


toys, household _insecti- 


cides, awnings and many other items included. 


Hardware and other retail deal- 
ers preparing to introduce their 
summer seasonal lines were re- 
minded recently by OPA to fix 
their ceiling prices for certain 
specified goods under the regu- 
lation issued for this purpose in 
the spring of 1942. A retailer 
selling a summer seasonal com- 
modity calculates his ceiling 
price by applying to either his 
average cost or his net replace- 
ment cost after May 11, 1942, 
whichever is lower, the same 
average percentage mark-up 
taken on the same commodity 
during his 1941 summer season. 
Or if the item mark-up cannot 
be determined he uses his 1941 
season’s departmental mark-up. 
The “average cost” of a com- 
modity is figured by averaging 
the costs of that commodity dur- 
ing the “1942 purchase period” 

the interval between the close 
of the 1941 summer season and 
(1) the opening of the 1942 sum- 
mer season or (2) May 11, 1942, 
whichever is later. Many sea- 
sonal articles to be sold in the 
summer of 1943 will differ from 
those sold last summer. In such 
instances OPA has ruled that the 
retail dealer will take as his cost 
the net price he paid for the 
article after May 11, 1942. “Net 
price” means the price paid tq 
the supplier, less all discounts 
available and plus transportation 
or delivery charges paid by the 
dealer. 

Following are designated sum- 


ered by Regulation 142: Men: 
and Boys’ Clothing — -summe 
suits and separate sack and spor 
coats; summer sport trousers, or 
slacks; summer slack _ suits; 
outerwear shorts; washable sum- 
mer neckties; straw hats, wash- 
able summer hats, and_ bwach 
helmets; bathing suits, trunks and 
shorts; toweling or terry-cloth 
robes, pull-overs, and cardigans 
and rubber bathing shoes and 


beach shoes. Women’s and 
Girls’ Clothing—playsuits and 
sunsuits; bathing suits; terry- 


cloth or toweling beach robes; 
rubber bathing shoes and _ beach 
shoes; halters; washable hats of 
woven fabric; and beach bags. 

“irls’ Clothing—outerwear shorts, 
slacks, overalls, and slack suits 
of cotton or rayon. Infants 
Clothing -— sunsuits; bathing 
suits; straw or cloth sunbonnets: 
and carriage or crib netting. 
Furniture rattan and wood 
chairs; tables, settees, gliders. 
and umbrellas for outdoor or 
porch use; beach pads; rubber- 
ized or coated slip covers to pro- 
tect outdoor furniture; and grass 
or fiber summer rugs. 

Other designated items in 
clude: sandboxes and sand for 
children’s play; children’s wad- 
ing pools and toy sail boats. 
Miscellaneous items include; 
awnings, sail boats, motorboat, 
rowboats, canoes, flower boxes for 
growing plants, summer holiday 
novelties, wood slat porch shades, 
picnic. baskets, sun-glasses, 
wooden trellises and arbors and 








mer seasonal commodities cov- 


household insecticides. 
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To assist the national drive for 
fuel economy, the Federal Hous- 
ing Administration has estab- 
lished a delayed payment plan 
for loans insured under its Title 
I program which finance fuel 
conservation installations this 
spring and summer, Federal 
Housing Commissioner Abner H. 
Ferguson announced recently. 

The FHA has notified the 
5,000 private lending institutions 
authorized to operate under its 
Title I program that initial pay- 
ments on loans made_ between 
April 20 and Sept. 1 may be de- 
ferred until Nov. 1, 1943, if the 
entire proceeds are used for the 
conversion of heating equipment 
to the use of other fuels, for ap- 
plication of insulation within ex- 
isting structures, or for installa- 
tion of storm doors, storm win- 
dows, or weatherstripping. 

In making this liberalization 
of its Title I loan terms, the 
FHA’s objective is to encourage 
home owners to undertake fuel 
conservation work during the 
warm weather season and thus 


FHA Delayed Payment Plan 
For Fuel Conservation Jobs 





prevent a heavy congestion of 


.this type of work next fall, Mr. 


Ferguson said. 

The Title I plan is available 
for the assistance of those unable 
to pay for such work in one lump 
sum. The new delayed payment 
plan will permit them to defer 
payments until the start of the 
next heating season. 

Under Title I, loans for heat 
conservation measures are avail- 
able through lending institutions 
in amounts up to $2,500 and are 
payable in monthly installments 
over as long as 36 months. The 
Board of Governors of the Fed- 
eral Reserve System have ex- 
empted loans for these purposes 
from its restrictions on consumer 
credit. 


gas burning furnaces to the use 
of other fuels or in installing in- 
side insulation, weatherstripping, 
storm doors, or storm windows 
may be undertaken without au- 
thorization from the War Pro- 
duction Board. 


Freight Equalization Plan Savings on 


Savings in freight charges on 
imported binder twine through 
the application of a _ freight 
equalization plan will be passed 
on to the consumer through an 
amendment to the binder twine 
regulation announced May 12 by 
the Office of Price Administra- 
tion. 

Reduction in freight is made 
possible through a program of 
the Defense Supplies Corporation 
which is purchasing the entire 
exportable surplus of Mexican 
binder twine to be distributed 
through established jobber chan- 
nels in the United States. This 
twine is being made available to 
the jobbers by Defense Supplies 
Corporation with freight equal- 
ized to the most favorable of the 
shipping points enumerated in 
the OPA binder twine regulation 
as base-points for domestically 
produced wine. 

The amount of in-freight which 
the retail dealer will be required 
to pay and the amount which he 
is entitled to pass on to the con- 
sumer will be the charge from 
the applicable base point which 
has the lowest freight rate to the 
point of delivery. Prior to this 
action the freight charge on im- 
Ported binder twine was from 
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the port of entry to the place of 
delivery. 

Through Amendment No. 1 to 
Maximum Price Regulation 360 
—Binder Twine—the applicable 
base-point for sales of binder 
twine manufactured outside of 
the continental United States is 
changed from the port of entry 
to the shipping point listed be- 
low having the lowest freight 
rate to the point of delivery: 

Baltimore, Md.; Beaumont, 
Tex.; Boston, Mass.; Buffalo, N 
Y.; Chicago IIl.; Corpus Christi, 
Tex.: Houston, Tex.; Lake 
Charles La.; Galveston, Tex.; 
Duluth, Minn.; Los Angeles, 
Cal.; Milwaukee, Wis.; New 
York City; New Orleans, La.; 
Norfolk, Va.; Philadelphia, Pa.; 
San Francisco, Cal.; Portland, 
Ore.; Seattle, Wash. 

Aside from Defense Supplies 
Corporation’s importations of 
Mexican twine, it is expected 
that little if any binder twine 
will be imported from any coun- 
try except Canada. Canadian 
binder twine has _ customarily 
been sold in the United States 
on the same basis as domestically 
produced twine. 

The amendment takes effect 
May 17, 1943. 


Similarly, the construc- | 
tion involved in converting oil or | 








TWISTED - HANKED 
CONNECTED 








CHALK LINE Of laid cable construction from pure, 
| STAGING white high-grade cotton, twisted into 
HAND LINE) = an extra strong smooth line that has 


long since established LAWNDALE as 
top quality that repeats by name. Put- 
up 12 connecting 50’ or 100’ hanks. 
Natural or Yellow —15-18-21-24 ply. 


WRITE FOR SAMPLES AND PRICES...WE ALSO 
INVITE INQUIRIES ON SPECIAL CONSTRUCTION 


CLOTHES LINE 
NET TWINE 
TROT LINE 


CLEVELAND MILL & POWER CO. 


LAWNDALE, NORTH CAROLINA 


vou DION GET CAN 
DIDNT t GET may 


= feel as bad as you do 

about it when we can’t 
fill your orders for Schlueter metal- 
ware products. But we know you 
will understand, when you realize 
that the Schlueter factory and per- 
sonnel are now devoted 100% to 
the production of war goods -to 
the manufacturing of helmets that 
safeguard ot our + American boys against enemy shrapnel 
and machine guns, anti-tank mines which may even at 
this moment be blasting the charge of a panzer divi- 
sion, and a number of other types of military equip- 
ment which our boys must have on the far-flung battle- 
fronts of the war. And no matter how desperate your 
need for merchandise may be, we know you would 
not have us do otherwise. 


SCHLUETER 
G SFLOUIS 








Import Binder Twine to Pass to Consumers | 
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PHOENIX 


Ever Ready 
Horse 
Shoe 


JUNIATA 


Light Mule 
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Horse and Mule Shoes. 


PHOENIX JUNIATA 


Teed and Short Heel 
Heeled om 


Hind 


Phoenix and Juniata Shoes are made 


ing jobbers on 
through regular trade channels. 
SWEET'S TOE CALKS 


Blunt Country Patterns 





Write for FREE 
copy of this book. 


This new booklet, explain 
ing fully the prover care 
of the feet of horses and 
mules, is available to your 
customers FREE. Author 
titative concise easy 
to understand—-fully illus- 
trated. Endorsed by lead- 
ing horsemen and veteri- 
narians. Write for your 
copy and details of dis- 
tribution. 








Increased farm production is vital to Victory—and 
proper shoeing of horses and mules is vital to farm 
production. You can do your part by carrying a com- 
plete stock of Phoenix and Juniata horse and mule 
shoes and calks at all times. 


Made of special open hearth steel, they can be depended upon 
for extra long wear, and our 50 years of experience is a guar- 
antee of correct shape and uniform punching, creasing, and 





ina 


wide range of sizes and shapes for both 
horses and mules and they're sold by lead- 
an established policy 


PHOENIX MANUFACTURING COMPANY 


Joliet, Illinois, 
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Rationing 


Revise Farm Machinery 


Order (FPO-3) 


Places amendments, etc., in one document. Coun- 


ty Farm Ration Committees can reset expira- 


tion dates. Increases percentage of certain equip- 


ment makers, can distribute without restriction. 


The War Food Administration 
on May 7 issued a revised farm 
machinery rationing order (Food 
Production Order 3-Revised), 
bringing together in one docu- 
ment the amendments, announce- 
ments, supplementary orders, and 
interpretations which have been 
issued on the progress of the ra- 
tioning program since its estab- 
lishment on November 28, 1942. 

The farm machinery 
rationing order now enables State 
War Boards, at their discretion, 
to cancel county quotas on any 
or all types of quota machinery. 
If a State exercises this 


revised 


au- 
thority, the tag requirements to 
the county level are abolished 


and machinery is only tagged to 
specify the State in which it is 
to be sold. Farmers would then 
be required to the ma- 
chinery they wish to purchase 
before they are given a purchase 
certificate. 

Similarly, in order to facilitate 
the movement of machinery, 
County Farm Rationing Com- 


locate 


| mittees are given authority to set 


the expiration date of purchase 
certificates between 10 to 60 days 
after issuance. Certificates may 
be cancelled at any time after the 
holder has had a reasonable time 
to purchase the specified ma- 
chinery. 

The order also increases the 
percentages of specified farm 
equipment which manufacturers 
may distribute without restric- 
tion, except for rationing at the 
level. Previously au- 
thorized to distribute 70 per cent, 
manufacturers may now release 
80 per cent of their authorized 
1943 production of windmill 
pumps, windmill heads, windmill 
and pump jacks.  In- 
creased from 70 per cent to 90 
per cent are: reciprocal and jet 
type deep well pumps, shallow 
well pumps, horizontal type 
power pumps, and portable pipe, 
extensions, and sprinklers. Simi- 
larly, the permitted distribution 
of farm cream separators and 


consumer 


towers, 





farm milk coolers was increased 
from 80 per cent to 90 per cent. 

A new provision in the revised 
machinery rationing order als 
makes it possible for farmers to 
obtain purchase certificates for 
fencing, drawn wire, pipe, bale 
ties, and mill-fabricated water 
well casing, in excess of the 
4000-lb. limitation provided by 
the War Production Board’ 
CMP-4 plan. The WPB order 
provides that any person may 
purchase steel items controlled 
by the plan without restriction, 
when the amount purchased at 
one time is less than $10.00. Or, 
he may, upon the certification 
prescribed by CMP-4, purchase 
not to exceed 4000 Ib. of a pipe 
product or a wire product im the 
quarter-year period. 

Farm scales retailing at more 
than $5.00 and less than $50.0 
were also added to rationing. 
This is required by WPB Limi- 
tation Order L-190, which gov- 
erns the sale of scales. This 
procedure saves farmers _ the 
necessity of taking other steps to 
obtain farm scales. 

Simultaneously, WFA officials 
announced they had nearly com- 


pleted the distribution phases of] 


the rationing program. Of the 
85 types of rationed farm ma 
chinery, manufacturers of 2 
types thave received distribution 
patterns from the WFA specify: 
ing the counties in which the 
machinery was to be sent for re- 
tail sale to farmers. Manufac- 
turers of approximately 31 types 
of rationed machinery were sen! 
directives specifying the number 
of machines to be sent into each 
State, with the names of the 
counties in which the machine: 
were to be shipped for retail 
sales to be furnished by State 
USDA War Boards after discus 
sions of food goals and count 
needs with farm machinery dit 
tributors. 

On an additional 22 types 
machinery the WFA_ permitted 


manufacturers to distribute with 
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out restriction all but a small 
reserve to be withheld to meet 
emergencies growing out of 
weather conditions. Machinery 
in this class consists principally 
of items which are either custom 
built to individual purchaser’s 
specifications, or irrigation equip- 
ment needed in specified areas, 
er machinery for which the pro- 
duction is so nearly normal that 
distribution through quotas is un- 
necessary. 

Four machines—corn binders, 
corn pickers, combination corn 
husker-shredders, and field en- 
silage harvesters—are yet to be 
distributed, officials stated. It is 
expected that the distribution 
program for this machinery will 
be worked out early in May and 
that the machines manufactured 
by that date will be distributed 
before the harvest season begins. 

In addition to the complica- 
tion of the farm machinery ra- 
tioning program resulting from 
the concentration of production, 
difficulties encountered by manu- 
facturers in obtaining materials 
have delayed the manufacturing 
of some types of machinery. 

In revising Food Production 
Order 3, the WFA divided farm 
machinery into two general 
groups. One group lists the ma- 
chinery and the percentages of 
their production which manufac- 
turers may distribute without 
restriction. This farm equipment 
is not subject to distribution 
“quotas” and the principal con- 





trol is rationing at the farmer 
level. 

The second group governs ra- 
tioned types of farm equipment 
and machinery distributed by 
“quotas,” which specify the num- 
ber of machines to be sold in any 
State or county, and by “tags,” 
which earmark the machinery for 
States and counties in terms of 
these quotas. County quotas 
may be cancelled, if State War 
Boards determine this action is 
necessary, but State quotas re- 
main in effect. 

Quotas and tags are used be- 
cause most farm machinery pro- 
duced this year is being made by 
smaller manufacturers, most of 
whom have previously distributed 
only in local areas, WFA officials 
said. Without directed distribu- 
tion, most 1943 farm machinery 
would be sold in the areas for- 
merly served by the smaller 
manufacturers, leaving little or 
no machinery for the sections of 
the country normally served by 
the larger manufacturers who are 
no longer producing their usual 
volume of farm machinery. This 
manufacturing pattern was estab- 
lished by War Production Board 
Limitation Order L-170. The 
WPB directed most of the farm 
machinery production for 1943 
to smaller manufacturers because 
it was felt that the larger farm 
machinery manufacturers could 
more easily convert to war pro- 
duction, whereas the smaller 
farm machinery manufacturers 
cauld not. 


Permit Terne Plate Use for 
Roofing Maintenance, Repair 


Use of terne plate for main- 
tenance and repair of roofing 
is permitted under Order M-21-e 
as amended May 3 by the War 
Production Board. This change 
was recommended by the Build- 
ing Materials Division as neces- 
sary to keep roofing in a good 
state of repair. 

Other changes made by the 
amended order are as follows: 

1. The definition of the terms 
“short ternes” and “long ternes” 
is clarified to conform to exist- 
ing commercial practices. 

2. The use of hot-dipped tin 
plate and electrolytic tin plate 
for current controllers—these are 
parts of signal cells—is now per- 
mitted. 

3. A new schedule (Schedule 
B) is added to the order. This 
schedule consolidates exceptions 
permitted in the previous order, 
either by specific provision or 
exceptions through definition. 

4. It is made clear that all 
materials exempted from the 
Provisions of Order M-2l-e may 
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be used only for purposes for 
which iron or steel is permitted 


by other WPB orders. 


5. Black plate or _ sheet 
steel coated with lead recov- 
ered from secondary sources 
and containing not more 
than 2% per cent residual 


tin are exempted from the pro- 
visions of the order. This change 
was requested by the Conserva- 
tion and Tin-Lead Divisions. 

6. Forms PD-611 and PD-613, 
relating to long ternes, need no 
longer be filed. The Steel Divi- 
sion called attention to the fact, 
however, that monthly reports on 
Form PD-612 must be filed by 
sproducers and PD-614 by pur- 
chasers (including purchasers of 
materials on Schedule B). Form 
PD-767 must be filed by pro- 
ducers when it is necessary to 
revise production schedules. 

These reports are of great value 
in planning tin mill production 
under wartime conditions, and 
producers and purchasers are 
urged to file them promptly. 










MAKE SURE 
OF 
MORE BUSINESS 


NOW! 
USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 





















We can supply you with 
the following lists:— 


1397 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 


10003 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 
5392 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $7.00 per M. 
17730 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $7.00 per M. 
33125 Hardware Retailers (Complete List). 
For $5.50 per M. 
10360 Builders’ Supplies Dealers. 
For $7.00 per M. 
1015 Department Stores handling Hardware 
and Housefurnishings. 
For $7.00 Complete 


































We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names are purchased, the 
price is $8.00 per M names; when less than 
2000 and more than 1000, $9.00 per M; and less 
than 1000, $10.00 per M. 


All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 70c per M for the cards. 













We also do addressing and mailing of circular 
matter at reasonable rates. 


Ask for Details 


HARDWARE AGE 


Direct Mail Addressing Dept. 
100 East 42nd St. New York, N. Y. 























MAXIMUM PRICES ON - 
STOCK SCREEN GOODS 


FIVE KINDS OF 


SALES COVERED 


Dealer, Jobber margins are reduced. 
Advances in makers’ prices permitted. 


Internal adjustments of ceil- 


ing prices for stock screen goods | 


were announced May 12, 1943, 
by the Office of Price Adminis- 
tration in the issuance of Maxi- 
mum Price Regulation 381. In 
general consumers’ prices will 
remain unchanged from their 
March 1942 level. 
dealers markups will be lower 
under the regulation than pre- 
viously. The regulation became 
effective on May 17. 

A squeeze on the production 
level since July 1942 was relaxed 
by the new regulation which 
permits an increase in price to 
the manufacturer of 7.5 per 
cent on southern pine and hard- 
wood screen products and holds 
Ponderosa pine screen goods at 
the existing level. The increase 
is absorbed mainly by retailers 


whose margins are reduced about | 


Jobbers and | 


| 7.5 per cent and jobbers whose 
margins are reduced about 4 per 
cent. 

To the consumer the action 
means an advance of about 4 
per cent of General Maximum 
Price Regulation prices for 
southern pine and _ hardwood 
screen products and a reduction 
| of 3.3 per cent in the March 
1942 retail prices for Ponderosa 
pine. Since Ponderosa pine prod- 
ucts comprise 55 per cent of the 
screen goods sold annually, the 
reduction in the items account- 
ing for the larger part of the 
volume balances the increase 30 
that the general level of con- 
sumer prices remains about the 
same. 

The action—Maximum Price 
Regulation 381 (Stock Screen 
Goods), effective May 17, 1943, 
covers screen doors, combination 





| 


screen and storm doors, exten- 
sion window screens, and 
knocked-down window screen 
frames in patterns specifications 
and sizes which are all listed in 
the regulation. Sales by manu- 
facturers, jobbers, wholesalers, 
retailers, and mail-order houses 
are affected. 

However, combination storm 
and screen doors included in di- 
rect mill sales of 15,000 Ib. or 
more of stock mill-work which 
moves by rail to one or more 
places or of 12,000 lb. or more 
of stock millwork which moves 
by truck to a single destination 
are not covered by this action 
and remain under Maximum 
Price Regulation No. 293 (Stock 
Millwork). : 

Main pressure on prices has 
been the 38 per cent increase in 
southern pine lumber. At the 
same time hardwood lumber rose 
about 20 per cent while Pon- 
derosa pine increased about 12 
per cent. Woven wire cloth, an- 





other important cost factor in 





stock screen goods production, 
advanced about 12 per cent in 
the last year. Labor costs, direct 
and indirect, increased 25 per 
cent due to hourly wage in 
creases, overtime, and labor tur. 
over. Generally lumber costs 
represent about two-fifths to one- 
half the cost of producing pine 
doors, and labor slightly les 
than a third. 

This action establishes maxi- 
mum prices in terms of percent- 
age additions to and deductions 
from a “universal” price list, 
which was compiled from manu- 
facturers’ catalogues. The _per- 
centage of addition or deduction 
depends on the kind of sale, in 
keeping with the industry’s prac- 
tice. 

Five kinds of sales are covered, 
including (1) sales to jobbers 
and special dealers who received 
from the seller in 1942 a dis- 
count of 20 per cent or more 
of the seller’s prevailing list 
price; (2) sales to regular re- 
tail dealers, (3) direct factory 
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BEREA SCYTHESTONES will be in greater demand 


this summer than ever before, because farmers and 


gardeners have a greater need for sharp tools. Packed 


in attractive display cartons, they practically sell them- 


selves. A wide variety to choose from . . . flat and oval 


shapes... . 


fine, medium and coarse. 


BEREA A 


Division of The Cleveland Quarries Co 


BRASIVES 


manufactured and natural abrasives... 


PRO 
ELAN: 
CLEVELAND 
Cleveland, Ohio 


A shape and grit for every keen-edged 
farm and garden tool... and for many 
other uses, too! Priced at 10c, 15c, 20c 
and 25¢ for quick, profitable sales. 
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sales to consumers, (4) retail 
sales and (5) sales by mail-order 
houses. 

Additions for transportation 
and delivery, in accordance with 
the industry’s own practice, are 
permitted. In all sales to job- 
bers and retail dealers in which 
shipment originates at the fac- 
tory or factory warehouse, and 
in direct factory sales to con- 
sumers in carlots or distribution 
cars, the seller absorbs freight 
at the carlot freight rate. In 
cases of distribution cars freight 
is absorbed only to the distribu- 
tion point. The seller makes 
free delivery in his normal free 
delivery zones in sales where 
shipment originates at a jobber 
warehouse and in retail sales not 
shipped in carlots or distribution 
cars from the factory. For de- 
livery outside the free delivery 
zone, the seller may add actual 
costs. In mail order sales the 
purchaser pays full freight from 
the shipping point. 

The list prices contained in 
the regulation reflect a 5 per 
cent increase in prices which the 
industry proposed on all prices. 
However, to establish actual 
prices two sets of discounts from 
and additions to the list are pro- 


vided. 





Various discounts and. addi- 
tions for sales of Ponderesa pine 
screen goods to retail dealers 
and consumers are set forth for 
different quantity units. | 

The jobber, states OPA, will 


be able to receive a mark-up over 


_cost of 12 per cent instead of a 


normal 12.5 per cent on sales of 
distribution or pool cars and 
24 per cent in a place of 25 per 
cent on sales of quantities 
smaller than carlots not shipped 
in distribution cars. The retailer 
who purchases in distribution 
cars will be able to receive on 
sales in broken bundles a mark- 
up of 51 per cent instead of 55 
per cent, and if he purchases in 
smaller quantities he will be able 
to receive 37 per cent instead of 
40 per cent. 

The ceilings for direct factory 
sales to consumers of screen 
goods in straight carlots or in 
distribution cars are identical 
with the prices for the same 
quantities sold to retail dealers. 
The maximum prices for mail- 
order sales of full bundles and 
broken bundles maintains the re- 
lationship between mail-order 
catalogue prices and retail sales 
which has prevailed in the past, 
says OPA. 


Wholesalers whose ceilings on 
toys or games are established 
under Maximum Price Regula- 
tion No. 210 and who customarily 
sold to retailers at the same or 
higher prices than the manufac- 
turer, may adopt the manufac- 
turers’ maximum prices as the 
wholesale ceilings, the Office of 
Price Administration announced 
May 14. 

This amendment corrects situ- 
ations where a wholesaler finds 
that Maximum Price Regulation 
No. 210 gives him maximum 
prices which are in some in- 
stances lower than the manufac- 
turer’s and in some instances 
higher, although the continuance 
of his business relations is based 
on a long-established understand- 
ing that his prices would not be 
lower than the manufacturer’s. 
Under the amendment he may 
move up his prices on the line, 
when they are lower than the 
manufacturer’s, provided he re- 
duces these in the same line 
which are higher. It is stipulated 
that if a manufacturer’s ceilings 
on part of a line are adopted by 
the wholesaler, the manufactur- 





er’s maximum prices on_ the 














| Jobbers May Adopt Toy Maker’s Maximum 
Prices As Wholesule Ceiling Prices 


whole line must then be used. 

Because this action deals prin- 
cipally with abnormal and rare 
price relations at the wholesale 
level, retail prices will not be 
materially affected by the order. 

This authorization is granted 
in Amendment No. 11 to Maxi- 
mum Price Regulation No. 210 
(Retail and Wholesale Prices for 
Fall and Winter Seasonal Com- 
modities) effective May 19, 1943. 
This regulation sets ceilings for 
wholesalers on most toys and 
games. Ceilings of manufacturers 
on toys and games are governed 
by Maximum Price Regulation 
No. 188 (Manufacturers’ Maxi- 
mum Prices for Specified Build- 
ing Materials and Consumers’ 
Durable Goods Other Than Ap- 
parel). 

Within 10 days after adjust- 
ments of price, a report must be 
filed with OPA by the whole- 
saler, setting forth the name and 
address of the manufacturer, a 
listing of the types of toys or 
games in his line, and facts show- 
ing that the seller normally sells 
to retailers at the same or higher 
prices than the manufacturer 
does. 


















HERE’S PROOF! 


ing them maintain sales 











tory Garden promotions. 
are keeping up the appearance of 
their homes; many are buying 
the numerals as an impulse item 
with other garden purchases. 


The X-RAY line can be sold 
three ways (as illustrated) .1. Lawn 


KURSH PAPER COMPANY 


. . they’re on the 


Experienced hardware men are discov- 
ering that the new X-RAY House Marker Numerals are help- 
volume today. 
swamped with orders from everywhere in the United States. 
Reorders from both large and small stores are coming in 


We're actually 


once a month and 


oftener. 


The numerals are 
selling so fast this year 
because your trade is 
more lawn and home 
conscious than ever— 
thanks to national Vic- 
People 


This New AVAILABLE Line Will Help You 
MAINTAIN SALES VOLUME 


DOUBLE-ACTION X-RAY NUMERALS 
are selling fast . 
VICTORY GARDEN BAND WAGON! 
















Self - selling display 
rack FREE with 2 
Gross Numerals. Holds 
12 each of numbers 


12345 
67849 


gs 





















Marker 2. Porch Marker 3. Porch Number. They can also 
be sold as curb markers for the tree lawn, with numbers on 
both sides of the marker. The numbers are double-acting 
tempered masonite—-treated to glow in the dark and to reflect 
Markers are weatherproofed—do 
not warp. Markers with four numbers retail at $1.00 each. 
Individual numbers sell at 10c¢ each. 


MAIL ORDERS ACCEPTED 


for delivery through your jobber only. Send us his name 
with your order, and we'll see you get delivery. Or write for 
circular. But lose no time, because we cannot promise ade- 
quate stocks ‘indefinitely. Don’t miss this timely opportunity 


street, auto and flash lights. 


for spring and summer profits. 





1933 Euclid Avenue 
Cleveland, Ohio 
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d 2-Man 

For the general run of 
rough and tough work on 
farms and construction jobs, 
these Simonds Saws will give 
your Customers top value and 
service . . . will stand up and 
cut longer than other saws of 
this class. They require less 
set, cut much more easily, and 
stay sharp longer. The Simonds 
General Purpose line includes 
several patterns each of 1-man 
and 2-man saws, in all required 
lengths, widths, gauges of ta- 
per, and types of teeth. Send , 


your orders to the nearest 
Simonds branch: 


SIMONDS SAW AND STEEL CO. 


1350 Columbia Road, Boston; 127 So. 

Green St., Chicago; 228 First St., San 

Francisco; $20 First Ave., So., Seattle; 
311 S. W. First Ave., Portland, Ore. 





Top: No. 111 One-Man Saw, Med- 
ium wide, Champion tooth. 


Below: No. 202 Two-Man Saw 
Medium wide, Perforated 
lance tooth. 


* Bought Your Bonds This Week? x 
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Governments Get Wholesale 
Price on Sales Over $100 
On Certain Tools, Chains 


Maximum prices of certain 
hand tools and chair when sold 


| by manufacturers to the United 





| Building Materials 


| 


| States and Allied Governments in 


orders of $100 or more must not 
be higher than the ceilings estab- 
lished for sales to distributors, 
the Office of Price Administra- 
tion said May 11. 

Under Maximum Price Regula- 
tion No. 188 (Manufacturers’ 
Maximum Prices for Specified 
and Con- 
sumers’ Goods other than ap- 
parel), some manufacturers have 
been selling to governments, now 
by far the predominant buyers of 
hand tools and chain, at the cus- 
tomary peace-time levels quoted 
small buyers while others have 
been granting the lower distrib- 


| utor purchase price. 


This action extends to the 
whole industry a practice already 
adopted by many leading firms in 
giving the distributor purchase 
price to Government buyers when 
the order amounts to $100 or 
more. The 331/3 per cent addi- 
tional which the amendment 
allows on orders less than $100 
brings the price up to the level 
customarily charged by manufac- 





turers to the class of purchasers 
who buy only in these small 
quantities. 

This action, contained in Or- 
der No. 324 to Maximum Price 
Regulation No. 188, effective May 
10, 1943, does not permit a man- 
ufacturer who had previously 
established a lower maximum 
price to governments to increase 
his price to the level quoted dis- 
tributors. 

In the event the manufacturer 
has no distributor purchasers, 
then he must determine his max- 
imum price to Governments, 
under this order, by using his 
maximum price for sales to the 
class of purchaser buying in the 
largest volume. 

Covered by this order are: 
forged axes, hammers, hatchets 
and adzes, heavy forged hand 
tools, wood and cold chisels 
screw drivers, wrenches, pliers 
and nippers, auger bits and 
braces, hand shovels, farm and 
garden tools commonly known as 
steel goods, chain and chain 
products and manually operated 
saws. The order lists the leading 
items in each line covered. 








WPB Regional and District Offices 
Can Now Process PD-1A’s Up To $500 


In line with its policy of de- 
centralization, the WPB has 
raised the dollar limit of PD-1A 
applications processed in the 


| field from $100 to $500, effec- 


tive May 8. 

Beginning May 8, all PD-1A 
applications involving not more 
than $500 worth of material on 
which priority assistance is re- 
quested have been processed in 
either the District or Regional 
Offices according to the direction 
of the respective Regional Direc- 
tors, except where specifically 
otherwise directed by the Direc- 


| tor of the Distribution Bureau. 


In all other cases, PD-1A ap- 


| plications have been forwarded 


by each field office to Washing- 
ton, D. C., for routing in accord- 
ance with the regular procedure 





for processing such forms in 
Washington. 

The new order means that 
now more than 80 per cent of all 
PD-1A applications will be han- 
dled entirely by the field offices. 


M-126 REVISIONS ON 
LUGGAGE, VENTILATORS 


Provisions of Steel Conserva- 
tion Order M-126 relating to lug- 
gage and shutter type ventilators 
were altered May 13 by the War 
Production Board to make them 
conform to L-orders recently is- 
sued covering those products. 

The amended M-126 provides 
that steel may not be used in 
luggage except as permitted by 
Order L-284, or in these venti- 
lators, except as permitted by 


Order L-142. 
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Household Accessories Which Are 
Exempt From Price Ceilings 


Only the specific articles and 
services listed in the exemptions 
of May 1 are freed from price 
control by that action, the Office 
of Price Administration said re- 
cently. 

To halt any inclusion of ar- 
ticles other than those specifi- 
cally covered in the order, OPA 
issued the following interpreta- 
tions on May 13 of household 
accessory groups covered, about 
which some _ uncertainty has 
arisen: 

(a) Novelty table centerpieces 
and decorations include only 
those novelty articles specifically 
designed for purely ornamental 
use on a dinner table. Candle 
sticks, bases, bowls, hurricane 
lamps, smokers’ accessories, 
items for the preparation, stor- 
age, or service of food, and like 
articles are not included in the 
exemption. Articles designed 
for ornamental use on _ tables 
other than dinner tables are not 
exempt unless specifically men- 
tioned. Table linens are not in- 
cluded in the exemption. 

(b) Figurines and ornamental 
statuary include only those nov- 
elty articles specifically designed 
for purely ornamental use. Items 
which may be used for prepara- 
tion, storage, or service of food, 
as flower containers, smokers’ 





accessories, lamp bases, or like 
articles, although they may be 
in the shape of figurines, are not 
exempt. 

(c) Novelty wall plaques, 
masks and decorations, include 
only those novelty articles spe- 
cifically designed for purely or- 
namental use on a wall. Items 
which may be used as mirrors, 
flower containers, shelves, can- 
dle holders, lighting fixtures, 
framed and unframed pictures, 
and like articles, are not exempt. 

(d) Music boxes include all 
boxes and cases, staple or nov- 
elty, containing apparatus moved 
by clock works so as to play 
certain tunes automatically, and 
which are generally recognized 
as music boxes in the trade. The 
mechanism for such music boxes 
are likewise exempt. Phono- 
graphs, harmonicas, musical in- 
struments and toys, are not ex- 
empt. 

(e) Artificial flower center- 
pieces include artificial stem 
flowers for household use, either 
separate or when made into cen- 
terpieces. 

The types of items or lines ex- 
empted by Supplementary Order 
45, which would be of interest 
to hardware dealers, were pub- 
lished on page 75 of the May 13 
issue of HARDWARE AGE. 


Farther Limit Critical Materials 
In Plumbing Fixture Fittings, Trim 


Further savings in such critical 
materials as copper, copper base 
alloys and zinc used in the manu- 
facture of plumbing fixture fit- 
tings and trim were ordered by 
the War Production Board on 
May 6. The action was effected 


through issuance of Schedule V, | 
as amended, of Limitation Order | 
L-42. The amended schedule is | 


a consolidation of the original 
Schedule V and Schedule V-a. 
Under the amended schedule, 
no copper or copper base alloy 
shall be used in the manufacture 
of any fittings or trim except for 


limited amounts in 24 items spe- | 
cified on List A of the schedule. | 


The copper content of several of 
these items is reduced from that 
permitted in the original sched- 
ule, with the result that a saving 
of more than 600,000 pounds of 
copper a quarter is expected. 

The bulk of these savings will 
be made in the manufacture of 
flushometer valves, automatic high 
tank supply valves, wash foun- 
tain trim and ball cocks. 
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Other than for coating, no zinc 
is to be used except for the 
manufacture of items specified in 
List B of the schedule. which in- 
cludes clean-out plugs, escutcheon 
holders, flush tank trip lever as- 
semblies, nuts and spuds or 
inserts. 

No metal shall be used in the 
manufacture of items specified in 
List C of the schedule, which in- 
cludes overflow pipes for flush 
valves, floats (except for spuds), 
flush balls, (except for spuds and 
inserts), pop-up wastes, trip lever 
wastes or other mechanical waste 
assemblies and escutcheons. 

A general exception from the 
restrictions of the schedule is 
made for products manufactured 
for laboratories, food packing 
establishments, hospitals, aircraft 
and ships where conditions re- 
quire the use of the restricted 
materials. The schedule becomes 
effective July 5, 1943. This peri- 
od of grace will permit manufac- 
turers to complete work now in 
progress. 





Now—for the first time in 
their lives—thousands are 


LEARNING THE “FEEL” 
of a good auger bit! 


In factories, on projects, aboard ship — wherever 
wood is worked in war constructions — there, it's a 
fair guess, you'll see Russell-Jennings Auger Bits in 
action. Sometimes in the hands of experts — more 
often easing the tasks of assistants and apprentices. 


Hardwaremen, a multitude of post-war customers is 
now being readied for your profit! For the most part, 
they will remain permanent users of Russell Jennings 
Auger Bits—if not in their present vocations, at least 
in their hobby and home repair activities. Never 
again will they be content merely to "make a hole” 
in a board! 


Meantime, to hasten Victory, carry a representative 
Russell Jennings stock. If your wholesaler hasn't them, 
give us his name. Within the bounds of war limita- 
tions, we'll do our best to arrange a source of supply. 


AUGER BITS 


THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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Controlled Materials Plan 
Regulation No. 5 Amended 


Concerns minor capital additions not 
exceeding $500; provides that orders 
properly certified under the Regulation 
have status of order bearing prefer- 
ence rating with an allotment symbol. 


Controlled Materials Plan 
Regulation 5, governing the sale 
of maintenance, repair and oper- 
ating supplies, has been amended 
by WPB. 

Among the changes made are 
those following: 

It now permits the use of the 
authorized ratings to purchase 
minor capital additions where 
the cost does not exceed $500. 
However, construction governed 


| by Order L-41 is excepted from 


| which 
| | properly 


this provision. 

A clause has been 
provides that an order 
certified under the 
Regulation shall have the status 


inserted 


| of an order bearing a preference 








rating with an allotment symbol, 
and that the rating may be re- 
extended in accordance with 
CMP Regulation 3. 

Persons such as repair shops 
doing maintenance and repairs 
for others may use the same al- 





lotment symbol and preference 
rating to obtain materials which 
their patrons would be entitled 
to use if they did the work them- 
selves. Or, they may request an 
allotment of controlled materials 
and a preference rating by ap- 
plying on Form CMP 4B, but if 
they do so, they may not use the 
customer’s rating or his symbol. 

Persons requiring MRO sup- 
plies but who are unable to ob- 
tain them with the rating as- 
signed by Regulation 5, and 
persons requiring controlled ma- 
terials (except aluminum) as 
MRO supplies who are not listed 
in Schedules I or II and cannot 
obtain them from a warehouse 
or distributor, may apply to the 
nearest local WPB office on 
Form PD-1A for a higher rating. 

The industries covered by 
Schedule I and Schedule II have 
likewise been revised and en- 
larged. 








Allotment Numbers or Symbols Won’t Affect 
Value of Priority Ratings After June 30 


The War Production Board has 
revised Controlled Materials Plan 
Regulation No. 3 as of May 14 
to provide that allotment num- 
bers or symbols applied to rat- 
ings after June 30 shall not have 
any effect on the value of the 
rating. This change is covered by 
paragraph (c) of CMP Regula- 
tion 3 which, as amended, reads 
as follows: 

“(c) Superiority of ratings 
with allotment numbers or sym- 
bols over other ratings of equal 
grade during the second quarter. 
A delivery order bearing a pref- 
erence rating with an allotment 
number or symbol applied before 
July 1, 1943, shall (unless other- 
wise ordered by the War Pro- 
duction Board) be deemed su- 
perior in rating, for purposes of 
Priorities Regulation 1, to any 
delivery order bearing a rating 
of the same grade without an 
allotment number or symbol, but 


‘bearing an allotment 





shall not be superior to another 
order bearing a rating of a 
higher grade. For example, a 
rating of AA-2X with an allot- 
ment number or symbol is su- 
perior to another rating of 
AA-2X without an _ allotment 
number or symbol, but is inferior 
to any rating of AA-l with or 
without an allotment number or 
symbol. 

“An allotment number or’ sym- 
bol applied to a rating after 
June 30, 1943, shall not have 
any effect on the rating. For 
example, an order placed in June 
with a rating of AA-2X to which 
an allotment number is applied 
in July or an order placed in 
July with a rating of AA-2X and 
number 
shall each be deemed equal in 
rating to orders rated AA-2X to 
which no allotment number or 
symbol is applied.” 
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WPB’s Office of C 


EMERGENCY SUPPLY PLAN 
SET UP FOR FARMERS 


ivilian Requirements 


plan for enabling farmers to buy directly 


from dealer without 


complicated forms. 


Government units releasing part of current 
production originally assigned to them. 


WPB’s new “Office of Civilian 
Requirements” has just taken 
what is described as the first of 
a series of steps designed to pro- 
vide farmers with items urgently 
required for the food program. 
An emergency farmers’ supply 
program will go into operation 
at once, while OCR also is set- 
ting up a long-range program to 
launch within 60 to 90 days. 
Army, Navy, lend-lease and 
other government agencies have 
agreed, for this purpose, to re- 


centage of his inventory to re- 
tailers who serve primarily the 
farm trade. 

Items covered by the plan are: 
Adjustable wrenches; agricul- 
tural forks; auger bits; bale 
ties; barbed wire; brass valves; 
chains; chain repair links; clev- 


ises; dehorning saws; drills; 
farm machinery oilers; fence 
and poultry netting staples; 


fence pliers; field and garden 
hoes; flashlight batteries; frac- 
tional horsepower motors; gen- 
eral purpose wrench sets; grain 





linquish a part of current pro- 
duction originally assigned to | 
them. | 
The planned procedure will | 
enable a farmer to buy reason- | 
able amounts of needed items 
directly from his dealer without 
complicated forms. However, 
since a store may not now have | 
in stock the items a farmer may | 
wish to purchase it is suggested 
that the farmer order now and | 
merchant time in 
which to replenish his stock. 
Each manufacturer will be di- 
rected by WPB to ship a fixed 
percentage of production to 
wholesalers, retailers and others 
who serve primarily the farm 
trade, and each wholesaler will 
be directed to ship a fixed per- 





allow his 





scoops; guns; hames; 
hand tire pumps; harness hard- 
ware; horse collars; lariat rope; 
low pressure tire gages; machine 
punches; metal belt fasteners; 
multiple batteries (for fence 
controls, ignition); nails; neck 
yokes; pipe fittings; (1% inch 
and under); pipe wrenches; 
plow bolts; poultry netting; 
radio batteries; regular pattern, 
wood handled screw drivers; 
round pointed shovels; No. 2 
regular; slip joint pliers; square 
pointed shovels, No. 2; standard 
cold chisels; steel wire hog 
rings; steel pipe 1% inch and 
smaller);  stickmen’s’ knives; 
telephone batteries; tractor tire 
chains; whiffletrees and single- 
trees, and wood tackle blocks. 


grease 


May File Corrected Inventories On 


Shoes Where 


Hardware dealers who, erro- 
neously, omitted any rationed 
footwear or included some non- 
rationed types in their recent 
OPA inventories, were author- 
ized by the Office of Price Ad- 
ministration to file corrected in- 
ventories with OPA District | 
Office. | 

This action, Amendment No. 
16, effective May 10, 1943, to Ra- 
tion Order 17 (Shoes), enables 
an establishment which has omit- 
ted rationed shoes from its inven- 
tory to receive from its District 
‘Office the difference between the 
shoe purchase allowance received 
and the amount to which it was 
entitled, 





If, however, the number of 
pairs of shoes in the corrected 
inventory is less than that in the 
original, the establishment must 
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Error Has Been Made 


surrender ration currency to the 
District Office for the difference. 

Corrected inventories are to be 
filed on OPA Form R-1701 which 
dealers may obtain from their 


OPA District Offices. 





LIMIT MODELS, FABRICS 
FOR SWEAT SHIRTS 


Men’s and boys’ sweat shirts 
and men’s, women’s, misses’, 
girls’, boys’ and children’s T 
shirts, similar to sweat shirts but 
lighter weight, will be restricted 
to certain fabrics and models as 
a result of the amendment of 
Order L-247 (Knit Underwear) 
by the War Production Board. 

Sweat shirts can be made in 
three different fabrics but are 
limited to two models. T shirts 
are restricted to three models and 
three fabrics for each model. 














Caled by 
of Ut Ov Wa 


for More Tool 
Mileage 





Because pliers are urgently needed in 


war work, our best efforts are devoted 


_ tosupplying our armed forces. But 





we 











War Model Alarm Clocks Sell to 
Consumers at Not More Than $1.65 


Specific maximum prices at 
manufacturer, wholesale and re- 
tail levels for a new war alarm 
clock to be sold to consumers for 
not more than $1.65, were estab- 
lished May 11 by the Office of 
Price Administration. Produc- 
tion of the clock was recently 
authorized by the War Produc- 
tion Board. 

Manufacturers’ and whole- 
salers’ prices are f.o.b. shipping 
points. The ceilings for manu- 
facturers, wholesalers and retail- 
ers permit average margins cus- 
tomary in the industry on models 
of this type prior to the curtail- 
ment of alarm clock production 
by the War Production Board. 

The ceilings for manufacturers 
are provided specifically for six 
firms who were actually engaged 
in the production and assembly 
of spring-wound alarm clocks in 
the United States prior to the 
inauguration of the War Produc- 
tion Board curtailment program. 
The War Production Board is 
allocating materials to two of 
these firms for the production of 
1,700,000 war alarm clocks to| 
ease a national shortage. | 





TO SPEED 
TO 
VICTORY 


The thousands of war planes 


rolling off America’s produc- 
tion lines will help our forces 
speed the way to victory. 
But, before victory is ours, 
many more thousands of 
planes, many more boats, and 
many more tools will be need- 


ed to turn the tide. 


These six firms are: William 
L. Gilbert Clock Corp., Winsted, 
Conn.; Westclox Division, Gen- 
eral Time Instrument Corp., La- 
Salle, Ill.; Waterbury Clock Co., 
Waterbury, Conn.; The E. Ingra- 
ham Co., Bristol, Conn.; Lux 
Clock Mfg. Co., Waterbury, 
Conn.; and the New Haven Clock 
Co., New Haven, Conn. The two 





firms producing at present are 
Gilbert and Westclox. 

Manufacturers are required to 
stamp upon or attach to each 
clock a statement plainly show- 
ing that the retail maximum price 
of the clock is $1.65 exclusive 
of tax. 

Each seller must notify pur- 
chasers for resale, at or prior to 
the first invoice, of the maxi- 
mum prices they may charge for 
resale of the clock. The notice 
may be given in any convenient 
form. 


L-142 Amendments Ease Restrictions 
On Making Metal Doors, Frames, Shutters 


The War Production Board on | 
May 13 relaxed slightiy the re- | 
strictions on the manufacture of 
metal door frames and 
shutters, through issuance of Lim- 
itation Order L-142 as amended. | 

The order now permits the | 
manufacture of these items to | 
fill orders bearing a preference | 
rating of AA-5 or better, pro- | 
vided that 85 per cent of the | 
material required was put into | 
process prior to Sept. 26, 1942 
(the date of the original order 
L-142), or was in the possession 


doors, 


of the manufacturer on that date, 
and is heavier than 24 gage. The 
provision will enable manufac- 
turers to liquidate their frozen 
inventories of fabricated parts 
and thereby conserve manpower, 
transportation and other mate- 
rials, 

Another provision in the order 
permits the manufacture of the 
items to fill an order for the 
Army or Navy for certain uses. 
The amended order also clari- 
fies the exception which permits 
the making of hangar-type doors 





THE WAY 





and continues to allow the man- 
ufacture of doors, door frames 
and shutters for fire prevention 
purposes as specified in the orig- 
inal order. 


MAXIMUM PRICES FOR 
USED METAL BEDSPRINGS 


Effective May 26, OPA has 
issued Price Regulation 380, to 
govern used metal coil and flat 
bedsprings. The order sets up 
five groups of used bedsprings 
and specifies maximum prices 
for each when sold “as is” or 
“reconditioned.” A tag showing 
the maximum retail price must 
be attached to each used bed- 
spring offered for sale. 

OPA says the new ceilings will 
halt profiteering, and will result 
in substantial savings to con- 
sumers, particularly in crowded 
war industry areas. However, the 
new schedule is especially calcu- 


lated to encourage the salvage , 


and reconditioning of used bed- 
springs. Bedsprings covered by 
the regulation are used or second- 
hand steel or wood framed, non- 
upholstered bedsprings in which 
steel supplies the resilience, and 
includes folding bedsprings and 
bedsprings with stationary or 
folding legs attached such as 
cots and foldaway beds. 





RESERVE TOOLS 


foul 
li 
194, 
sper 
perl 


FOR ESSENTIAL USERS 


You can help make Greenlee Tools go round by selling only 
Essential Users. No replenishing of stocks can be made with- 
out highest priority. Yes, every piece of precious high-grade 
steel that goes into Greenlee Tools must be used to further 
only the one job at hand. But a better day is coming when 
these same dependable Greenlee Tools will be available to all 
and will be the profitable line to handle. 


fRreenlee 
™ TOOL CO.<= 


1806 Herbert Ave. e Rockford, Illinois 
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L-211 Amendment Permits Making 
Additional Styles Heavy Wire Fence 


At the request of the War 
Food Administration, Schedule 3 
of Limitation Order L-211 has 
been amended 
manufacture of additional styles 
of heavy wire fence. The five 
additional types of fence which 
may now be produced are essen- 
tial to meet the demands of the 
agricultural program and greater 
latitude is now permitted also in 
the production of heavy barbed 
wire. Amendment, as of May 10, 
1943. Paragraph (a) of Sched- 
ule 3 to Limitation Order L-211 
now reads, in part, “(a) Restric- 
tions on barbed wire. (1) No 
person shall produce, fabricate 
or deliver barbed wire except two 
point barbed wire of 14 gauge 
strands and 16 gauge barbs, or 
two or four point barbed wire of 
12% gauge strands and 14 gauge 
barbs, the spacing of the barbs 
in each style to be not less than 
four inches.” 

In List I (as amended May 10, 
1943) which indicates the styles, 
specifications and length of rolls 
permissible are listed the follow- 


to permit the’ 





Wire Fence—10 Rod Rolls Only 


Top- 
bottom 
wire wire 
gauge gauge 

14% ll 

15% 12 yy, 
15% 12% 
15% i2% 


Rod Rolls Only 

11 9 
14% 11 
12% 10 
141% 11 
11 
11 
12% 
12% 
12% 
144% 
11 


Inches Filler 
between 


Styles' stays 


Wire Fence—20 


150 Foot Rolls Only 
Wire 
gauge 
” 


Wire Netting 


20 
20 


100 Feet Rolls Only 
14 


'The classification of styles of 
woven or welded wire fence is 
designated by numbers in accord- 
ance with recognized trade practice. 
The last two digits of such numbers 
refer to the height of the fence 
and the first digit (or two digits) 
refer to the number of horizontal 
bars or line wires. For example: 
S yle 1948 means a fence having 19 
line wires and a height of 48 


Wire Flooring 





USED STEEL CONTAINERS 
SUBJECT TO CEILINGS 


Maximum prices for used steel 
containers apply to sales by 
emptiers to any purchasers, the 
Office of Price Administration 
said today. 

This is made plain in Amend- 
ment No. 3 to Revised Price 
Schedule No. 43, Used Steel 
Drums, Pails and Containers, ef- 
fective April 22, 1943. By re- 
moving the qualification that the 
emptied containers are priced as 





sold to a filler, operation of the 
schedule is extended to cover 
purchases by any buyers. Thus, 
those who buy the containers for 
reconditioning may obtain them 
at or below ceiling prices. 

After the containers are recon- 
ditioned, further sales are sub- 
ject to control under General 
Maximum Price Regulation, OPA 
said, although it is the intention 
of the price agency to establish 
dollars-and-cents maximum prices 
far the reconditioned containers 
at the earliest opportunity. 








Sellers Wanting Relief on “Special Deals” 
Mast Apply for It By May 31 


Sellers who made “special 
deals” during March 1942 have 
until May 31, 1943, to obtain 
adjustments of their maximum 
prices under Section 1499.4b of 
the General Maximum Price Reg- 
ulation, the Office of Price Ad- 
ministration announced May 8. 

In announcing the deadline, 
OPA stated that sufficient time 
has elapsed for relief to have 
been effected for all sellers in 
need of such adjustments be- 
cause of conditions temporarily 
existing during March 1942. 

An amendment to the General 
Maximum Price Regulation 
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POWER AND HAND SICKLE GRINDERS 
KEEP YOUR FARM TOOLS NEW 


Increased harvests are as important as guns and airplanes this 


year. 


to keep in fighting trim. 


Our country needs foods . . . more and more of them 
“General” power and hand Sickle 


Grinders will help produce more by keeping hard-to-replace farm 
tools in fighting trim. 


SICKLE CONES 
Clean, sharp cutting, true 
Made from high quality rinder 
abrasive mineral, electri- 
cally fused. All sizes. 


GENERAL 


3618 W. 


MAY 27, 1943 


harpens six sections at a 
time. V or Fiat belt drive. 


POWER SICKLE 
GRINDER 


tunning, perfectly leveled. @ oy general 


all farm work. 


PIERCE STREET 


GENERAL: 
HARDWARE 


“ , 
utility P 


Buy from your regular jobber. 


sickle cones. 





issued July 17, 1942, permitted 
sellers of articles subject to that 
measure who had certain tem- 
porary reductions in prices dur- 
ing March 1942—reflected in free 
goods sales, combination sales 
at reduced prices, or special dis- 
counts—to adjust to the highest 
price at which the particular 
commodity was delivered during 
the 30 days preceding the daie 
upon which the special deal be- 
came effective. 

The adjustment deadline was 
contained in Amendment 53 to 
General Maximum Price Regu- 
lation, effective May 13, 1943. 


HAND SICKLE GRINDERS 


Sturdily built for long usage. Accurately ma- 
chined gears and pinions. 


Electrically fused 


COMPANY 


MILWAUKEE, WISCONSIN 





How Dealers, Wholesalers 
Can Sell Precision 
Tools Under E-5-a 


Outlining authorized and required certi- 
fications the dealer and wholesaler must 
in order to resell these 


obtain 


Since May 1, and under terms 
of WPB Order E-5-a, new gages, 
precision measuring hand tools, 
testing instruments and chucks 
may be sold by producers and 
distributors only to approved 
users, other distributors and ap- 
proved employees of specified 
types of approved concerns. A 
distributor is any person (or con- 
cern) other than an approved 
user purchasing or accepting de- 
livery of these tools for resale 
and not for use. Approved users 
include the U.S. armed forces, 
War Shipping Administration, 
Panama Canal, Coast & Geodetic 
Survey, Coast Guard, Selective 
Service’ System, Civil Aeronau- 
tics Administration, National 
Advisory Committee for Aero- 
nautics, the Office of Scientific 
Research & Development, De- 
fense Supplies Corp. and Metals 
Reserve Co. In addition this 
designation includes persons or 
concerns producing products or 
conducting businesses listed on 
Schedules I and II of CMP Regu- 
lations Nos. 5 and 5A, subject to 
amendments. An “approved em- 
ployee” is any person employed 
or about to be employed by an 
approved user. 

Gages and precision measuring 
hand tools are defined as those 
“used to determine whether a 
product meets required dimen- 
sional specifications.” Excluded 
are “devices made of wood” and 
the following types of gages: 
spark plug; camber; caster; 
brake shoe; brake drum and toe- 
in gages as well as alignment in- 
dicators, as indicated in list A of 
this order. 

The items specified in E-5-a 
may be sold to approved users 
and to distributors only if the 
purchase order bears a_prefer- 
ence rating of A-9 or higher. 
They may be sold and delivered 
to approved employees only if the 
purchase order bears a_prefer- 
ence rating of AA-2X or higher. 
At the same time the purchase 
order must be accompanied by a 
certification by the approved em- 
ployee and an authorized official 
of his employer. 

An approved employee accord- 
ing to paragraph (a) (4) “means 
any person who is employed or is 
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items. 


about to be employed by any 
approved user. A student of any 
vocational or other training 
school is not an approved em- 
ployee as such, and sales to such 
students, whether by producers, 
distributors, or the vocational or 
training school itself are not per- 
mitted under the provisions of 
this order.” 

In the case of sales to ap- 
proved users and other distribu- 
tors orders bearing a preference 
rating of A-9 or higher must be 
accompanied by a statement in 
addition to any other certification 
required in applying or extending 
the rating of A-9 or higher. This 
statement shall read: 

“Purchased pursuant to Gen- 
eral Preference Order E-5-a. 
Delivery of this order will not 
increase the undersigned’s in- 
ventory beyond a supply re- 
quired by the undersigned’s cur- 
rent practices for use or for re- 
sale during a thirty-day period, 
excepted as permitted by para- 
graph (e) of General Preference 
Order E-5-a.’ 

Order E-5-a, as amended April 
17, states that production gages, 
of the type listed in exhibit “B” 
attached to E-5-a, are exempted 
from the provision placing a limi- 
tation on users’ and distributors’ 
inventories. All others must be 
certified. Those gages exempted 
by exhibit “B” from the inven- 
tory certification provision are: 
round external; round interna}; 
external thread; internal thread; 
snap; fixture and flat gages. 

Paragraph (e) of General Pref- 
erence Order E-5-a lists the fol- 
lowing exceptions to the 30 day 
inventory requirement: 

(1) Purchase orders placed by 
any procurement agency of the 
United States pursuant to the Act 
of March 11, 1941, entitled “An 
Act to Promote the Defense of 
the United States” (Lend-Lease 
Act). 

“(2) Purchase orders placed 
by the Army, Navy, Maritime 
Commission, or War Shipping 
Administration for gages or pre- 
cision measuring hand tools re- 
quired for bases or supply depots 





outside the continental United 
States, or for bases or supply 
depots within the continental 
United States which are main- 
tained for emergency purposes 
or to supply such bases or supply 
depots outside the continental 
United States.” 

(3) Purchase orders for those 
production type gages listed on 
Exhibit “B” attached to E-5-a. 

As previously indicated the 
gages exempted from the inven- 
tory provision are: round ex- 
ternal; round internal; external 
thread; internal thread; snap; 
fixture and flat gages. 

Purchase orders placed by ap- 
proved employees bearing a pref- 
erence rating of AA-2X or higher, 
accompanied by a certification 
by the approved employee and an 
authorized official of his employer 
(which employer must be an ap- 
proved user) must be signed 
manually or as _ provided in 
Priorities Regulation No. 7 sub- 
stantially as follows: 

“Preference. Rating... . (spec- 
ify rating) EHT. The follow- 
ing gage or precision measur- 
ing hand tool 
(only one tool may be placed on 
each certification; specify type 
and size of tool) is required by 
the undersigned approved em- 
ployee as a condition to retain- 
ing or obtaining employment 
with the undersigned approved 
user as defined in General Pref- 
erence Order E-5-a. The under- 
signed approved employee fur- 
ther certifies that he does not 
own or possess any similar gage 


or tool capable of use in his 
employment. 


Name of , on Employee 
Position 


Name and ‘Address of ‘Approved 
User 


Authorized Signature. 





The dealer or wholesaler accu- 
mulates ratings received under 
this order and extends them to 
his producer or factory. The 
certification for this purpose, as 
contained in Priorities Regula- 
tion No. 3 is: 

CERTIFICATION 


The undersigned purchaser 
hereby represents to the seller 
and to the War Production 
Board that he is entitled to ap- 
ply or extend the preference 
ratings indicated opposite the 
items shown on this purchase 
order, and that such application 
or extension is in accordance 
with Priorities Regulation No. 3 
as amended, with the terms of 
which the undersigned is fa- 
miliar. 


(Name of Purchaser and 
PRP Certificate No. if 
Purchaser is a PRP 


By 
| and Title of 
Duly Authorized Officer) 


(Date) 


Order E-5-a requires that each 
“producer and distributor” keep 
for not less than two years com- 
plete records of his inventories 
and sales of gages and precision 
measuring hand tools, which shall 
on request be submitted to audit 
and inspection by authorized 
WPB representatives. 

To be absolutely sure of his 
ground as to handling orders for 
equipment subject to order E-5-a 
a dealer should obtain and read 
copies of it and of CMP Regula- 
tions 5 and 5A to know when he 
is dealing with approved users 
and approved employees. These 
may be obtained from the War 
Production Board’s offices nearest 
your locality. 








TO PERMIT MAKING OF 
SOME ELEC. FAN PARTS 


Users of portable electric fans 
are assured of the maintenance of 
such equipment, insofar as ser- 
vice depends upon the supply of 
repair and replacement parts, 
through provisions of General 
Limitation Order No. L-176 (Do- 
mestic and Commercial Electric 
Fans) as amended April 7. Man- 
ufacturing of certain repair and 
replacement parts on a limited 
basis is provided for in the re- 
vised order, easing previous re- 
strictions. 

In lieu of a supply of new fans, 
L-176 recognizes the essentiality 
of maintaining existing equip- 
ment. In addition to the per- 
mitted manufacture of fan blades 
and electric motors, the order 
now also permits the use of cop- 





per and copper base alloys in 
the production of parts which 
conduct electric current. These 
same metals may also be used in 
bearings, if no other material is 
practicable. 

No manufacturer or distribu- 
tor may deliver a new part unless 
a similar used part is given to 
him in exchange, or unless the 
used part is being held by the 
distributor or dealer. The dealer 
accepts the used part, which he 
has replaced with a new one in 
the repair job, and holds it at 
the disposition of his distributor 
or manufacturer. If used parts 
are not called in within 60 days, 
the holder must dispose of them 
through regular scrap channels. 

Definition of “Electric Fan” 
L-176 has been expanded to in- 
clude the wall type propeller fan 
having a blade diameter of less 
than 17 inches, and any ceiling 
fan. Provisions of the order now 
apply to these types as well as to 
portable electric fans. 
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Looking for a 
HARDWARE STORE? 


HE place to find it is under the heading of Busi- 
ness Opportunities in the Classified Opportun- 
ities Section of the regular issues of Hardware Age. 


By watching the for-sale ads you'll be reasonably 
sure to secure a good paying business at a fair price 
or better still, let the trade know the kind of a store 
you are looking for. 
* 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd Street. New York City 
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“THANK YOU 


Mr. Merchant for selling 


me a genuine 


Sauelle 


It’s the most dependable..... 
best-looking kitchen can 


/ ever had” 


And, in turn, we say to you, Mr. Hardware 
Merchant: “Sorry we can’t ship you all the 
Sanettes you can use. We know that every 
Sanette you sell makes a lasting friend for 
your store. But, to enlarge your Sanette 


sales in the post-war period, we 
are advertising Sanettes NOW in 
Good Housekeeping, Better Homes 
and Gardens, Parents’ and other 
leading publications. 


“In the meantime, we look for- 
ward to the continuation of your 
fine spirit of cooperation and un- 
derstanding. Thank you.” 


SANETTE WAXED BAGS 


Once your kitchencan customers 
have used these moisture-resistant 
bags, they will not do without 
them. They eliminate the messy 
handling of garbage. Write for 
samples and prices. 


MASTER METAL PRODUCTS, Inc. 
321-E Chicago St. Buffalo, N. Y_ 































MACHINE BOLTS 


@ Machine bolts with either square or hexagon 
heads are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 
up to 2-inch diameter, any length, but stocked only 
up to 1%-inch diameter, 12-inch lengths. 

A copy of the Lamson ‘“‘Ready Reference’ List, a 


handy visible indexed catalog and price list, is ready 
Jor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 
























LAMSON & SESSIONS 
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Ceilings — rubber - covered 
wire—Effective May 8, OPA has 
amended Price Schedule No. 82 (Wire, 
Cable and Cable Accessories). Pro- 
ducers of rubber-covered wire and cable 
are permitted to quote higher than ceil- 
ing prices to reflect cost increases re- 
sulting from an authorized price in- 
crease for crude rubber. This, however, 
does not permit the producers of the 
wire and cable to collect prices which 
are in excess of ceilings at the time of 
delivery. Present production is not af- 
fected by the new action, since pro- 
ducers are able, until May 31, to pur- 
chase crude rubber at the ceilings 
which existed before April 1. Price in- 
creases were authorized April 1, 1943, 
for crude rubber going into commodi- 
ties sold for government use. The effect 
of this increase on the cost of producing 
wire and cable is being studied now by 
OPA. 

+ * * 

Farm equipment prices— 
Wholesalers of farm equipment have 
been provided with an additional price 
adjustment by OPA, to cover equipment 
purchased from new sources at prices 
higher than before March 31, 1942. 
These provisions in effect permit the 
same mark-up to be applied to such 
higher-cost equipment, as had been pro- 
vided for the equipment purchased at 
lower prices. In no event, however, may 
the wholesale distributor’s price exceed 
80 per cent of the manufacturer’s sug- 
gested retail list price, plus the actual 
freight to him and applicable handling 
and other charges. This amendment to 
price regulation 246 became effective 
May 13. 

To prevent cross-selling among dis- 
tributors and a resulting increase in 
price, the OPA required that a written 
authorization be obtained before a price 
adjustment is made. 

. > > 


Asphalt pricing — Because of 
the difficulty in some instances of com- 
puting mark-ups on asphalt received by 
a dealer, reseller or refiner at a ware- 
house or bulk plant, OPA has estab- 
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lished a flat dollars-and-cents mark-up 
of $2.50 per ton to the cost delivered 
at the warehouse or plant for producers. 
It also now permits resellers the option 
of taking a $2.50 per ton mark-up. 

+ * a 

Paint brushes—The shortage 
of paint brushes, which up to now has 
been caused by an insufficient supply 
of bristle, paradoxically has become 
more acute, despite more liberal sup- 
plies of bristle, by inability of the 
makers to obtain prompt deliveries of 
handles. Some manufacturers have 
brushes made up which cannot be com- 
pleted and delivered until the handle 
manufacturer obtains the necessary 
lumber and supplies the handles. 

* * * 

Kraft paper prices—On May 
6, OPA made clear that the recent $5 
per ton increase in price granted to 
manufacturers of kraft wrapping and 
bag papers does NOT apply to any 
grades of kraft paper other than those 
specifically mentioned in Price Regula- 
tion 182, which are only wrapping and 
bag papers. All other kraft papers, in- 
cluding such converting grades as gum- 
ming kraft, envelope kraft, coin wraps, 
tire wraps, etc., have never been under 
Regulation 182, but are under Price 
Regulation 129, which “freezes” maxi- 
mum prices as of Oct. 1-15, 1941. Any 
increase in the prices of these is not 
permissible at this time. 

* * *& 

Linseed oil—Linseed oil, the 
most widely used drying oil available 
to the paint industry, is in greater de- 
mand today because it is used as a re- 
placement for other oils, importation of 
which has ceased. Practically all the 
linseed oil used in this country is pro- 
duced here, but about half the required 
amount of flaxseed is imported from 
Argentina. Lack of shipping facilities 
has practically stopped all imports. This 
fact, coupled with the increased de- 
mand, has caused Government curtail- 
ment of the use of drying oils. A lead- 
ing white lead producer has issued a 
“service letter,” proposing emergency 


formulas whereby a smaller quantity of 
linseed oil is used in making paint. 
For instance, in the priming coat, the 
standard painters’ formula would be 
4 gallons of linseed oil (raw) to 100 
lb. of soft paste white lead. The “emer- 
gency” formula calls for only 2% gal- 
lons. In the lead or finishing coat, the 
standard painter’s formula calls for 3%4 
gallons, against 2 gallons for the “emer- 
gency” formula. Paint made by the new 
suggested formula will prove, it is 
claimed, entirely satisfactory, although 
its drying qualities naturally are some- 
what reduced. 
* ~ a 
Boiler, radiator shipments— 
The practice of manufacturers of cast 
iron boilers and radiators of charging 
for delivery to the job has been restored 
by the OPA in amending price regula- 
tion 272. It also provides that all trans- 
portation charges on L.C.L. shipments 
from the manufacturer’s warehouse to 
the purchaser’s job site may be passed 
on to the purchaser, if that was the 
practice of the manufacturer on Oct. 1, 
1941. In lots of 200 lb. or more, the 
manufacturer shall bear all actual trans- 
portation charges up to minimum rail- 
road carload freight rate to nearest 
point for which a carload freight rate 
is published. Charges in excess of that 
may be passed on if that was the prac- 
tice on Oct. 1, 1941. 
* - 7 
Vegetable seed outlook—A 7 
per cent increase in production of vege- 
table seeds this year is in prospect if 
commercial vegetable seed growers 
carry out their intentions, and if yields 
per acre turn out as expected, says the 
Department of Agriculture. Last year, 
production fell much below spring ex- 
pectations. Reports of 120 growers cov- 
ering their own operations and those of 
farmers under contract to them, repre- 
senting about 95 per cent of the total 
commercial production of vegetable 
seeds, show that the prospective pro- 
duction of these growers is approxi- 
mately 355,000,000 lb., compared with 
about 333,000,000 lb. in 1942. 
* * * 
Heavy papers—By price regu- 
lation 349, effective May 21, distributors 
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are aided in the pricing of such coarse 
paper products as wrapping, packaging, 
and insulating papers, regardless of 
fiber content, finish or treatment. Dis- 
tributors are now permitted to add to 
the manufacturer’s maximum price of 
zoods shipped to them, the less-than- 
carload freight charges on L.C.L. trans- 
actions, before adding their dollars-and- 
cents mark-ups permitted by the Regu- 
lation. Distributors must still deduct all 
allowances for freight granted by the 
manufacturers. Previously carload 
freight charges only could be added to 
the manufacturers maximum price. 





* * * 








Agricultural liming mate- 
rials—Sellers of liming materials, now 
vitally important as soil conditioners to 
counteract acidity which interferes with 
crop production, are governed by a new 
OPA regulation, No. 386, effective May 
15. This establishes maximum prices 
for sales to farmers and to the Agricul- 
tural Adjustment Agency—the largest 
government buyer. Prices f.o.b. plant 
for liming materials in bulk may be 
priced, at the sellers’ option, at: I— 
the highest price charged to respective 
purchasers during March or April, 
1942; 2—prices formally bid to and ac- 
cepted by A.A.A.; 3—producer’s 1941 
base price plus production cost increase 
between Nov. 1, 1942 and April 30, 
1943. OPA announces that the cost of 
farm produce to the consumer will not 
be increased by the slight increases 
authorized under any of the above 


methods. 
ok 
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Istle for cordage—On May 7 
WPB modified the Conservation Order 
M-138 which, since a year ago, has 
affected the importation and use of all 
istle and -istle products. While the orig- 
inal order restricted producers’ inven- 
tories of raw istle to four months’ sup- 
ply, and of istle products to two months’ 
supply, it limited all distributors and 
users to a month’s supply, including 
quantities already in stock. The old 
order also required a certification that 
this limit was being observed. | These 
quantity limitations of the old order 
have been completely removed by the 
new amendment, which is evidently de- 
signed to encourage the use of istle as 
a substitute for manila and sisal fibers 
in the production of cordage. However, 
the inventory restrictions of Priorities 
Regulation No. 1 still govern, and will 
confine everyone’s stocks to “a prac- 
ticable working minimum.” 


* * * 


A record quarter’s output— 
Shipments of war materials by the 
nation’s producers rose to a new high 
in the first quarter of this year, exceed- 
ing $11,000,000,000 in value, the Com- 


MAY 27, 1943 















































ic ‘ill 





WO panels of actual use- 

pictures of power plant and 
shop applications with attached 
folding 7-page descriptive book- 
let, offer many and varied know- 
how-to-use directions and sug- 
gestions which will prove very 
helpful to even your most experi- 
enced customers. 
THE EXCELLENCE OF THESE GRAPHITES 

REMAINS UNCHANGED 

In their new instructive packages, 
these graphites will continue to 
provide in even wider scope, dis- 
tinctive service values in reducing 
FRICTION and OVERHEATING 
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attending EXTREME BEARING 
PRESSURES and HIGHER SPEEDS 
and for COATING GASKETED, 
THREADED and FLANGED PIPE 
JOINTS and in many other simi- 
lar and widely different services. 
THE NEW KNOW-HOW PACKAGE IS 
NOW AVAILABLE ONLY IN THE 
FOLLOWING SIZES 
5 & 10 Lb. Ticonderoga No. 1 (Large Flakes) 
5 &10 Lb. Ticonderoga No. 2 


(Medium Powdered Flakes) 
5 Lb. No. 635 (Finely Powdered Flakes) 


All other size containers of these Graphites in- 
cluding MICROFYNE (extra finely powdered 
flakes), are still being packed in the previous 
style packages, which will be changed as 
soon as new containers are obtainable. 

















Pipe Joint Compound « Graphite Seal 





Graphited Oils ¢ Cup and Pressure Gun 





Grease + Gear Lubricants * Waterproof Graphited Grease * Auto-Marine Grease * Graph- 





Air Guns «+ lathe Center Graphite Lubricant 


¢ Belt Dressing (Contains no Graphite). 
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merce Department reports. Total sales 
of these industries—machinery, automo- 
tive products, and transport equipment 
such as aircraft, railroad equipment and 
shipbuilding—totaled only $6,500,000,- 
000 in the first quarter of 1942, and 
less than $10,000,000,000 for the entire 
year of 1939. The Department’s analy- 
sis of shipments shows that deliveries 
of finished armaments are increasing, 
relative to those of machinery, “now 
that the process of tooling up war 
plants has reached a virtual ceiling.” 


* ” e 


Materials and end products— 
To establish a harmony of relationship 
between the conservation of materials 
and conservation in end-product manu- 
facturing, the Conservation Division of 
WPB has been divided into two primary 
branches—Materials and Products. This 
separation within the division does not 
change any main operational functions; 
these continue to be (1) materials sub- 
stitution, (2) product specifications, and 
(3) product simplification. These _pri- 
mary operating objectives will be 
projected across the two branches, and 
will relate directly to materials and to 
products, clearing each through its 
specialized industrial consultants. 


Emphasizes Victory Garden Benefits 
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Pedestrians were reminded of the benefits to be derived from planting 

Victory Gardens by this unusual window of Herzog’s, Kingston. N. Y. The 

background was green corrugated board, posts of gold material and the 

large “V” in the center and other cut-out letters were white. Seeds, fertilizers, 

and garden tools were featured. The display was installed by M. Hopper. 
store manager. 








Civilian expectations—The ci- 
vilian economy continues to cause con- 
cern in Washington, but there seems to 
be no clear-cut idea what wartime bed- 


rock may be reachable. The WPB pro- 
gram committee, warning that every- 
one will suffer some discomfort in 1943, 
has recommended a six-point plan, de- 


signed to cushion a 15 or 20 per cent 
cut in civilian goods. This calls for (1) 
more consumer rationing, (2) elimina- 
tion of civilian manufacture and as 
much wholesaling as possible in labor 
shortage areas, (3) increased efficiency 
of retail trades and services, (4) cur- 
tailment of less essential goods, (5) 


omen Lhe 


TRIPLEX QUALITY 


protection of consumers’ maximum re- 
quirements, and (6) complete public 
understanding and cooperation. 
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Steel plate—Production in 
April reached an all-time high for a 
30-day month as a result of increased 
rollings during the latter half of the 
month, H. G. Batcheller, Steel Division 
Director, informed the Steel Industry 
Advisory Committee at its monthly meet- 
ing on May 6. Shipments for the month 
totaled 1,121,647 tons, or just under the 
peak of 1,167,679 tons recorded in 
March, a 31-day period. Shipments in 
April, 1942, amounted to 895,971 tons. 
Shipments by continuous strip mills, 


ey Sie 


converted to production of steel plate, 
amounted to 535,548 tons in April, com- 
pared with 563,302 tons in March, and 
337,519 tons in April of last year. 


SEMI-FINISHED NUTS AND CAP SCREWS 


Because TRIPLEX nuts catch on quickly —leok neat. No wonder thousands of 
with their free-running threads. That's women in war plants recognize TRIPLEX.’ 
why! Less work—easier on feminine quality. 
fingers. Clean Triplex cap screws also Mail us your “sixty four dollar’ ques- SS 
turn smoothly and easily. Heads fit well tion on service today. 

TRIPLEX SCREW COMPANY - 5317 GRANT AVENUE - CLEVELAND, OHIO 


») THREADED 
Mm FASTENERS 


AND RIVETS 


Farm incomes up—Farm in- 
come from marketings rose sharply in 
the first quarter of 1943, to $3,690,000,- 
000—a 35 per cent increase over the 
same quarter of last year. All groups 


BOLTS, of farm products recorded sharp _in- 
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- Warner’s “Club House” a Rendezvous for Golfers are urged to keep these important re- 
minders constantly before their cus- 
tomers, 

* cK a 


Sports supplies — Distributors 
report that supplies of reprocessed golf 
balls are very scant, and becoming 
scarcer. Processors are urgently solicit- 
ing further supplies of used or damaged 
balls for reconditioning. One jobber re- 
ports that his supplier is offering to 
“buy back” any unsold portion of a 
good shipment made to the jobber late 
last year. Wholesalers are completely 
sold out of silk and nylon casting lines, 
but there are, for the present, plenty 
of lines in linen or cotton available. 
Baseballs and softballs are in heavy 
seasonal demand, with some supplies 
still available, but getting scarcer each 
week. A large part of all factories’ pro- 
duction is taken upon Army orders, and 

Some time ago, the Warner Hardware Co. of Minneapolis, Minn., stream- the limited flow to regular trade is cen- 
lined the golf section im ats downtown store. This section is now known as tering chiefly on the higher-priced 
“Warner's Club House.” ‘Wood clubs are shown in the upper section of the grades. 
wall racks and irons in the lower. Bags are displayed at either end. * 2 8 
Golfing pictures are spotted in the upper section and on the pillar. 
— The Club House has ample space for inspecting clubs and practise swings. Controlled materials assigned 
Evidencing the preponderance of emer- 
gency needs for steel, copper and alu- 








pro- 
yery- ; . : : j i WPB 
943 creases in income, the Department of tion. Early fuel purchasing and storage minum above available supplies, 


le Agriculture states. also is advised, and retailers in all areas Chairman Nelson has announced the 
de- 


went Government payments to farmers, 
(1) amounting to $271,000,000 in the first 


ieee, quarter, were just even with those in 





the same period of last year. 
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or ; Binder twine—The War Food fasy CONTINUOUS r MILLIONS of 

cur- Administration states, hopefully, that S 

(9) farmers can expect reasonable supplies prayer Victory Gardeners 

re- of hay rope, binder twine and other Less work. Compresses air 

blic cordage for harvesting their 1943 crops. to continue spray between NEED THESE 2 
WEA officials indicated approximately as well as during plunger 
200,000,000 Ib. of binder twine will be strokes. Fits on any quart essential weapons 
available this year. This includes 100,- mason jar. Non-corrosive 

. in 000,000 Ib. of inventory and carryover plastic head, syphon-tube, 

roa stocks from 1942 production and about nozzle. Sold without jar. 

ased 100,000,000 Ib. of cotton and sisal mixed MADE OF DURABLE 

the og . manufactured under ge Retail at 

sion cial subsidy program announced re- 

stry cently by the Department of Agricul- $1.50 each NON-CRITICAL MATERIALS 

eet- ture. As to hay rope, jobbers and Money-back 

ynth , manufacturers are not at all sanguine Guavantes Lightweight @ EASY TO USE 


the that enough can be made, of the substi- 
in tute fibers available, to even “skim the 


; in surface” of the probable demand. DESIGNED FOR EFFICIENCY 
ons. * * * 
ills, 

ate, The next heating season— TESTED AND APPROVED 
‘sis With heating plants still operating for 
ead this season in Northern areas, home 


owners, stores and offices already are IF YOUR JOBBER CANNOT 


urged to arrange the earliest possible SUPPLY YOU—WRITE US AT ONCE. 

cleaning, repairing and reconditioning With the long tube, 

of their heating equipment toward next The American Specialty Co. dust cloud can be di- 

Fall. A shortage of the skilled work- rected between & under 
MANUFACTURERS OF FARM leaves without stooping. 


men needed for this work, and the 
tar 5 MENT FOR 20 YEARS Cv 3 
limited stocks of repair parts available, AMHERST @e OHIO Easiest & best way to protect 


make necessary the prompt inspection low plants—kills insects—repels rabbits 
and cleaning of every heating installa- 
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completion of third quarter C.M.P. al- 
lotments by the Requirements Com- 
mittee. The allotments include over 
1,000,000 tons of copper products after 
total requests by the 14 claimant agen- 
cies had been scaled down by more than 
23 per cent. Total requests from claim- 
ant agencies amounted to more than 
20,000,000 tons of carbon steel, while 
the estimated supply in the third quar- 
ter is slightly under 15,000,000 tons. 
The requests of the Army, Navy, Air- 
craft Resources Control Office and the 
Maritime Commission for carbon steel, 


taken together, were reduced by about 
18 per cent in the allotments made by 
the Requirements Committee. All other 
requests, including those for export, 
were reduced about 27 per cent. The 
third quarter supply allotted by the 
Requirements Committee included about 
2,500,000 tons of alloy steel, and nearly 
660,000,000 lb. of aluminum. All had 
to be assigned in percentages consider- 
ably less than asked. Commenting on 
the fact that the reduction in requests 
was made necessary by the continued 
shortage of critical materials, Mr. Nel- 





@ Good farm fence becomes more vital to victory as the farmer 
faces his biggest food production job. 

Now, you can help him—for Mid-States fence is again available. 

The farmer knows Mid-States—knows that it has stood for high 
quality and dependability in farm fence for many years. He will 
welcome its return to the farm front, even though it is not as 
plentiful as in pre-war days He will appreciate any service that 
will help him with his fence requirements. 

Mid-States’ increased fence production is being distributed as 
equitably as possible for the benefit of all Mid-States dealers. 

And we are telling the ‘good news” to millions of farmers 
through regular advertising in—The American Farm Youth Maga- 
zine, Capper’s Farmer, Poultry Tribune, Prairie Farmer, Progres- 
sive Farmer, Successful Farming. 


MID-STATES STEEL AND WIRE COMPANY + CRAWFORDSVILLE, INDIANA 





Barbed Wire - Steel Posts - Steel-Braced Wood Gates 
Blue Ribbon Bale Ties - and other steel products 
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son stated: “It should be emphasized 
that these requests were carefully 
screened by each agency before presen- 
tation, and they represent only the 
amounts of materials which they could 
use effectively for war production if 
available. With need for nearly one- 
third more copper, for example, than 
we are going to have, we cannot justify 
the use of a single pound for non- 
essential purposes.” 


* * * 


Unemployment very low— 
Unemployment decreased to 900,000 in 
April, according to the U. S. Census 
Bureau, who add that “unemployment 
is now so low that a relatively large 
proportion of the persons included in 
the present estimate are workers ‘be- 
tween jobs’ for whom the duration of 
employment is very short.” Non-agricul- 
tural employment declined 400,000 from 
March to April, chiefly because of in- 
ductions into the military services, but 
agricultural employment increased 600,- 
000, making a net increase of 200,000 
in total employment. 


Farm equipment—The outlook 
for new farm equipment and machinery 
during the coming crop season is not 
discouraging, according to Food Admin- 
istrator Davis, but it will remain tight 
enough to require careful planning by 
all farmers. Steel and other materials 
will be available for increasing the out- 
put of machines, such as balers, com- 
bines and corn pickers, for use at the 
peak harvesting seasons. Already the 
1944 machinery program is being lined 
up to assure production needs for next 
year. Currently, however, the farm ma- 
chinery situation is at its lowest point. 
The situation will improve, but until the 
number of new machines available reach 
a much larger figure, farmers will have 
to pay special attention during this crop 
season to the sharing, repairing and eff- 
cient upkeep of machinery now on hand. 
Farmers who need to build barns may 
obtain the plans for a dairy barn that 
uses minimum quantities of critical 
materials. Published in a Department of 
Agriculture leaflet (No. 232), “A War- 
time Dairy Barn,” the basic plan calls 
for a barn 34 feet by 62 feet, which 
can be built with 9000 lb. less metal 
than is commonly used in such a struc- 
ture. Provision is made for construct- 
ing the building so that metal equip- 
ment, such as pipes, can be put in with 
little inconvenience when they are avail- 


able. 


* * * 


Metal-saving by wood substi- 
tution—More than 5,000,000 tons of metal 
will be released for war service during 
1943 as a result of the program to re- 
place metal with wood in manufactured 
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hsized products, the National Lumber Manu- 
efully facturers Association has estimated. 
esen- Most of the new wood products are 
y the civilian items where metals use has 
could been curtailed, such as _ furniture, 
on if springs, mechanical refrigerators, fur- 
one- niture window screens, etc. Although 
than wood substituted largely for metal in war 
ustify construction for the first time last year, 


non- 


look 


1942’s metal saving was almost as great 
as that estimated for 1943. Statisticians 
of the Association calculated that, on 
the average, ,it is possible to save one 
ton of steel by the use of each 1000 
board feet of lumber. 


* * * 


Chain and mail-order sales, 
ete.—Chain store and mail-order sales 
in March amounted to $1,170,000, ac- 
cording to the Department of Com- 
merce. The March total showed a mod- 
erating of the recent tide of retail buy- 
ing, and was less than 1 per cent above 
the March, 1942, total. Sales for the 
first quarter also reached a total only 
about 1 per cent ahead of last year’s 
comparison. In April, sales of Mont- 
gomery Ward & Co. gained 5.3 per cent 
over a year ago—Sears’ total was off 
3.9 per cent from last year. For 1943 
to date, Ward’s gain was 1.9 per cent 
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Hamper sales jumped when this window display was installed by Herzog’s, 
Kingston, N. Y. This popular line served as a background of other smaller 
baskets and housewares items shown on the floor of the window. 








Sears’ loss was 7.7 per cent. In the 
“variety” field, Woolworth’s April sales 
were 12.6 per cent above April, 1942, 
and its four months’ record, through 
April, was ahead 9.7 per cent. Nation- 


wide department store sales for the 
week ended May 8 rose 12 per cent 
over a year ago, and for the latest four- 
week period gained 13 per cent over 


1942. 
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No. 200 SALES-MASTER ASSORTMENT .. . specially selected, popularly 
priced giftware grouping that has been proved-at-retail from coast to coast for 
sales appeal, turnover, and profit! 60 pieces ... 36 different numbers . 
finely crafted from hand-carved walnut originals. Easy-to-order, easy-to-sell! 
See your jobber for complete details... 
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MULTI PRODUCTS, INC., 1914$. WESTERN AVE., CHICAGO « 225 FIFTH AVE., NEW YORK « 1558 MERCHANDISE MART, CHICAGO 
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For the 
Toughest Jobs 


 ¢ 
VAUGHAN 
US 










THIS VAUGHAN 
BALL PEIN HAMMER 
for Machinists is but one 
of the complete line of 
Vaughan's highest quality ham- 
mers — for every type of job. 






VAUGHAN'S AXES are 

her — because they are 
electrically fused and‘ double 
heat treated. Wide range of sizes 
and designs. 


VAUGHAN & 
BUSHNELL 


MANUFACTURING CO. 


Chicago - Illinois 


92 





Many impulse sales result from this compact, 
well stocked glassware and pottery section. 


Ten Turnovers in Glassware and Pottery 


NEATLY arranged display of 
glassware, glass coffee makers 
and pottery has brought consider- 
able business to the Mt. Lebanon 
Hardware of Mt. Lebanon, Pa. The 
firm enjoys about 10 turnovers an- 
nually on a stock of these lines hav- 
ing a retail value of from $150.00 to 
$200.00. Glass items have always 
been good sellers with this firm but 
interest in them has increased con- 
siderably. 
Heat resistant casseroles, custard 
cups and glass cooking utensils are 
particularly active as a result of the 


neat display. Large price cards also 
serve to attract the attention of pros- 
pective customers. In fact, it is the 
display which plays a large part in 
the turnover enjoyed on these items. 
This section appeals to those who 
desire to purchase gifts as well as 
to those who are purchasing for 
their own use and items are fea- 
tured for as low as 5 cents. It is not 
unusual for women, who have vis- 
ited the store for the purpose of 
buying entirely different merchan- 
dise, to pause in front of this display 
and purchase several articles. 


Refreshment Trays Sell Well Today 


bpm D. & F. Kusel Co.. Water- 
town, Wis., finds that an attrac- 
tive display of refreshment serving 





trays made of glass and wood 
boosts sales volume during these 
times. These trays have many uses. 


—.. 


Prices were prominently featured in this display of trays. 
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They can be suggested as gifts and 
add beauty to the home. 

Customers’ interest in the item 
was achieved by arranging an un- 
usual display on one of the tables 
in the store on which were shown a 
number of trays in various colors, 
designs and prices. These were 
flanked with sets of glass to be sold 
with them. The trays were priced 
to sell from $1.00 to $2.00. 


Kelvinator Issues 
Booklet on Manpower 
Problems 


In revealing another service to 
help refrigeration dealers cope with 
the complex manpower situation in- 
volved in wartime refrigeration ser- 
vice, C. T, Lawson, Kelvinator’s gen- 
eral sales manager. announced that 
the Kelvinator Division of Nash- 
Kelvinator Corp.. Detroit. Mich., 
has published a new booklet on the 
ways and means set up by the gov- 
ernment to handle the various prob- 
lems arising out of the current man- 
power shortage. 

Called “Refrigeration Service 
Manpower Problems and Suggested 
Procedure for Meeting Them,” the 
booklet is designed to help give ap- 
pliance dealers a clear understand- 
ing of government regulations cover- 
ing wages, selling price ceilings for 
labor charges, mechanic manpower, 
selective service and other phases 
of manpower. The new book, a 
follow-up to the highly successful 
“Simplified Training Course For Re- 
frigerator Service Men.” which was 
produced for dealers several months 
ago, is being mailed free to refrig- 
erator retailers. 

Explaining that the government 
has recognized refrigeration service 
as essential to the war effort, Kel- 
vinator’s book provides information 
on what dealers can do to help in- 
sure an adequate supply of service 
manpower. It includes sections on 
what the U. S. Employment Service 
can do to help; how to make re- 
placements with persons not subject 
to the draft; how to provide draft 
boards with the kind of information 
they need; how to appeal draft 
classifications; how the III-B classi- 
fication works and how men over 38 
can apply for release from the armed 
services. 

On the matter of wages. the book 
discusses the Wage Stabilization Law 
and how it applies to dealers selling 
appliances. The effect of maximum 
price regulations as regards service 
charges is another problem taken up 
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in this book. Information given on 
this subject includes facts on how 
a dealer may be entitled to a price 
adjustment and the proper method 
to use in seeking such an adjust- 
ment. 


Using All Our Strength 
ERNARD M. BARUCH, Amer- 


ica’s production genius in the 
last war and special adviser to gov- 
ernment on major policy in this one, 
isn’t talking for publication these 
days. but makes it clear that he 
hasn’t changed his convictions on 
how to deal with basic problems. 






the right spots, in a hurry. 


This is just one place where many tons of Keystone’s 
wartime production is going. And too. . 
tanks, guns and ammunition place upon us heavy 


calls for materials. 


Keystone fence and wire products for the farm 
until Victory. 


must come second to these demands 


Because of 





.. Down the Ways” 


Husky wire cables slung from giant cranes set the 
first sections of the Victory ships. 
duty cables “snub” the momentum of the rapidly 
completed ships as they slide down the ways. 
And between these stages literally miles of wire 
cable carry plates, fittings and sub-assemblies to 


Other heavy 


He feels, according to an article 
in Nation’s Business, that the black 
market menace can be dealt with 
best by placing more government 
reliance -upon the established chan- 
nels and practices of production and 
distribution. 

Mr. Baruch’s philosophy and his 
suggestions for dealing with today’s 
problems are set forth in a report 
which he wrote in 1921 when he was 
fresh from his experience in the last 
war as chairman of the War Indus- 
tries Board. The principles estab- 
lished in that report are as appli- 
cable to the home front of World 
War II as they were to World War I. 
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Remember .. . 





Steel Mills Need Scrap 
...and MORE Scrap! 








KEYSTONE STEEL & WIRE CO., PEORIA, ILLINOIS 


53 Years Satisfaction, Fence Users will continue to 
“‘Look for the Top Wire Painted RED’”’ 


RED BRAND FENCE 
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And Still Available for Hardware Distribution 


Milker of Wooden 
Construction 


“Clean-Easy” milker for 1943 is built 
of wooden construction to save vital 
metals. According to the maker, the 


er een 





amount of critical materials used in the 
milker has been reduced by 70 per 
cent. Tests were made to determine 
the best type of wood for each part to 
insure strength, efficiency and long life. 
All wooden parts are treated with a 
moisture repellent process and outside 
surfaces are heavily enameled. Said to 
incorporate all the best features of all 
the previous “Clean-Easy” models and 
also introduces new improvements in 
the valve chamber and in the milker 
claw. Ben H. Anderson Mfg. Co., 51 N. 
Dickinson Ave., Madison, Wis. 


“Little Doc” First 
Aid Kits 

Kits are put up in four convenient 
sizes, “Little Doc” Regular, “Little 
Doc, Jr.,” “Little Doc” Emergency and 
“Little Doc” Master Air-Raid Warden 
Type First Aid Station. The Regular 
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first aid kit contains a generous supply 
of 15 important first aid items. Con- 
tents as follows: mercurochrome-treated 
adhesive compresses, cotton applicators, 
gauze bandage (in two sizes), petroleum 
jelly, sterilized absorbent cotton, aspirin 
tablets, bottle of mercurochrome or 
tincture of iodine with glass applicator, 
adhesive tape, styptic stick, wooden 
splints, matches, hydrogen peroxide or 
alcohol, drinking cups and first aid 
manual. “Little Doc, Jr.” kit contains 
14 first aid items. Items are enclosed 
in a utility box. The Emergency first 
aid kit contains the same items as the 
Regular kit and they are enclosed in an 
attractive red, white and blue box, 
wrapped and sealed in Cellophane. Gus 
J. Schaffner Co., 534 California Ave., 
Avalon, Pittsburgh, Pa. 


Dry Cleaner for 
Wall Paper 


“A.B.C.” dry cleaner is made from 
art eraser gum, put up in a porous 
bag in a powdered form. According 











to the maker, this cleaner is easy to 
use, never dries or hardens and can- 
not smudge. To use, simply squeeze 
the pad and rub. The tiny particles 
of art eraser are said to absorb the 
dirt and dust. Cleaner requires no 
special handling. Can also be used 
to clean window shades, venetian blind 
tapes, lamp shades, etc. Durasol Chemi- 
cal Co., 77 Traverse St., Boston, Mass. 


New Design for 
Ring Mold 


“Queen Anne” ring mold now has a 
new design which is said to have the 
advantage of simplifying the “unmold- 





U. S. PAT. D-133.413 
OTHER PATENTS PENDING 


ing” of desserts. With this new de- 
sign, whatever is being baked or other- 
wise made in the mold slides out with- 
out effort, according to the maker. 
Molds are made of heat-resisting glass. 
For making hot or cold molds, for use 
in refrigerator or oven. Hickey Sales 
Co., 5558 Wilkins Ave., Pittsburgh, Pa. 


Fruit Jar Filler 


This fruit jar filler for home can- 
ning is made of glass. Packed two 
dozen to a carton, weight, 14 lb. or 
four dozen to a carton, weight, 28 lb. 
Illustration is approximately one-half 
the size of the actual jar filler. This 
is one of the items of the utility glass- 
ware line for home use manufactured 
by The Indiana Glass Co., Dunkirk, 
Ind. 
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FOR VICTORY 


Buy U. S. War Bonds and Stamps 


For Defense Construction 


Buy Spring Hinges of Quality 





Type 2001 
The “Triplex” 


We are proud that 
Chicago Spring Hinges have been specified and 
used for many of our Country’s greatest defense 
plants and for ships of our Navy. 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U.S.A. 
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@ Year in and year out hardware and 
implement dealers have made money 
out of Alligator Steel Belt Lacing—made 
money because Alligator is used every- 
where that belts are used—made money 
because a small stock of Alligator will 
show a remarkably good turnover. Don’t 
let this profitable business get away, 
because you can't deliver when the 
emergency calls come in. 
Check your stock of Alligator today and 
order from your jobber 
FLEXIBLE STEEL LACING CO. ' 
4616 Lexington St., Chicago 








ALLIGATOR 


TRADE MARK 


STEEL BELT LACING 


1943 
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TROJAN SAW BLADES 


—are still made of high carbon content wire rolled to 
TROJAN specifications, and oil hardened and tempered 
to stand maximum abuse. Teeth are filed and set (not 
stamped). That's why they outlast ordinary blades. 
TROJAN BLADES are available if you are supplying 
War Plants, Governmental Agencies or Training 
Schools who are able to extend the required preference 
ratings. 


ACKERMANN, STEFFAN & CO. 


4534 W. Palmer Street _ Chicago, Illinois 
New York: 200 Church Street = San Francisco: 1270 Bush Street 
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It's New! It’s Better Than Ever! 


MINUTE MOP 
ann DRAINER 


* New Features ! 


New 8-ply long fibre cotton 
cord mop-head. New ad- 
justable drainer fits any 
pail! New money - back 
guarantee behind MINUTE 
MOP! 


& New Sales Power ! 


Soneeas Departments 
ev found the orig- 
inal MINUTE MOP a 
sure-fire seller. One store 
sold over 500 in ONE 
DAY! Another sold 13,000 
in 22 weeks . . . others 
average 3 gross a week! 


* New Profits! 


The new MINUTE MOP 
is available for immediate 
delivery. Write for our 
special demonstration and 
advertising deal that will 
introduce it to your cus- 
tomers. 


Minute Mop Co. 
2225 Calumet Avenue 
Chicago, Illinois 








BUSY HOUSEWIVES NEED IT! 


This all-purpose mop cleans everything, 
from floors and walls to even autos. 
Keeps hands out of water. Saves tire 
some wringing, stooping, splashing. 
Drainer fits any pail and drains mop 
quick as a wink. No mechanical parts 
for women to fool with. 
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—Wwith these Victory model 


Electric Fence Controllers 


They help the farmer keep up food 
production, in the face of short- 
ages in farm labor and materials. 
They help you keep up profitable 
volume, in the face of merchan- 
dise shortages. 


All the famous Prime quality is 
here. The only real difference be- 
tween these Victory models and 
higher priced Prime controllers is 
that some “convenience” features 
have been removed, saving critical 
materials, 

Model 48-V (shown above) for hi-line 


use, carries the Underwriters’ Seal of 
Approval for safety. Sells for $34.50. 


Model 33-V for battery operation, is a 
high-quality unit selling for $15.50. 

Prime is the No. 1 name in the 
electric fence business, backed by ten 
years of successful operation, Pick 
Prime and assure your future in this 
growing industry. See your jobber. 
Prime sells only through jobbers. 


The Prime Mfg. Co. 


Milwaukee, Wisconsin 





_WHATS NEW 








Hose-Horse for 
Gardens and Lawns 


Hose-Horse holds the hose securely 
and directs the spray or stream to the 
area desired. Angle of the stream can 





be changed by a simple adjustment 
of the rear leg. Can be moved from 
place to place without shutting off the 
water. Holds any type garden hose 
and any type nozzle. Hose-Horse is 
of all wood construction, protected 
with a wood preservative and water 
repellent. Simple directions given on 
label attached. Shipped practically 
knocked down, six in a container, and 
are set up without screws or nails. 
Vet-L-Top Tables, Inc., Wood Prod- 
ucts Division, Milwaukee, Wis. 


Glass and Kraft Board 
Chicken Feeders 


Glass chicken feeder has round glass 
saucer bottom and kraft board top with 
six holes. The bottom is constructed 
of very heavy crystal glass. Six holes 
in the top are carefully punched out to 
insure protection of chicks. Top or 
cover, which is said to be weather re- 
sistant, is cut to fit securely into glass 





bottom and rests on a glass ridge de- 
signed to hold it. Size—six in. in 
diameter, 1%4 in. deep. Packed 3 dozen 
to container. Kraft Board feeder is a 
10-hole oblong or boat shaped feeder. 
Size—approximately 10 in. long at top, 
4 in. wide and 1% in. deep. These 
feeders are packed three dozen flat to 
the container. Directions for assembling 
are printed on bottom of each feeder. 
Dealer cost of feeder with glass saucer 
is $8,40 per gross. Kraft board feeder 
also is priced at $8.40 per gross. The 
Bromwell Wire Goods Co., 312 United 
Bank Bldg.. Cincinnati, Ohio. 





“Sabotage” Card Game 


Using one of the most exciting 
phases of the war as its theme, this 
card game builds its action and plays 
around it. Sabotage and bombing are 


actually committed during each hand. 
Easy to learn but requires skill as 
well as luck. Takes from 8 to 10 
minutes to play a hand. Two to four 
can play with one deck. Consists of 
90 colorfully decorated cards packed 
in attractive box. Game can be played 
by children as well as adults. Ander- 
son & Sons, Westfield, Mass. 


Drake Hardware 
Catalog 


Drake Hardware Co., Burlington, 
lowa, wholesale hardware distributors. 
has issued its general catalog No. 79. 
containing descriptions and prices of 
mechanics’ tools, agricultural imple- 
ments, builders’ hardware, household 
goods, steel and sheet metal products. 
plumbing supplies, paint, stoves, shelf 
hardware, sporting goods, electrical sup- 
plies, wire and nails, explosives and 
precision tools. Also contains illustra- 
tions and a complete index. 
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“Sterno” Now in 
Glass Jars 


“Sterno” Canned Heat is now being 
packaged in glass jars in order to save 
metal needed for the war effort. The 


“ Til 
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product in this new refill package is 
the same as that formerly put up in 
cans. “Sterno” is a solid fuel and the 
new idea is to scoop up with a spoon 
<olid pieces of the product, as much 
as required, refilling same in an empty 
“Sterno” can. Maker states that the 
refilled product will burn in the same 
manner as it formerly did when sold in 
the original cans, that is, it will stay solid 
without melting under any conditions. 
Refilling method will effect consider- 
able savings in operation as there will 
be no waste and the user will only 
put in and burn what he requires. The 
maker states that “Sterno” should never 
be burned in the glass jar and the con- 
tents should always be removed to an 
empty can before burning. Sterno 
Corp., 9 E. 37 St., New York City. 


““Alexite” Skin 
Protector 


\ product developed to help work- 
ers fend off the misery of industrial 
dermatitis, a skin disease that is pre- 
valent in some industrial plants. With 
the flake-like inert, harmless mineral 
powder—Alexite—as a base. this cream 
has been developed to protect workers 
from this disease. It is said to form 
a barrier against skin absorption of 


water, oil or grease-carried irritants. 
Maker states that it guards against 


fumes, scale, dust, iron oxide, actinic 
rays of sun and welder’s glare. wind, 
paint, ink, most stains and other skin 


irritants. A small amount on the end 


of a finger is enough to cover a large 
pair of hands, according to the manu- 
facturer. It is a soft, pleasantly scented, 
non-greasy cleansing aid, easily removed. 
Packed in one individual size and three 
large shop sizes. Alexite Engineering 


Wholesale Hardware 
Catalog 


Odell Hardware Co., Greensboro, N. 
C., wholesale distributors of shelf and 
heavy hardware, recently issued its 
general catalog No. 42. This 670 page 
catalog lists the items carried by the 
company together with a description 
of the products and prices. The catalog 
is completely illustrated and = con- 
veniently indexed. 


Display for “Old 
English” Polish 


The A. S. Boyle Co., Jersey City, 
N. J., has made available a new center- 
piece featuring “Old English” Scratch 


LOOK! Scratches 
dsappear as 
vou polish 
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Old English 
SCRATCH REMOVING POLISH 


FOR FURNITURE WOODWORK - FLOORS 


Removing Polish. Lithographed in six 
colors. Overall dimensions of this new 
piece are 2814 by 35 in. It can be used 
for window or interior display. 


Folding Picnic Table 

An all-wood folding picnic table for 
all outdoor uses, such as the beach, 
woods, backyard grills, etc. It may 
also be used as a bed tray table. Ac- 
cording to the maker, it is light. easy 
to carry and simple to operate. There 
are no locks as the unit opens and 
closes like a book. Further details will 
be given on request. Howe Folding 


Furniture Inc., 1 Park Ave., New York 
City. 





MAY 27, 1943 











Many a merchant has noticed that Weld- 
wood Waterproof Glue is moving off his 
shelves at a record pace. 


Carpenters, cabinet makers, mechanics and 
home craftsmen are fast appreciating the 
good qualities which led the U. S. Army. 
U. S. Navy and Civil Aeronautics Authority 
to give this glue their unqualified approval. 


Convenient to handle and display . . . attrac- 

ively packaged in display cartons of 10¢, 
25¢ and 50¢ cans. Also available in 1 Ib. 
(85¢), 5 lb. and 10 Ib. cans. 


Order Weldwood Glue and attractive, atten- 
tion-arresting counter display (free) through 
your jobber. Act now ... supply limited by 
Uncle Sam’s war needs. 


For full information mail coupon below. 


Weldwood Glue has everything: 

1. Tremendous Strength. 

2. Waterproof, Bacteria- 
and Rot-Proof. 


3. Quick aad Easy to use. 
Noheating. Nowaiting. 


4. Economical. 

5. Applied Cold, quick 
setting. 

6. Stain-Free. 

““Makes the glue line the SAFETY line” 


WELDWAUD 


Plastic Resin a 
WATERPROOF GLUE 





LWATERPROOF GLUE 





UNITED STATES PLYWOOD CORPORATION 
Weldwood Glue Dept., 103 Park Ave., N.Y.,N. Y. 


Please send literature, prices, discounts, samples 
and information on WELDWooD Glue dealer plan 


Name- aw 
H.A. 5-27-43 
MMB evesisttitrnenscsse — 
Our Jobber is - icsiiletaae 
97 





By L. W. MOFFETT 
Washington Representative 
of Hardware Age 
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THE IMPORTANCE OF PRO- 
VIDING a more workable means 
whereby plumbing and heating repair 
and replacement items can be obtained 
by the civilian was stressed by mem- 
bers of the WPB Plumbing and Heat- 
ing Distributers Industry Advisory Com- 
mittee at a meeting with government 
officials in Washington. 

Committee members urged the estab- 
lishment of a preference rating suf- 
ficiently high to enable the distributer 
to obtain repair parts and complete re- 
placement units from the manufacturer. 
They also urged that certifications to 
obtain repair parts call for signature 
by the consumer only. This certification 
would be retained in the files of the 
person selling the repair part to the 
consumer. 

The members also recommended that 
certification covering a complete re- 
placement unit be strengthened and the 
order so written that this certification 
would be forwarded to the distributer, 
who would retain it in his file for pos- 
sible inspection by the WPB Compli- 





ance Division. It was suggested that 
such certification be signed by consumer 
and installer and that complete replace- 
ment units for which this certification 
is necessary should be enumerated in 
a definite list which should be part of 
a formal WPB order. 

The committee urged a revision of 
Order L-79 to permit wholesalers and 
plumbers to dispose of slow-moving de- 
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A NEW FLOOR CLEANER 
EVERY CAR and 
TRUCK OWNER NEEDS 


AND GREASE 


aos 


ASBESTOS Sweeping COMPOUND 


Here’s just what you’ve been looking for—a rapid-fire seller and profit 
maker to take up that “volume slack’’ on war-restricted items! 


Carey Grease Ball Asbestos Sweeping Compound is new and different 

. an efficient, inexpensive, fire-safe compound for sweeping up oil and 
grease deposits. Absorbent—Non-Combustible—Non-Skid. till aaiialte 
Used dry—nothing to add. Non-caustic—wiil not damage = swveping Compound 


ae ° ° ° falls in “Cl J, 
floors or injure hands, shoes, or clothing. Available in Non-Combusti ble” 
8-lb. cartons and 50-lb. bags. Attractive display and “cu7tine 10 ihe 
sales promotion material available. Write Dept. 66 for writers’ Labera- 


tories, Ine. 
details. 





luxe type equipment, most of which is 
now frozen in stock. 
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THE IMPORTANCE OF HORSE 
SHOES and harness hardware in con- 
nection with the overall food produc- 
tion program was discussed by the 
Horseshoe and Harness Hardware In- 
dustry Advisory Committee at a meet- 
ing in Washington with officials of the 
WPB and other Government agencies. 
The meeting was the first held by the 
committee, recently appointed by WPB 
to advise and consult with officials on 
problems concerning its particular seg- 
ment of the farm machinery and equip- 
ment industry. 

Committee members pointed out that 
the great increase in the use of horses 
makes it imperative that adequate 
quotas be established for horseshoes 
and harness hardware. Because of the 
rationing of gasoline and petroleum 
products and a shortage of machines, 
horses are being widely used as a sub- 
stitute for farm machinery and must 
be adequately supplied with shoes and 
harness. 

It was brought out that manufacturers 
have already accomplished much sim- 
plification and conservation by volun- 
tarily limiting styles, shapes and sizes, 
thus aiding in the conservation of both 
materials and manpower. 


* &- 2 


THE NEED of a readily available 
supply of supplementary equipment 
such as pipe, pipe fittings, motors, etc., 
needed for the installation and repair 
of farm equipment was emphasized at 
the first meeting of the Farm Ma- 
chinery and Equipment Suppliers In- 
dustry Advisory Committee, held re- 
cently in Washington with officials of 
WPB and other Government agencies. 

The installation or repair of milking 
machines, farm water systems, live stock 
drinking cups and other farm equip- 
ment, Committee members said, is often 
held up by delay in securing necessary 
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supplementary supplies. One oi the 
difficulties, it was pointed out, is the 
fact that many items, such as bolts, 
nuts and circular cordwood saws, are 
not solely used on farm equipment but 
are, nevertheless, essential for farmers, 
if they are to meet the food production 
goals set for them: Industry-members 
suggested that the Committee might be 
helpful in making recommendations for 
solving the difficulty. 

The manpower problem within the 
suppliers’ industry was reviewed and 
the specialized training needed by sup- 
pliers, if they are to be of service to 
farmers, was pointed out by Committee 
members. 

x &* * 


MANUFACTURING of enameled 
and cast iron kitchen utensils for ex- 
port can be exempted from simplifica- 
tion provisions of Orders L-30-b (En- 
ameled Ware) .and L-30-c (Cast Iron 
Ware), when specifically authorized by 
WPB, it was annouced recently. 

Both orders, as amended, provide for 
meeting export requirements that do not 
conform to restrictions on sizes and 
shapes of articles covered by the order. 
Applications for authorizations are to 
be filed on Form PD-556. The appeals 
feature in each order has been brought 
into line with Priorities Regulation 16 
by providing for the filing of Form PD- 
500 with WPB field offices. 


xk *® 
ANOTHER STEP in simplifying 


procedures has been taken by OPA in 
announcing that applications for ad- 
justment and petitions for amendment 
of price regulations no longer need be 
sworn to or affirmed. Public incon- 
venience and expense, resulting from 
the requirement that these documents 
be sworn to or affirmed before a notary, 
may he avoided without impairing the 
reliability of the documents. Federal 
statutes impose heavy criminal penalties 
for making false statements to the Gov- 
ernment, whether they are made under 
oath or not, it was pointed out. 

The action does not extend to pro- 
tests or documents which may be filed 
in support of protests. These form the 
basis for court action and so are sub- 
ject to different rules. They must con- 
tinue to be notarized, OPA said. 

The new practice becomes effective 
with the issuance of a Revised Supple- 
mentary Order No. 23, Amendment No. 
3 to Procedural Regulation No. 1 (Re- 
vised). Amendment No. 3 to Procedu- 
ral Regulation No. 6 and Amendment 
No. 1 to Procedural Regulation No. 7. 


* & ®@ 
ACTING TO ENCOURAGE ITS 


USE as a substitute for hemp, manila 
and agave fibers in the production of 
cordage, WPB has relaxed previous in- 
ventory restrictions on istle to permit a 
practical minimum working inventory 
of the material. Istle is a fiber grown 
in Mexico and has come into increasing 
demand as a substitute for hemp and 
other cordage fibers imported from the 
Far East and used for making rope. 
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Order L-138 as amended removes en- 
tirely previously applied inventory re- 
strictions on istle which had limited WAR CONSTRUCTION 
stocks to a one to four months’ supply, As percentage of all 
depending on what form the fiber was U. S. construction® 
in. However, it was emphasized that 
inventory restrictions of Priorities Reg- 
ulation No. 1—permitting only a “prac- 
tical minimum working inventory”—are 
still applicable and will operate to pre- 
vent accumulation of excessive inven- 
tories. 

The amended order also removes the 
requirement that persons receiving istle 
or istle products certify to their sup- 
pliers that their inventories did not 
exceed the previously permitted maxi- 
mum of one to four months’ supply. 

















*Includes Government-financed industrial plant expansion, 











Other changes in the amended order city tndlinien, tenting, sd cotmeenty tects 
are: SOURCE WPA 

1. (The use of cut istle, istle tow and “al 
istle in rope form for upholstery and —— _ 
padding is restricted to orders rated Showing the way in which war con- 


AA-5 or higher. Previously, and A-2 struction has increased since 1940. 


rating was necessary for this purpose. 


2. Processors are required to file official interpretation of the order 
monthly reports on Form PD-469. issued by WPB. The interpretation also 
xk k spells out the method for calculating 
QUESTIONS relating to such allowable receipts for the second 
things as imported goods, “swaps” of quarter of 1943, gives a detailed defi- 
inventories between merchants, calcu- nition of consumers’ goods and mer- 
lation of allowable receipts, and other cantile inventory as covered by the 
problems arising from operation of order and also specifies what is meant 
Order L-219 are dealt with in the first by imported goods and antiques. 


You get the advantages of Kaufman Process 


manufacture in @LEWELAND 
rn 


FILLISTER HEAD CAP SCREWS 


Heads cannot shear or break from Cleve- 
land Fillister Head Cap Screws, made by 
the Kaufman Process which knits the steel 
structure closely together. And Cleveland 


finishing methods assure you accurate con- 
centricity for smooth, firm seating. Clean, 
square slots provide positive screw- 
driver grip. Write for samples and prices. 
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THE CLEVELAND CAP SCREW CO. 
2917 E. 79TH STREET + CLEVELAND, OHIO 
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Cleveland Cap Screws 


Set Screws and Special Upset Parts [chicaco: 726 W. Washington Bivd. 

PHILADELPHIA . . 12th & Olive Sts. 
NEW YORK. .... 47 Murray %. 
10S ANGELES . . . 1015 E. 16th Se. 
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lists for 26 years in H and Threaded Products 















In meeting the needs of our 
armed forces—in keeping 
mechanical equipment in good 
fighting condition—our entire 
production is going into the 


war effort. 


We look forward to the day 
when we can fully supply your 
needs— with even better, im- 
proved Vichek Tools. 


ue VLCHEK fee] aor 


3001 E. 87th St., Cleveiand, Ohio 








Johnny Russell 


In Memoriam 


By RAYMOND RUBICAM 


Chairman of the Plans Board 
Committee, Young & Rubicam, 
New York City 


THIS MEMORIAL to Johnny Russell by 
Raymond Rubicam was first published 
in the New York Times, January 27, 
1943. Within 48 hours of its appear- 
ance in the Times as an advertisement 
—it had inspired hundreds of letters, 
requests for reprints, suggestions for 
its wider circulation. 


“Johnny Russell—In Memoriam” has 
been broadcast by radio stations, 
quoted by columnists, posted in war 
plants or circulated to employees in 
booklet form, used in schools, and 
mailed to men in service by parents 
and relatives. 


A few people have wanted to be 
assured that Johnny was a “real” per- 
son. He was; his story as told is 
factually true 


x * *& 


N.. long ago I re- 


ceived in the mail a sober, engraved 
announcement which read as _ fol- 
lows: “The Army Air Forces, South- 
east Training Center, Announces the 
Graduation of Class 43A, Spence 
Field, on Thursday, January 14, 
1943, Moultrie, Georgia.” 

Attached to the announcement was 
a personal card: “John M. Russell, 
Lieutenant, Air Forces, United 
States Army.” 

“So Johnny, made it,” I said to 
myself; “I knew he would.” 

Then I wrote him a note of con- 
gratulation, and ended by saying. 
“I hope you come back as Doolittle’s 
boss.” 

A few days later, the letter I had 
sent came back to my desk unopen- 
ed. Across the envelope had been 
written “Unclaimed.” 

The office girl who gave it to me 
said, “Johnny was killed before he 
got your letter.” 


Johnny crashed on the day of his 
graduation — died in rehearsal for 
the great performance he would 
surely have given as a fighter pilot 
on the battle front. 


x * * 


When I first knew about Johnny. 
he was a Western Union messenger 
boy in Detroit. Our branch office 
there, which was not large and not 


too prosperous, had no messenger 
boy of its own. Whenever the office 
phoned Western Union for a boy to 
carry an important message or pack- 
age to some place in the city, Johnny 
turned up with surprising regular- 
ity. When the people in the office 
began to kid him about this, he an- 
swered, “I’m going to work for you 
folks some day. I want you to get 
acquainted with me.” 


Johnny continued to appear and 
to perform with speed and _ intel- 
ligence. What’s more, he managed 
to put such personality into even 
the job of messenger boy that the 
folks in the office were always glad 
to see him. Gradually they began 
to think of him as a fixture. 

Then one day Johnny appeared 
and took from his pocket a slip of 
paper. “Look,” he said to the man- 
ager, “I’ve kept track of the money 
you spend on messenger fees and 
it’s enough to hire me by the week. 
If you did, you’d get a lot more for 
your money, because I’ve been ask- 
ing about your work and there are a 
lot of other things I could do around 
here that would help.” 

So Johnny went to work for Young 
& Rubicam, and soon he started in 
night school.. He wanted to learn 
the advertising business from top to 
bottom, and lost no time in getting 
started. 

It wasn’t long before everybody 
was trying to help Johnny learn and 
get ahead. His fame spread to the 
home office. and when the executives 
from there went to Detroit they al- 
ways had a visit with Johnny and 
helped explain the business to him. 
He enjoyed a standing new in our 
history of office boys. 

People said. maybe it was because 
he was so young, or had never had 
a chance to go to high school, or 
was so small that he measured no 
more than five feet five and weighed 
perhaps a hundred and twenty. 


All these things helped, no doubt. 
But the big thing was you felt that 
Johnny believed everything good and 
great that he had ever heard or 
read about people and about life. 
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And you felt that Johnny had be- 
come what he believed. 

Soon Johnny was in the home of- 
fice still studying and still climbing. 
Everybody watched his progress 
with relish and enjoyment as if it 
were their own. Johnny was ambi- 
tious, but not ambitious at the other 
fellow’s expense. He wanted to do 
a job, but not to take somebody 
else’s job. 

“This is a wonderful kind of busi- 
ness,” Johnny used to say. “You 
can dig into all sides of everything 

- marketing, manufacturing, re- 
search, writing, and art. It’s an 
education for a fellow who never 
had any, and I’m going to learn all 
I ¢an about it.” 

Then one day—long before Pearl 
Harbor — Johnny came to me and 


. said, “I’m going to have to interrupt 


my study of advertising until after 
the war. I’m going to study for the 
Air Force. I want to be a fighter 
pilot.” 

“What are you going to have to 
take, Johnny?” I asked. 

“History, English, algebra, and 
trigonometry — at night,” said 
Johnny. 

Pretty tough going that schedule 
was for a boy who had never been 
to high school. Johnny discovered 
that fact in the next months, but 
he never got discouraged, never lost 
his smile, and plugged ahead. 

After many months, he stopped in 
my office again and said, “I’ve 
passed my examination and I’ve 
been accepted. I’m leaving next 
week, but I hope you'll let me come 
back after the war, because I’ve still 
got to learn this advertising busi- 
ness, and this is where I’d like to 
learn it.” 

“You bet you can come back, 
Johnny,” I replied. “Everybody 
will want you to and we'll make a 
job for you if there’s a job to be 
made. But are you dead sure you'll 
want to come back? Are you sure 
that flying and aviation haven’t got 
in your blood?” 

“No, it’s not that,” Johnny an- 
swered. “I can come back to the 
advertising business and still fly. 
Maybe I can own my own plane. 
It’s not that—it’s the war. It’s got 
me.” 

Johnny didn’t know—in words— 
why he wanted to fight this war be- 
fore we were in it. 

He wasn’t fighting, like the Nazis, 
because his country’s leaders had 
painted a picture of gain to him— 
of world conquest, of rich new ter- 
ritory—of domination and loot. 

He wasn’t fighting, either, because 
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his homeland had been despoiled 
and his back was to the wall, like 
the Russians’. 

He was fighting because he felt, 
without having to think about it, 
that Johnny couldn’t be Johnny in a 
world like Hitler’s. 


x * * 


It is tragic that Johnny couldn't 
have helped to win the victory. And 
it is the world’s loss that Johnny 
won't be here to counsel on the 
peace, for Johnny would have been 
wise. 

Johnny couldn’t have influenced 
senators, congressmen, or masses of 
people. But Johnny could have in- 
fluenced a few—his mother and his 
father, his girl and his friends in 
the office, and everyone will be need- 
ed on the side of wisdom when it 
comes to making the peace. 

Johnny knew before many of his 
elders did that we cannot wish war 
away and that we cannot “isolate” 
against it. We tried that after the 
last world war, but the tragic result 
is a worse world war today. 

Many of Johnny’s elders will feel 
the same after this war as they did 
after the last one. They will be 
thinking of the fate of boys like 
Johnny—and they will want to save 
the generation ahead from similar 
tragedy. 

Many of them will still not have 
learned that you can’t stop wars 
by publicity campaigns against the 
sellers of munitions, or by interna- 
tional agreements on paper to cut 
down armaments. Or if some have 
learned that those things won’t work, 
then they will think we can be safe 
by locking ourselves in the house 
and building ourselves a Maginot 
wall of ships and airplanes big 
enough to bankrupt us. (But still 
not big enough to protect us.) 

We don’t hear much of that talk 
yet, because everybody is trying to 
win the war, but it is the thing we 
are going to have to fight against 
in the hearts and minds of parents 
if we want to win the peace. 

The kids who come back will 
know it can’t be done that way. And 
they will have plenty of nerve to 
tackle the job of building a new 
world team. A world team to keep 
the peace. A good, husky team arm- 
ed with something more than a book 
of rules. 

The kids will know instinctively 
that peace is like freedom—if you 
want to keep it you have to be pre- 
pared to fight for it. So let’s listen 
to them. Johnny won’t be here. but 
his pals will. 











“Every dime and dollar not 
vitally needed for absolute 
necessities should go into 
WAR BONDS andSTAMPS 
toadd to the striking power 
of our armed forces.” 
—President Roosevelt 
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‘New Goal for 
Payroll Savings Plan! 


Along with increased war produc- 
tion goals go increased costs < 6 3 
extra billions which must be raised, 
and raised fast, to win this war. 
That means we must raise our sights 
all along the line, with every firm 
offering every American with a 
regular income the chance to buy 
more War Bonds. YOUR help is 
asked in encouraging employees 
to put atleast 10 percent of their pay 
into War Bonds every payday, 
through the Payroll Savings Plan. 
For details of the Plan, approved 
by organized labor, write, wire, 
or phone Treasury Department, 
Section T, 709 12th St: Ni W., 
Washington, D. C: 





xd 











U.S. WAR SAVINGS BONDS 
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Now... 


MAKE MONEY 
SELLING 


MENASHA 


woop 
REFUSE PAILS 


QUICK SALES 
FAST TURNOVER 


It’s good business these days to really 
get behind items not vitally needed 
in the war effort . . . MENASHA 
WOOD REFUSE PAILS--for ex- 
ample. You'll find them in great 
demand right now for general util- 
ity use and extremely popular as a 
replacement for metal Garbage Cans. 


They are made of durable kiln dried 
Western Fir—painted inside and out 
—-handles on both sides. Two welded 
wire hoops are stapled to staves 
with steel strap hoop at bottom for 
extra strength and rigidity. Cover 
has metal flanged rim to assure snug 
fit over top of pail. Nested and tied 
in lots of six. No priority needed. 





No. 132 
SIZE: 8 GALLON 
Get in on these profits by ordering 
Menasha Wood Refuse Pails from your 


Jobber today. If he can’t supply you— 
write direct for full details. 





JOBBERS: 2or't pas up this fast mor. 


merchandise. 
market—quick turnover—good profits—no priority 
~ 7 Write today for complete details and 
prices. ‘ 











HAROLD P. SAMMANN CO. 


PHONE: AMBASSADOR 2331 
1737 W. HOWARD ST. 
CHICAGO, ILL. 
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How to Run 
a Hardware Store 
in Wartime 


(Continued from page 40) 


Regulation W the hard way. Whev 


Regulation W went into operation 
a year ago last September, I read 
about it in the newspapers, and in 
the trade journals, talked to the 
banker about it, attended two 
meetings where gentlemen from 
Washington expounded and ex- 
plained, listened to others, asked a 
lot of questions irrelevant to my 
interest in it, and still wondered 
if I could ever understand all of 
it. 


Simplified by Study 

Then I decided I’d just come up 
to Kansas City and go to the Fed- 
eral Reserve Bank and really get 
the dope. I talked to an extraor- 
dinarily patient and _ intelligent 
man there, who finally in the con- 
fusion into which I had cast him, 
asked me if I had ever just sat 
down quietly and with the radio 
off, and read the thing. He gave 
me a nice, clean copy and I studied 
it carefully, marked the items 
which we sell, memorized the per- 
centages of down payments of 
each, the maximum time limits, 
worked out a simple statement of 
transaction, had it printed, and 
sold myself completely on the 
necessity and sanity of the whole 
regulation. 

When the changes came into ef- 
fect each time, I repeated the read- 
ing and studying performances, 
didn’t have to attend any meetings 
with any bankers, and had it well 
enough in mind to pass on to the 
salesmen only the information 
they needed to complete sales of 
listed articles. 

I was just as stupid when stoves 
were first frozen. If I remember 


correctly, the first hold order was | 


on gas stoves. I had a customer 
for one the first thing the morn- 


| ing that we received the order. So 
| —I told the lady that the stoves 


were frozen, that I guessed they 
wanted them for the Army, and 


| that I supposed it meant that there 


would be none available for 
civilian use until the war was over. 


_ DTT —|-,€ | She immediately rushed out to an- 








DETACHABLE BLADE 
KNIVES. for HOBBYISTS 


& EVERY ART & 
CRAFT! 







No other item you've ever bandled 

returns you so much sound, steady 

profit, or your customer such com 

plete satisfaction . . . and that’s why con- 

stant repeats make your profits swell. Here's 

healthy prosperity just waiting to be asked 
. . GRAB IT! 


Address inquiries to Alfred Fleld & Ce., sele 
distributors in Hardware Field, 93 Chambers 
Street, N. Y. 






Get our deal for 
this beautiful 
silent salesman. 


Let Sharp-Edged Advertising Help 


\ national “‘big push’ in publications reaching the 
very people who buy from you . . . plus strong, 
compelling ‘“‘Dealer Helps’’ and this handsome 
time-proved display cabinet containing ample stock 
. . . these together make X-acto Knives with 8 in- 
terenangeable blade types PROFITABLE. Get all 
the facts today. 
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One of the many things that 


ONLY WIRE WILL DO 


The war asks for impossibilities 
— and gets them! To the constant 
call for the hard-to-make, wire is 
often the only “best” reply. As a 
result, Brooks wire working skill 
and equipment — backgrounded 
by nearly a century of research 
and practice — is now entirely de- 
voted to winning the war. So, 
until the “lights come on again,” 
remember the slogan: “Brooks 
for Hooks”! 


M. S. Brooks & Sons, Chester, Conn. 
Since 1848 


“BROGKS & HOGKS® 


HARDWARE AGE 
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COTTERS 


@ A blow on the diamond-shaped head of Lamson 

Cotters spreads prongs. “Efficiency” points serve asa 

drift pin. Lamson stock cotters conform to all Govern- 

ment specifications. Cotters of brass, bronze, alumi- 

num and stainless steel are made to specifications. 
A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 





It’s Easy 


to See — 


Why so many adver- 
tisers use the Classi- 
fed Opportunities 
Section of Hardware 
Age when they want > 
to reach Manufactur-/’ 
ers, Manufacturers’ 
Agents, Jobbers, Job- 
bers’ Salesmen, Re- 
tailers and Retail 
Salesmen. They reach the very class they 
want to reach and get results. That is 
why the— 






SS 
ae 

CLASSIFIED — 

OPPORTUNITIES SECTION 


of Hardware Age is so well patronized—advertisers know 
they are advertising in the right medium. Hardware Age 
carries their message straight to the “Cream of the trade” 
without waste circulation. Your advertisement speaks the 
Hardware language to the Hardware trade. Send your ad 
with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St. New York City 





DOOR HANGING THE EASY WAY 














for excellence 
awarded 
April 8, 1943 


THE COLUMBIAN VISE & MFG. CO. 





Champion 


Detachable Sereen 
Door Hinge 


as permitted by Order L236 


By simply withdraw- 
ing the loose pin you 
can take the door 
down without remov- 
ing the screws. To re- 
hang the door just set 
it in place and return 


the pin. Spring is 





protected in barrel. 
No. 74 Hinge is attractive 


and durable—a Champion Hinge. 








9017 BESSEMER AVE. CLEVELAND, OHIO 
THE WORLD'S LARGEST MAKERS OF VISES 
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YOUR SHARE OF 
INDUSTRIAL | 
SOLDERING IRON 


BUSINESS? 


- 





One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Iilustrated here is No. 600-10 (100 


watts, %& in. tip) from the line of 
DRAKE Industrial Soldering Irons. 







ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 









(ross tack 


is A COOD TACK 


(AND THEY’RE ALL STERILIZED 


ITT] 


Jacks and staples 


for new nequinements 
a specially ~ ~ ~ 


W.W. (‘ross & C0. INC. 


EAST JAFFREY. N.H. 
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other store where they hadn't 
heard the news yet, bought her 
stove and had it delivered that 
day! 

If I had known then what I 
know now, I'd have explained that 
a temporary freeze order preceded 
a rationing process of some kind, 
that if she really had to have a 
stove then, there would be some 
way for her to get it. I would 
have explained that if she didn’t 
need a stove, really, that perhaps 
the armed forces would make bet- 
ter use of the metals involved and 
that I’d take her name and ad- 
dress and as soon as the rationing 
order was out, would let her know 
how she could get one. 

It didn’t take long for us to 
learn to negotiate in this way. The 
strange disadvantage that you oc- 
casionally encounter by receiving 
word of order before your com- 
petitors do is a hard one to han- 
dle. The time that elapses be- 
tween the issuance of an order and 
the time yeu get it, anyway. puts 
the dealer in a peculiar position. 

We expedited our selling proc- 
esses on stoves considerably by 
having printed forms of our own 
for the P-84 and L-79 priorities 
for sales of stoves, some repairs, 
plumbing equipment. These are 
no longer suitable for selling heat- 
ing stoves, but are still usable for 
other types. We also had P-100 
slips made, as well as rubber 
stamps of several 
quite often. 


others used 
What we happen to 
have done might not fit your par- 
ticular set-up, but I offer them 
merely as suggested 


methods. 


procedure 


Read It—Then Do It! 


In short, we have learned that 
when a new regulation goes into 
effect that the shortest cut to sim- 
plifying it is to read it, see if it 
applies to you, work out the sim- 
plest possible way in which to ful- 
fill it, and then do it. When an or- 
der is new, many times interpreta- 
tions are different. Your own is 
probably as nearly right as the 
After it has been 
working, or not working, for a 
time the issue clarifies itself, or is 
clarified by its authors. Such an 
approach, we find, reduces the 


next person’s. 





ie. | 


PROTECTING 
THE NATION'S 
HAND-POWER 





















Screen Door 


Latch Set fee 


A well-designed latch set of excellent work- 
manship and durability. Made with reversi- 
ble bevel bolt and packed regularly with 
angle strikes. For doors %” to 1%” thick, 
opening out. Packed one set in box with 
screws, 


DOUBLE - ACTING FLOOR HINGE 


ee 

Federal specification FF-H-116A Type 23354 

Adjustable spring tension and alignment 

| features. Ball-bearing construction. Holds 

| door open at 90°. Reversible side plate 

| Made in sizes for doors from 1%” up to 3” 
| thick. 

Ask Your Jobber 
THE SHELBY SPRING HINGE COMPANY 


SHELBY, OHIO 


| Shin 


BUILDERS HARDWARE 
Better Wear 


1896 


| Geod Levks - 
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Pipe 
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{rr-and-Hammer 


BY 







ARMSTRUN 


“ARMSTRONG BROS.” 


Pipe Vises are improved tools: Quick-action 
“Hinged” vises have unbreakable drop forged 
hooks. Like “Open Side’’ vise have solid 
lower jaw which prevents bending of small 
or thin walled pipe. The “Chain” Vises also 
have patented 1l-piece jaws that prevent kink- 
ing of small pipe and are all steel construc- 
tion with drop forged jaws, base and 

handles and proof-tested chains. 


Write for catalog C-39a 
ARMSTRONG BROS. TOOL CO. 


e 





CHICAGO, USA 
199 Lafayette St 


N FRANC ) AVE 


n Warehouse & Sales New York 











If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together—and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New York City 
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complaining and the irritation, 
and keeps selling processes less 
disturbed. Which is an item, my 
friends. The only thing we can't 
do without after the war are cus- 
tomers. 

We find that the greatest pos- 
sible simplification is the best gen- 
eral rule of thumb to follow. 1 
believe that the ODT quarterly re- 
port will be a case in point. Prob- 
ably the original report that had 
to be made to get the certificate of 
war necessity found us as unpre- 
pared as any has, or will. I don't 
know what kind of records you 
people keep. I never had kept any 
kind of mileage record at all until 
October, except the state reports 
on over-the-road trips made by 
trucks carrying KCC licenses. But 
we made the best estimate we 
could, and then deducted 20 per 
cent for the wartime reduction we 
felt that we should make. 


Available Now 

The point to be made, though, 
is that mileage records must be 
available now; the information is 
vital to you in watching the use of 
gasoline coupons to make sure you 
last 
month or week of the quarter. It 


don’t ground your trucks the 


is necessary to conform to the reg- 
ulation to set up a daily report- 
ing system. My advice is to make 
those daily reports simple and to 
have drivers responsible for their 
being filled out each time they 
check in. Did you ever work an 
arithmetic, or an algebra problem 
by looking at the answer first, 
it? 


That's the way to do it. You know 


working backward to get 
the answer-—-how much gasoline 
you can use. And, by all means, 
make your daily record question- 
naire in the light of what you must 
have to make the quarterly report. 

Keep the fewest and simplest 
records you can possibly get 
along with; try to get people most 
closély connected to the activity 
interested and working at it; have. 
however, a double check on them. 
if possible, as speedometer read- 
ings for mileage; gas purchase 
tickets for reported purchases. 
Keep copies of all reports for fu- 
ture consistency’s sake and check 


each one for consistency with it- 











U.S. Patent D-133-413 
Other Patents Pending 


De, 


Ring Mold 


The fastest-selling item in America 
' today! The only “all-purpose” 
guaranteed heat-resisting glass 
ke oe Seay for making hot or cold 
: One-quart capacity. Indi- 
vidually packed (12 in a carton). 

Retails at $]90 

WEST OF DENVER 1.25 


BY MAKERS OF “GLASBAKE” 


HICKEY SALES CO. 


5558 Wilkins Ave., Pittsburgh, Pa. 





SAVES TIME 


Protects Fingers 
PAINE TOGGLE AND BOLT CLAMP 





FREE With ge 
Every Boa 
Of PAINE 
Toggle Bolts 
EVERY. MECHANIC 


LOOK For This Clamp 
and read instructions card 
attached. Clamp will cut 
toggle bolt installation 
time one-half and permit 
use of screw driver “o 
tighten bolt. 





RECOMMEND IT 
WITH 


PAINE 
TOGGLE 

BOLTS 
FOR FASTENINGS 
to Lath and Plaster, 
Hollow Tile, Sheet 
Rock and Insulation 
Boards. 


Ask Your Jobber and Write for Catalog. 
THE PAINE CO., 2963 Carroll Ave., Chicago, IIlinois 







FASTENING 
and HANGING 


Wa LG 3) 
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REPAIR & RESURFACING COMPOUND 


for all types of surfaces 





@ Ready Mixed @ Ready To Use 
@ Easy To Apply 
Greater compressive strength than 
concrete . . . and it's resilient. 


LEV-L-FLOR 
louds without 


stands up under the heaviest 
cracking up or breaking out. 
Requires no costly, time-taking preparing, 
chipping or cutting of old surface. No skilled 
labor. Dries overnight ready for service in 
the morning. LEV-L-FLOR assures a strong, 
smooth, good-looking surface that is Fireproof 


. Waterproof . . . Slipproof . Sparkproof 
Decayproof . . Dustproof Weatherproof 
. . . Acid- and Alkali-proof! Economical, too. 
Packed in 55-gal. drums, 5S-gal. and i1-gal 
pails, and 1-qt. cans 

Send for literature "HA" 
o 
J oO B R E R Ss Many attractive territories 
are open to Jobbers. 


Write for full details today. 








WRITE TODAY FOR LITERATURE ! 


Ds CENTRAL PRINTs VARNISH WORKS 


BROOKLYN, NEW YORK 











Dependable, 

streamlined, storm- 

proof, long-burning—the one 
lantern that has everything. 

Military requirements have first 

call, but we are striving to meet 

essential civilian demands. Please 

anticipate your needs wellin advance. 


Embury Mfg. Co.,Warsaw, N.Y. 
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self. For instance, if you report 
300 gallons of gasoline used, see 
if the mileage is reasonable with 
the fuel reported and miles-per- 
gallon used or original ODT re- 
port. Check yourself! Don’t re- 
port your own mistakes! Find 
them first! 

We keep accrued accounts, with 
periodic entries of Victory taxes, 
social security taxes, sales taxes, 
and when making up reports 
double-check with payroll books, 
with sales records, or whatever 
record will show that the answer 
arrived at is correct, or, at least, 


We check our de- 


reasonable. 


| livery tickets for appliances with 


the book we keep for the WPB, 
showing full records of sales and 
deliveries, and in turn check our 
priority slips for all kinds of stoves 
with the WPB book. In time, we 
may be able to check one report 
with another report. 

In short, develop a system which 
suits you and your business. In- 
dependent business, with all of its 
present woes, does have the excel- 
lent characteristic of being adjust- 
able. We are accustomed to 
changing our tactics to fit chang- 
ing circumstances. But one of 
the worst strains on the brains of 
people like us who do a lot of dif- 
ferent things every day in pursuit 
of business, is to try to remember 
the making and mailing dates of 
various and sundry reports and 
payments. If I tried to remember 
them I couldn’t do anything else 
or think about anything else. So, 


I just write them down, making 
a complete calendar of report due- 
dates, and forget the government 
entirely for a relaxed hour or two 
each day. In the first column, | 
write the identifying name of the 
return; in the second column, 
write the date on which return 
should be made, or figured; in 
the third, the date it should be 
mailed or paid, or both. Check 
when done; check again when 
mailed. 


Miniature Living Room 
Builds Wallpaper Volume 


(Continued from page 55) 


to us, for selling wallpaper can 
consume a lot of time. Customers 
also get a better idea of how the 
paper will look on the wall when 
a large portion is unrolled and 
hung on the wall in front of them. 
Some customers like to take a sam- 
ple home before reaching a de- 
cision. These are supplied from 
sample rolls.” 

Over 380 sample rolls of paper 
can be kept in two closets in the 
department. Each roll has the 
number of the paper, price per 
roll, and a key figure showing its 
place in the closet on a label which 
is attached to the end of the roll. 

Movable partitions, approxi- 
mately 5 ft. high, set the wallpaper 
department apart from the rest of 
the floor. Selling space can be en- 
larged during busy periods and 
contracted at other times of the 
year. 








The Army’s New 
Trench Knife 


Closeup of the Army’‘s new 
trench knife (M-3) shows detail 
of the capable 6%4-in. blade of 
high quality steel. It was rede- 
signed to conserve bronze, which 
constituted the handle and stud- 
ded guard of the previous stud- 
ded guard of the previous stand- 
ard trench knife. A non-slip grip 
of corrugated raw-hide replaces 
the bronze. Quantity issue of the 
new knife will soon be made. 
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PROFITABLE FAST SELLING 
PACKAGED PRODUCTS 


Quality Unconditionally Guaranteed 


KALSOMINE 

PATCHING PLASTER 

PLASTER OF PARIS 

INSIDE COLD WATER PAINT 

STANDARD CASEIN COLD 

WATER PAINT (WASHABLE) 

CONCRETE PATCHER 

WHITING 

PLASTIC PAINT 

All of Above Packed in Various Size Cartons 
Many Other Tried and Proven Items 

IMMEDIATE SHIPMENT 
Write for Full information—Price List—Color Cards 


AMBASSADOR SPECIALTIES, INC. 


Manufacturers 


6440 De Buel Ave., Detroit, Mich. 
Established 1930 
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Individuality, 


even in a glass cutter 








ly these days when any waste on 


our part is a victory for the enemy, we 
cannot afford to take chances with 
“moody” glass cutters that may or may 


| 
| 
not cut glass dependently. | 


To insure a proper cut every time, use 
a FLETCHER, the glass cutter that has 


stood the test of time and service—iden- 
tified by the “gold tipped” green handle. 


THE FLETCHER, TERRY CO. | 


FORESTVILLE, CONN. 


CANADA: JOSEPH TAYLOR & SONS, TORONTO 
ed 
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| Use DRYE to stop basement and cistern 


| thousands. IMMEDIATE DELIVERIES 


| A sure way to boost sales and profits is 


| cistern walls leak. You'll be amazed how 
| many answer “YES."" Show them DRYE— 


SEEE 
MORE 


MILFORD 
HACKSAW 





Handy Men 


will be using more and more hacksaw 

blades this year for their home wood- 

cutting. Yes, a hacksaw is ideal for woodcutting 

... accurate and close for fitting screens, doors, 
storm windows and the like. 

MILFORD is the only blade with Easy-Starting 

Teeth... the only blade sold under a Fair Trade 


contract. 
... Ask for a supply of our booklet 
“TRICKS OF THE TRADE”... it will 
help you sell more MILFORD BLADES. 


Order your stock assortment NOW! 


THE HENRY G. THOMPSON & SON CO. 
NEW HAVEN, CONNECTICUT 





WATERPROOF 
WET BASEMENTS 










leaks ON THE INSIDE . . . on concrete, 
brick or stone. Easy to use—mix with 
water and brush on. Successfully used by 


to ask your customers if their basement or 


and your next step will be to ring up the 
sale. 

Get repeat sales too! DRYE has many 
handy uses in home, farm and factory 
for quick durable repairs on cement and 
iron; silos, floors, etc., inside or outside. 
Buy from your jobber or write us direct. 


WEATHER SEALCO. 


12 E. Pearl Street 
CINCINNATI, OHIO 


Sell LiquiDRYE for sealing out- 
side walls, above ground, 
against rain leaks in brick, 
stone or stucco. 















Stock ‘ 
dri-kleen 


for 
QUICK 
SALES 
and 
GREATER 
PROFITS 








Improved, scientific, soluble - crystal 
home cleaner for dresses, suits, hats, 
ties, drapes, upholstery, rugs, ALL 
FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
@ Simple to use. © Odorless, non-inflammable, 
non-explesive, ¢ Contains ne soap, animal fat, 
acid or other harmful ingredients. ¢ Harms noth- 
ing which cold water will net harm. ¢ Restores 
original sparkle and brilliance to colors. ¢ Keeps 
hands smooth and soft. « A ingly ical 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL'S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 





DRI-KLEEN 
325 West Huron Street 


COMPANY 


| ~ 


No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


Sym A SURE CURE 


@ This sensational plastic 
cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a moisture-proof, 
insulation type coating impervious to 


acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
'%" pipe. Dries in 24 hours. Comes in 


I, 5 and 55 gallon drums. 





Immediate Shipment. Order from 


your Supply House. 


FREE NoDrip Hand- 
book, Allabout Con- 
densation Drip and 
its Prevention. 


J. W. MORTELL CO. 


Technical Coatings Since 
1895 


508 BURCH ST., KANKAKEE, ILL. 
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fF | ning what you 


Suggested window 
displays designed 
to inform cutom- 
ers of the short- 
age of farm har- 
vesting help and 
to stress the im- 
portance of can- 


produce that might 
be used by hard- 
ware dealers. Win- 
dow posters to be 
distributed in June 
are incorporated 
in these displays. 








Display Materials for Retailers’ 
June War Campaigns 


ARDWARE dealers can and 

should lend every aid to the 
Retailers’ War Campaign scheduled 
for June which is designed to enlist 
3.500.000 to work on farms. The 
public must be told of the tremen- 
dous harvesting job to be done if a 
serious food shortage is to be 
averted. 


Window posters on various phases 
of the program will be distributed 
during June and these can in many 
instances be incorporated in window 
displays of seasonal merchandise. 
Several of the posters that you will 
receive shortly are shown _ incor- 
porated in suggested window dis- 
plays that a dealer might install. 


They Make Sand Boxes for Customers 


HE Wolff, Kubly & Hirsig Co., 
Madison, Wis., is making its 
own sand boxes this year, thereby 


guaranteeing a normal volume of 
business on this line. The boxes 
look just as good as those generally 





Sand boxes are painted with a spray gun in order to save time. 
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Established 


” “VYse Brushes of Ment’ 





“UNITED” 


FOR 


VICTORY 
Buy U. S. WAR BONDS 





UNION MADE—A.F.L. 


UNITED BRUSH MANUFACTORIES 


116 WOOSTER STREET 





‘‘UNITED BRUSHES’’ 





FOR PAINTING 
AND DECORATING 





NEW YORK, N. Y. 











pitt Better for Laying 
LINOLEUM. 


This specially formulated SHEF- 
FIELD LINOLEUM PASTE 
makes the laying of linoleum (on 
floors, steps, sinks, etc.) a very 
simple job. It’s easy to work with 
—it grips fast—it holds tight—and 
it’s priced for quick sales. Show 
it to your trade NOW. % pts. to 


gallons. 





Fast Sellers 


THE SHEFFIELD BRONZE POWDER & STENCIL CO., CLEVELAND, OHIO 





-Production geared to your needs. 


@ Write for catalog of 40 Sheffield 


WAR COMES FIRST 


We're trying to keep all our friends 
supplied with adequate stocks of 
MOORE PUSH-PINS and PUSH-LESS 
HANGERS. But sometimes it just 
hasn’t been possible, due to war 
needs, manpower and material short- 
ages. If you haven't been able to 
get as many MOORE products as 
you need, we ask your indulgence. 
With us, as with you, war comes 
first. Rest assured, though, that we 
are doing everything possible to keep 


MOORE 


PUSH-LESS HANGERS 
PUSH-PINS 


MOORE PUSH-PIN CO. 
Since 1900 
113 Berkley Street, Philadelphia, Pa. 

















Good Salesmen Wanted— 


If you’re a good salesman inside or outside and 
want to get located, use the Classified Oppor- 
tunities Section of HARDWARE AGE. That’s 
the place where concerns looking for qualified 
men and men looking for desirable connections 
usually advertise and “connect”. HARDWARE 
AGE is read by more men in the hardware busi- 
ness than any other trade publication. Consult 
and use it for quick, tangible results. Address 


HARDWARE AGE 


Classified Opportunities Section 


100 East 42nd St. New York City 








WALTON TOOL BOXES 
FOR EXTRA PROFITS 


Made for Mechanics 


NOTE: Bonafide Priority Numbers 
Absolutely Required 
Workers who must carry things 


efficiently choose Walton, Rugged, 
compact, dependable. 


Order from your jobber. Write us 
for new Catalog Sheet illustrating 
and listing all styles and prices. 


WALTON PRODUCTS COMPANY 


2606 North Cicero Ave., Dept. 55, Chicago, Illinois 














(> Profitable, Fast Selling Line Of Consumers Products 
Established Quality — New Labels — Convenient Size Packages 


<\GERGRIY 


LINOLEUM CEMENT 





size jars and cans. 


DAISY BRUSH CLEANER 


Bristles are scarce. Daisy cleans paint 


brushes perfectly. 10¢ cartons; 
25¢ economy package of 12 doz. 





Tiger Grip is a favorite with linoleum 
layers for patching linoleum, gluing 
stair treads and seams, etc. In handy 


We Solicit Inquiries From Wholesalers. Ask For Our Folder Showing Products Of Merit. 


DANDY WALL PAPER REMOVER 
Easily applied—soaks old wall paper off 
walls in a jiffy. Pint sufficient for aver- 
age size room. 





CONSUMERS CRACK FILLER 
Fiils holes, cracks or breaks in wood, 
stone, etc. Mixes smooth, drys hard, 
stays put. 5 oz. and 1 lb. cartons. 





PAINT BRUSH 





§ @GInIn CONSUMERS GLUE COMPANY 





— since 1996 —ST. LOUIS, MO. 
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EXTRA SALES AT YOUR 
PAINT COUNTER! 


TAKES THE ODOR OUT OF 
PAINT, VARNISH, ENAMEL 


teas] fu é a PA: a 

LYM TET 
tire partment 
O¢€ not iffect 
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i NCOURAGES veg 
AND BRUSH SALE. 
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DISPLAY CARTON 
SELLS FOR YOU! 


HOLLEY CHEMICAL CO. 


122 East 25th St., NEW YORK 

















Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 


boxes, crates and bales. 
prices, also folder which gives complete 
details. 


Send for Trade- 


B. W. TOWNSEND 
Painted Post, N. Y. 














purchased from a manufacturer. 
Many are sold by the company’s 
two stores and they have plenty for 
sale. 

Wood for these boxes is purchased 
from a local lumber company which 
cuts it into proper lengths. This 
makes the assembling job very 
easy. All boxes made so far have 
been equipped with metal bottoms. 
However, wooden bottoms will be 
used when the firm’s metal stock is 
depleted. The boxes are painted 
with a spray gun to save time. This 
spreads the paint evenly over the 





entire box and covers flat surfaces 
and corners easily and in one oper- 
ation. 


Easily Assembled 


Boxes are assembled in lots of 
10 or 20 at a time from the firm’s 
stock of sawed lumber. The work 
is done by a man in the warehouse 
who is handy with tools and who 
knows how to put the boxes to- 
gether. Sandboxes sell for $4.95. 
They are advertised regularly dur- 
ing the season and are featured in 
windows from time to time. 











165,000,000 
TONS O£.IRON ORE 


120,000,000 





WHY SCRAP IS SO IMPORTANT 


(Using 1942 Steel Requirements as an example) 


109,000,000° 
TONS OF IRON ORE 


78,000,000° 









56,000,000 
TONS OF IRON ORE 














42,000,000 

































TONS OF COAL 


36,000,000 
TONS OF LIMESTONE 





ALL OF WHICH 





WOULD HAVE PRODUCED 


86,000,000 
TONS OF INGOTS 














(ROM AND STEEL INSTITUTE 


TONS OF COAL 


ya —. 
30,000,000° 6,000,000 
TONS OF LIMESTONE TONS OF LIMESTONE 
44,000,000° AND 
TONS OF SCRAP THESE SAVINGS 


which made 


86,000,000° 
TONS OF INGOTS 





@ ORE LOADINGS — 5,600 fewer shiploads were 
required saving time, transportation, labor. 


@ COAL SAVINGS—enough coal was saved to heat |" 
4,200,000 average homes for one year. 


@ LIMESTONE SAVINGS—the limestone saved would 
provide cement for an 8,000 mile, 2 lane highway. 











TONS OF COAL 











MEAN 


5.600 LOADINGS 
\ 


4,200,000 
homes heated 



















This chart graphically shows the sound logic back of the continual drive 
for more and more iron and steel scrap and tells why every bit of idle metal 
should be put in use, be sold to someone who can use it or disposed of as 


scrap. The saving in raw materials, transportation and manpower made 

possible by the use of scrap is reason enough in these days for everyone 

to pitch in and help the scrap program. But there are two bigger and more 

important reasons: 1—With scrap steel can be made faster: 2—The use of 
scrap conserves our nation’s dwindling natural resources. 
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TO BUY:--STOCK:-* SELL: 


DOOR-EASE Séainledd STICK LUBRICANT 
Add to your profits with this popular 10c item. Quick 








re sales... sure repeats! No styles . . . no seasons . . . no 
rk obsolescence. Packed 12 sticks on counter display, as 
se shown, or 24 to a box for bin sales. Each stick in litho- 
10 graphed metallic container, individually carded. Order 
o- from your jobber. 

5. AMERICAN GREASE STICK CO., MUSKEGON, MICH. 


DDOR-IEASE 





STAINLESS STICK LUBRICANT 





No. 225 Swivel (Eye Bolt) Snaps 


SADDLERY HARDWARE 
AND HARNESS CHAINS 


A complete fast selling profitable line 
of well known Saddlery Hardware and 
Harness Chains for every use. Ask for 
MIDLAND Brand when ordering from 
your jobber. 


SG THE MIDLAND CO. But our children must have toys and games. Carrom 


Sieciiliaititinituanaaimenuaee production of Carrom-Crokinole Combination Game 

MIDLAND South paibeedienn, Wienendn Rg Te ee ray Games, Arkitoy Wood 

struction Sets, Lok-Blok Building Sets, Nok- 

Hockey, Gusher and Kikit (merchandise retailing at 

from 75¢ to $9.00) — is going forward on a restricted, 
but exceedingly active schedule. 


Place your requisitions with your jobber at the earliest 
| possible date. He will do his best to supply you, just 
as we are doing our best to supply him. In the meantime, 


write for your copy of the Carrom Toy and Game catalog. 



























While there is no official rationing of toys and games 
for 1943, nevertheless the available supply from manu- 
facturer to jobber, to dealer, to consumer customer is go- 
ing to necessitate self-imposed rationing in all quarters. 














CARROM INDUSTRIES, INC. 
LUDINGTON _ Established 1889 MICHIGAN 








No. 670 Trace Carriers No. 999 Harness Buckles 











Western Auto Supply Co. 


Kansas City, Missouri 





Announces the Opening of Its New 


CHICAGO BUYING OFFICE 








157 VARIETIES! 





Located in Hodell, in war as in peace, is a specialist in producing chain 
assemblies with or without attachment blies that 
SUITE 1496 cover the widest range of sizes and uses. If wartime produc- 


tion presents chain problems, let Hodell engineers help 
you. Send blueprints for estimate. 


Merchandise Mart Building 


Tel. SUPerior 0035 K.G. HALL, Res. Buyer 

















MAY 27, 1943 


cH 
y THE BEST—WEL SBA 

bd iDGEFIELO 
ew JERSEY 











Cleans files, taps and dies quickly and 
thoroughly—prolongs the life of expen- 
sive tools. Also used by painters, house- 
wives and belt manufacturers. 


TROY FILE WORKS 


Troy, Est. 1831 N. Y. 








130 Wttllion Preyrecti 
ft SCHAFFNER'S “Little Doc’ 





FIRST - AID KITS: containing 15 most 


needed items to prevent infection. Home own- 
\ ers, travelers, etc. All prospective customers. 
Quick sales——liberal profits Complete Kit 
fe in Utility “Safe Deposit Box in three con 


Little Doec’’ Jr.— 
if your jobber cannot 


venient sizes—-Kegular 
“Little Doc Master 
supply you-—-write us 


GUS. J. SCHAFFNER COMPANY 


534 CALIF. AVE., AVALON, PITTSBURGH PA 








STEEL BRICK HODS 


Have been used 
for years 
becouse of 
their strength 
and lightness. 
All steel 


Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 36th St. and Hamilton Ave. 
@ @ CLEVELAND,OHIO @ @ 
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KEY BLANKS 


OF EVERY DESCRIPTION 


Catalogue on Request 


GRAHAM MFG. CO. 


Dept. w. 
Derby, Conn., U. S. A 











You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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Alabama Convention 





| ALABAMA OFFICERS—Left to right: W. C. Martin, Aliceville, second vice- 
| president; S. B. Martin, Wetumpka, president; J. H. Crowe, Birmingham. sec- 


retary-treasurer, and M. J. Brooks, Bessemer, chairman of the executive 
committee. 


NAME & PLACE —Ketail 
Hardware Association of Alabama 
met May 11 and 12, 1943, in Birm- 
ingham, Ala. 

NEW OFFICERS 
S. B. Martin, Wetumpka, succeeding 
Milton J. Brooks, Bessemer; first 
vice-president, Paul H. Andrews, 
Jackson; second vice-president, W. 
C. Martin, Aliceville; secretary J. 
H. Crowe, Birmingham. Directors: 


President 


| O. E. Owens, Ft. Payne; F. K. Noo- 


jin, Huntsville; M. K. Lawrenz, 
Foley; W. N. Boynton, Talladega: 
R. B. Green, York; O. G. Hulsey. 


Guntersville; Ralph Norman, Fort 


Deposit; L. W. Parker, Fairfield: 
J. D. Bell, Clanton; W. O. Stewart. 
Dothan; F. O. Braswell, Demopolis. 
and L. S. Hunter, Alexander City. 


ADDRESSES —-Dealer volume 
of business for 1943 cannot reason- 
ably be expected to be more than 


| 52 per cent of that in 1942, said F. B. 
| Kaufman, vice-president, Hibbard- 


Spencer, Bartlett & Co., Chicago. 
He agreed this might seem like a 
drastic cut but that dealers in 1940 


would have been happy with this 


volume. 

On account of the manpower 
shortage Mr. Kaufman said he looked 
for more stores to institute self-ser- 
vice. He said it was a fine time for 


| dealers to delve deep into their 


stocks and get rid of their “buying 
mistakes.” He predicted that the 
post war will bring newer and keen- 


| er competition. In considering new 


lines of merchandise he said a dealer 
should ask himself the question 
“Will people shop my store for it.” 

Hobart M. Thomas, director of 
service, National Retail Hardware 
Association, said he believed hard- 
ware dealers for 1943 could main- 
tain their volume at 70 per cent of 


the 1942 level, which would take 
stores back to about “a 1938 year.” 

Another speaker who predicted 
that “we are over the hump of get- 
ting deliveries” was Luther R. Stein 
of Belknap Hardware & Mfg. Co., 
Louisville, Ky. He said that dealers 
usually ran six to eight months be- 
hind the jobbers in their buying and 
that by the time dealers “get up a 
good sweat” he thought buying con- 
ditions would improve. He said there 
was already talk of reconverting 
some plants to civilian production. 

Several representatives of the 
OPA, the WPB and ODT appeared 
before the convention and were plied 
with questions by the dealers about 
this and that regulation. Out of 
these queries it developed that heat- 
ing and cooking stoves will soon be 
rationed. Help of the dealers was 
solicited in preventing new residen- 
tial construction jobs which exceed 
the $200 limit. 

In an “old-fashioned experience 
meeting” the dealers themselves told 
of what they were doing to meet 
war-time conditions. W. C. Martin, 
Aliceville, said he was buying up old 
farm implements and reconditioning 
them. Melvin Baldwin, Ensley, said 
he was selling chicken brooders. 
A. C. McGlaun, Jasper, amused his 
audience by telling what he didn’t 
have to sell, but said he had taken on 
feeds and straw hats as new lines. 
B. H. Matthews, dealer since 1907 
at Camden, told how he weathered 
other wars and depressions. O. E. 
Owens, Ft. Payne; R. B. Watson, 
Atmore and W. O. Stewart, Dothan, 
told how they had aid in bond sell- 
ing and scrap collecting. 

Jobbers were also given a chance 
to tell the dealers a few things and 
those taking part in the forum in- 


cluded: C. C. Blackwell, Moore- 
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ROYAL SERVES...AT HOME 


| Jor a Vorfect AND 
STEAM PRESS A ON EVERY BATTLE FRONT 


Right At Home 
With Any Hind : 

of Iron is ~ AYank tank blasts 

ie Be away at a Nazi 

oe eo Mark-4; a U. S. 

bomber lays its 

“eggs’’ on Jap shipping; an American 

destroyer drops an “ash-can” on a preying 

Axis sub — three actions controlled by 
electrical devices and communications. 


ROYAL Wire is proving itself in these, and 
other exacting engagements, the world 
over. And, at home, ROYAL Wire and 
Fuses are meeting the test of 24-hour-a-day 
maximum current loads with a minimum of 
work-stoppage. If you insist on quality, 
these are thing: you should remember. 








Limited quantities of 
ROYAL Crystal Glass 
Top Fuses, Fustats, and 
Cartridge Fuses ore 
available for civilian 
purposes thru whole- 
salers’ use of PD-1X 
applications. 






ROYAL Wire also 
available for es- 
sential purposes. 
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ELECTRIC COMPANY, 


to Speed the Day of HOT WATER CAR HEATERS 
‘Unconditional Surrender’ HOME AND CAR RADIOS 


NOBLITT-SPARKS INDUSTRIES, INC. BATHROOM ELECTRIC HEATERS 


Columbus, Indiana af on : _ METAL FURNITURE cai 
i Se ieee : oa OS sage EE 


MANUFACTURERS OF BATHROOM AND KITCHEN 
SORIES NOW 100 N WAR PRODUCTION 


THE AUTOYRE COMPANY * OAKVILLE, CONNECTICUT 
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Handley Hardware Co.; Mark Davis, 


Watson, Birmingham Sash & Door 


Belknap Hardware Co.; A. C. Ran- Co.; Dan G. Johnson, Harriman 
kin, Teague Hardware Co.; Mark 
Lyons, Jr., McGowin-Lyons Hard- 
ware Co.; A. R. Baldwin, Tennessee 
Coal, Iron & Railroad Co.; J. Frank 


Mfg. Co.; Karl E. Miller, Rubberoid 
Co. and Sam Houston, Sam Houston 
Brokerage Co. 

Following a musical program lead 











Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 
(Special Rate) set solid, maximum, 
50 wor 
Each additional word......... .05 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Bate BD. co cccccccccccosscecsscess $6.00 
Each additional inch......... 4.00 











5 
ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
plating a visit to New York City. 
No Priorities Necessary! Nationally- 
known brands in stock for immediate 
delivery! The largest and most com- 
plete assortment in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous items too 
numerous to mention. Also mechanics’ 
tools and many of the most critical and 
hard to get items you may just be 
looking for. For. additional informa- 
tion, write— 


Bex H-182, care of HARDWARE AGE 
190 E. 42nd Street, New York City 











WE HAVE AN OPENING 
for additional Hardware Special lines on commission 
calling upon jobbers, chain and departmental stores 
throughout Canada to act as Agents or Distributors 
for reputable manufacturers Established successful 
connection. Enquiries appreciated to 
MARSHALL-HALL COMPANY 
Agents & Distributors 
9 Wellington St., East, Toronto, Ontario. 











SPECIAL 
Large Quantity of GARDEN HOSE NOZZLES 


Available without priorities, due to 
Conversion of other type defense work 
by manufacturer. Itmmediate delivery, 
priced to sell jobber trade. 
Address—HOSE EQUIPMENT CO. 
1652 Loma Vista, Pasadena, California 











MANUFACTURERS’ LINE WANTED 
ON COMMISSION BASIS 


Experienced Salesman calling on machine 
shops, defense plants in Cincinnati, Ohio, area, 
has mechanical background and twenty years’ 
experience. Industrial finish, low melting point 
line or similar line wanted 


Address Box H-230, care of HARDWARE AGE, 
100 E. 42nd St., New York City 











JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 
ing and electrical supplies, paints, etc. No stock 
too large or too small for our consideration. Get 
our price before you sell. Write Box 582, 1474 
Broadway, N. Y. 





ATTENTION JOBBERS—FOR YOUR RE- 
QUIREMENTS of all brass, rubber, china, and 
iron, plumbing and heating specialties, send us 
your inquiries. Write for our catalog and price 
list. Address — Plumbing Products Company, 





WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have te offer 
MILTON HARDWARE CO. 
OXFORD, PA. 

We alse buy factory slessouts, 
surplus or discontinued items. 














SALESMAN WITH 33 YEARS OF SUC- 
CESSFUL experience selling wholesalers, _re- 
tailers, contractors, industrials, etc., both builders’ 
hardware and general hardware and ls in the 
middle Atlantic states area, seeks two or three 
non-competing lines or permanent sales connection 
with reputable factory. Has been associated with 
first rank firms and will provide satisfactory 
references. Address Box H-232, care of Harp- 
ware Acer, 100 E. 42nd St., N. Y. City. 





Salaried sales position wanted by man with 
wide experience in the retail and jobbing trade 
of the hardware trade in the New York area. 
Formerly employed by large manufacturers of 
fabricated metals, screws, padlocks, cabinet locks 
and allied lines. Also experienced in the tool 
line due to previous connections with large jobber. 
Qualifications excellent. Draft 2 B H rating. 
Also has mechanical background of two years’ 
machine shop practice and can read blue prints. 
Knows product on routines. Address Box H-23i, 
care of Haroware Ace, 100 E. 42nd St., N. Y. 
City. 





MAN EXPERIENCED IN MASTER KEY- 
ING and Grand Master keying cylinders, for 
general lock shop work. Position open in New 
Jersey. Address Box H-226, care of Harpware 
Ace, 100 E. 42nd Street, New York City. 





SALES REPRESENTATIVES WANTED BY 
RESPONSIBLE MANUFACTURER OF RE- 
CONDITIONED FILES AND TOOLS. OP- 
PORTUNITY FOR DISTRIBUTORS CALL- 
ING ON INDUSTRIES, HARDWARE AND 
DEPARTMENT STORES, ON A COMMIS.- 
SION BASIS. NO PRIORITIES, PROMPT 
DELIVERIES, REFERENCES REQUIRED. 
ADDRESS BOX H-227, CARE OF HARD.- 
WARE AGE, 100 E. 42ND STREET, NEW 
YORK CITY. 





WANTED: 2 No. 30 used Red Devil Paint 
Agitators or 2 used Horst Paint Mixers. Advise 
price and condition of machine when replying. 
Address Box H-229, care of Harpware Ace, 100 
E. 42nd Street, New York City. 





WANTED 25 lawnmowers immediately. Me- 
dium priced rubber tired ones preferred. Address 
Box H-228, care of Harpware Ace, 190 E. 42nd 
Street, New York City. 





EXPERIENCED HARDWARE SALESMAN 
WITH EXCELLENT following among the hard- 
ware and mill supply jobbers in the Southwestern 
states would like to represent an_ established 
manufacturer, on commission basis. Can furnish 
necessary references. Address Box H-222, care 








Charlestown, Mass. 
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of Harpware Ace, 100 E. 42nd St., N. Y. City. 


by A. C. Watson with Mrs. J. H. 
Crowe as pianist, the dealers were 
welcomed by C. R. Rew, president 
of the Alabama Appliance Co. The 
response was by S. B. Martin of 
Wetumpka. The Tennessee Coal. 
Iron & Railroad Co., U. S. Steel 
subsidiary in Birmingham, was guest 
at a luncheon. The annual banquet 
was held on the evening of the sec- 
ond day. 


Coming Conventions 
and Events 


Carolinas, Hardware Association of 
the annual convention during the sec- 
ond week of June, 1943, at Raleigh, 
N. C. Headquarters and sessions at the 
Sir Walter Raleigh Hotel. C. B. Glad- 
den, 407-11 Commercial Bank Building, 
Charlotte, N. C., is secretary. 

Louisiana Retail Hardware and Im- 
plement Association, annual convention, 
June 10, 1943, at New Orleans, La. 
Headquarters at the Roosevelt Hotel. 
District conferences: June 11, at the 
Gordon Hotel, Lafayette, La.; June 14, 
at the Washington Youree Hotel, 
Shreveport, La.; June 15, at Virginia 
Hotel, Monroe, La. David O. Mans- 
field, P. O. Box 1696, Jackson, Miss., 
is secretary. 

Mississippi Retail Hardware and 
Implement Association, annual conven- 
tion, June 8, 1943, at Jackson, Miss. 
Headquarters is at the Heidelberg 
Hotel. David O. Mansfield, P. O. Box 
1696, Jackson, Miss., is secretary. 

National Retail Hardware Asso- 
ciation, annual meeting, July 13, 1943, 
at the Hotel Lincoln, Indianapolis, Ind. 
Rivers Peterson, 333 North Pennsyl- 
vania St., Indianapolis, Ind., is manag- 
ing director. 








The cruelty and pathos of war 
is strikingly portrayed in the 
official June War Bond poster 
entitled, “Deliver Us From 
Evil.” This dramatic. photo- 
graphic poster in two colors 
was awarded honorable men- 
tion in the recently held “Ar- 
tist for Victory” contest. Copies 
of these posters will be mailed 
to approximately 500,000 re- 
tailers. 
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SOUTHINGTON 


MECHANICS’ TOOLS 
dahahsdahahedsisafaedatalatetalatitssan) STEEL 
SQUARES 


ALL 
STYLES 


A ':) 












We 1 Style of Mos 3, SR. 14 and 100 





SOUTHINGTON Stand- 
ard Steel Squares, Take 


eaeeueeeuet et tt tC 
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Down Square for Me- 


. chanics, and Aetna Steel SEMI-FINISHED NUTS 
. Squares for the casual or @ As one of the largest producers of nuts, we supply 
amateur user are all guar- Semi-Finished, Castle, Slotted, Cold Punched, 


Hot Pressed, Cold Forged, Stove Bolt and Machine 
Screw Nuts in any quantity from stocks. We make 
nuts from non-ferrous alloys to specifications. 


anteed accurate with ser- 


se ue eC 


vice built into them. Also 








s Bevels and Try Squares. A copy of the Lamson “Ready Reference’ List, a 
b Send for Catalog and handy visible indexed catalog and price list, is ready 
36” ——— ; for you. Ask your jobber’s salesman, or write us for it. 
24” THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 
THE SOUTHINGTON 
HDWE. MFG. COMPANY 
1967 SOUTHINGTON, CONN. 














THE LEADERS FOR OVER 73 YEARS 
Red Devil Glass Cutters and other glaziers’, 
pointers’ tools and machines are designed to the 
times—there’'s no substitute for quality. 

Send for Catalog 18 
LANDON P. SMITH, Inc., Irvington, W. J., U.S. A. 








Toxite RIS 




















This powerful dis- 
infectant also kills 
blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 


| Something to Sell When the Going is Tough! 
AL isaiNU Be reac i Nationally advertised — widely distributed — 
ith isinfo = | Satisfied customers in all parts of the country 

INTE! RC H ANGE ABLE | as a result of years of successful use in homes 
IAL CASES ee and on farms. This powerful disinfectant 


: mi I helps control diseases. 
EMPIRE LEVELS =~ [ZTOXITE LABORATORIES 


BOX 19 CHESTERTOWN, MARYLAND 





05 SOUTH SIXTH STREET MILWAUKEE, WISCONSIN 
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HERE’S a 
LABOR 
SAVER 


in Demand and Selling on Sight 


'\DR. RINEHART'S HANDY HOG HOLDER 


i, s Retail | One man holds largest hog —easily 
Ti M Dealer price | ~for ringing, vaccinating, castrat- 
Mba) 0c, shipping | ing, etc. One end for large hogs, one 
MIR TIMAUY charges pre- | for pigs. Worth its weight in gold 
Direct \ oy 6 to farmers short of help. Durable, 
from this i\S doz.orlarg. | good for a lifetime. Order Today 
& erlots. | for quick profit! 

) DR. RINEHART’S HANDY HOG HOLDER CO. 
P. O. Drawer 1946 Galesburg, Ilinois 












Save 











IT'S NEW —IT'S PATENTED — IT'S SAFE 
EVEN A CHILD Sane USE IT— 


Repeat Item. A Fast 





Good Profit. 25c¢ Retailer 
No Priorities. Contains No 
Strategic 
Easy To Sell. Materials. 
No Water. Packed 2 Doz. 
No Grit. to a Carton 
No Wax. 100 USES 
Will Not Dry 7 - ASSURED SUPPLY 
Or Harden. A & Cc Jobbers protected 


WALL PAPER CLEANER PADS 


THE ERASER CLEANER 
Durasol Chemical Co., 77 Traverse St., Boston, Mass. 














Sliding Door Track 


A high priority 
item for contrac- 
tors engaged on 
large war proj- 
ects. Send us the 
orders. We can 
ship promptly. _, 
Dependable Products Since 1888 
COBURN TROLLEY TRACK CO. 


433 HARDING ST. HOLYOKE, MASS. 














Genre’ DOMES 2 SILENCE 





SLIDE SILENTLY - SOFTLY - SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 


a | , & FLOORS - CREATE QUIET 
Look for name 
“Domes of Silence” 


Domes of Sil — | 





lated Cushion Glides 





For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 






Ask your Jobber. If he is not 


DOMES of SILENCE 
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A 


Ackermann Steffan & Co.. 
2 ea 
Ambassador Specialties, Inc..... 
ope Chain & Cable Co., 

SE sxe deatackcts wands ysvusdiees aie 
American Chain Div.. 
American Grease Stick Co.. 
American Mfg. Co............ ‘ 
American Safety Razor Corp..... 
American Specialty Co........ ‘ 
American Steel & Wire Co....... 
American Thermos Bottle Co... 
Ames Baldwin Wyoming Co. 
Animal Trap Co. . 
Armstrong Bros. Tool Co... 
Autoyre Co. 


B 
Berea Abrasives 
Bommer Spring ata Co. 
Boss Mfg. Co., 
Boston Woven heres & Rubber Co. 
Briggs & Stratton ............ 
Brooks & Sons, M. S. 


Cc 
Carey Mfg. Co., The Philip.. 
Carrom Industries, Inc. : 
Central Paint & Varnish Wks... 
Champion Hdwe Co... 
Chicago Spring Hinge Co. 
Clemson Bros., Inc.... 
Cleveland Cap & Screw Co.. 
Cleveland Mill & Power Co.. 
Cleveland Wire Spring Co. 
Coburn Trolley Track Co. 
Columbia First Aiders ; 
Columbian Rope Co. . +s 
Columbian Vise & 0 "CO....63 
Consumers Glue Co. hams 
Crescent Tool Co. 
Cross & Co., W. W. 


D 
Delco Appliance .. 
Diamond Calk Horseshoe Co.. 
Dixon Crucible Co., Joseph 
Domes of Silence 


Drake Electric Works, Gea 


Draper-Maynard Co. 
Dri-Kleen Co. .. : 
Durasol Chemical Co.. 


Elastic Tip Co. . 
Embury Mfg. Co. 
Empire weed % Mfg. Co. 


F 


Fairmount Tool & Forging Co... 
Bs | 


Fletcher Terry Co., The.. 
Flexible Steel Lacing | Co.. 
Forsberg Mfg. Co. 
Franklin Glue Co. 

Fuller Bros., Ltd. 


S 


General Hdwe. Co. 
Graham Mfg. Co. 
Greenlee Tool Co. 
Griffin Mfg. Co. 


H 


Harrington & Richardson Arms 
Co 


Hecolite Appliances 
Heller Bros. Co. 
Hickey Sales Co. 
Hodell Chain Co. 
Holley Chemical Co. 
Huenefeld Co., The 


I 
Independent Lock Co. 


J 
Jennings Mfg. Co., Russell 
Johnson & Johnson 


K 


Katzinger Co., Edward 
Keystone Steel & Wire Co. 
Kursh Paper Co. 


L 


Lamson & Sessions Co..26, 85, 103, 
Lloyd Products Co. _ 

















M 

95 | Marble Arms & Mfg. Co... 

69 | Master Lock Co. ........... 

107 | Master Metal Prods., Inc. 

Mayes Bros. Tool Mig. Co.. 

15 | Merchandise Mart ............ on 

15 | Mid States Steel & Wire Co... % 

11 | Midland Co. .............. Hi 

1 | Miller, Inc., Robert E....... . 

59 | Minnesota Mining & Mfg. Co... Ih 

89 | Minute Mop Co. .......... 1 

23 | Moore Push Pin Co......... .. 10 

20 | Mortell Co., J. W...... . 1 

118 | Multi Products Inc. ..... 9% 

14| Myers & Bro. Co., F. E........... 9 

105 

3 

N 
National Mfg. Co. at 
National Some & Mfg. “Co. Ty] 

76 | Nicholson File Co. ............ Ly 

72 | Noblitt-Sparks Industries, fac..... 

104 | Nock-On-Wood Ltd. ......... mW 

4 

él 

102 ° 
Owens-Corning Fiberglas Corp... | 

98 P 

ore Oe OES |. i catauss<ccee “ 105 

06 | Patterson-Sargent Co. ........... 6 

03 | Perfection Stove Co. ...... ota 

95 | Phoenix Mfg. Co. ............ . 

8] Prime Mfg. Co. ......... ke veea Sa 

a Progressive Mfg. Co., The % 

112 

116 R 

66 | Raybestos Manhattan, Inc. (Indus- 

117 eS rere 

103 | Remington Arms Co., dnc......... 47 

109 | Richards Wilcox Mfg. Co........ 18 

15 | Rinehart's, Dr. Handy Hog Holder 

104 SE iccimbvisabadinensess ses se 16 
Royal Electric Co., Inc.... ‘Ae 

30 Ss 

24 | Sammann, Harold P. ..... . 

a7 | Schaffner Co., Gus J............ IN 

116 | Schatz a. “ere Backed - a 

104 | Schlueter Mfg. Co. .............. B 

26 | Scholihorn Gonna, <a 

108 —" Bronze ono gg & “Stencil . 

oe Shelby Spring Hinge Co....... . 104 
Simonds Saw & Tool Co......... 7% 
Smith, Inc., a Pe apédiasenes 115 

117 Socony-Vacuum Co. ............. i 

106 | Sonora Radio & Television by 

- Southington Hdwe. Mfg. peeeente " 
Serre 
OI 5 ik cn asdeviccascrs's ; 

67 | Sunlite Mfg. Co. The ............ oe 

07 | Swift Lubricator Co. ............ 7 

6 

Hf ‘ 

22 | Thompson & Co., Henry G....... 107 
Townsend, . Ty aes He 
Toxite Laboratories .............. IIS 
Trico Fuse Mfg. Co......... ‘ads 

83 | Triplex Screw Co. ........ ‘ 88 

112 | Troy File Works .......... 76 

82 

ad u 
Union Hardware Co...... 24 
United Brush Manufactories ..... /09 
United States Plywood up. " 

49 | United States Steel Co.. 23 

112 | Upson Brothers, Inc. ... HW? 

13 | Utica Drop Forge & Tool Corp. gi 

. 105 

i 

110 v 

120 | Vaughan & Bushnell . 
Vichek Tool Co. ...... 100 

33 Ww 
Walton Products Co. 109 
Warren Tocl Corp. ... 16 

79 | Weather Seal Co. ..... 107 

5 | Weaver Pres-Kloth Co. 113 
Western Auto Supply Co. ih 
Wood Shovel & Tool Co. 28 

17 

73 x 

77 | X-Acto Crescent Prods. Co. 102 

Y 
115 | | Yale & Towne Mfg. Co. .. 3 
118 | Youngstown Pressed Steel Div 65 
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A SUPERIOR SCREWDRIVER J9Z GZS THE AUTOMATIC GRIP 



























































ne, 
ROW Full featured: High quality value of an already high 
blade, tempered entire quality screwdriver. Adver- 
le ‘ s hend-qround biti mony tised in '"Popular Mechanics’ 
4 COLOR breakable insulating handles and ‘‘Popular Science’ to 
—- in COUNTER : Plus the p reach wer workers. 
tees asf . ; Gripper that doubles the Order Thru Your Jobber. 
2 GRIPPER DISPLAY 
So. EA Stiwes or suave oe UPSON BROS.,INC. 84 Exchange St, | ROCHESTER, N. Y. 
ane I? WHE OT OE PATENTED 
Co.) gf — a —_— = 
. Mi 
+ alt 
y. Co... I 
“g MOLDED RUBBER GOODS srscatrrs 
108 
4 WET . DRY Plain and Mushroom Bump — Suction Rubbers 
, Rubber Head Nails Toilet Seat Bumpers 
Pre-Waterproofed and Pre-Lubricated Chair Tips Crutch Tips 
te % by Exclusive Methods 
...... 
noes Makes Columbian Rope € 
ie more flexible 
Look for the 
Corp... i6 RED, WHITE 
ano sue | [i Ome ee 


MARKER 
when you buy 
rope — your 


Gag | 2 
ET 








SEND FOR CATALOG WTA 8.405: 08 VE 
OF COMPLETE LINE BOSTON, MASS. 


= ° ‘NEW JAR SEALER—BIG PROFITS 
ae Everything FOR DEALERS 








ae 
Holder a - - - » 
vessel that Marble’s is making Today will help | _eee S ow — 
: : | Want This Clever Canning Helper, Now 
bring back Tomorrow the security and The New NOCKONWOOD JAR SEALER is the first 
—_ “ in oes — for every housewife 
. io. . | Merely twist j . 
vos peace which you enjoyed Yesterday in SPECIAL METAL KNOB SMOOTHES FLANGE OF 
te n h 1 1 f ’ | ig Moy — SEALING Re ge 
ae 3 . Yispenses with old method of using heel of knife 
= the sale. and use OL... SELL FAST ON SIGHT 
itencil \ true sight seller. Stock these now and get 


quick, profitable turnovers. 


: >] mane e ® 
"104 MARBLES Outing Equipment ORDER DIRECT FROM US IF YOUR 
JOBBER IS OUT—DON’T WAIT 
— List Price: 15¢ Each—40% Dealer Discount 


Packed {2 to carton. Shipping weight per carton; 


: i M A x B L E A R M Ss & M FG * Cc ©] 7 NOGKONWOOD. items, for catalog of new and useful 


"Ideas in Wood" 




































P, 
5 | -52-53-54 
"pany " 540 Delta Ave., Gladstone, Mich., U. S. A. NOCKONWOOD, LTD.. BLOOMFIELD, IOWA 
: | Speeaibigenes: 
f 
COLOR TELL § SIZE 
t ¢% Op : 
if FUSES 
Customers like the all-safety top ' 
—no glass —no cuts; no metal — 
s no shocks. “Plus-Values” make 
¢4 satisfied customers. Colored 
23 carton sells 5 fuses at a 
W time. Attractive 7-col- 
> or display box re- 
minds them 
" ASK YOUR JOBBER 
in FOR (olortope 
THE WM. SCHOLLHORN COMPANY 
PrP. Oo. BOX 1944 NEW HAVEN, CONNECTICUT e TRICO FUSE ace CO. MILWAUKEE. WIS 
109 
o |. polesetetn j 
113 
i —= a 
28 CARPENTERS. as \ A E Pr — 
102 \L242 ED ALUMINUM ORIGINATED 1896 Re Gi dhe 
: MAYES GUARANTEES ACCURACY, SERVICE Po ee 


ASK YOUR DEALER *AND DURABILITY ASKING 


é maves roots {MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin, Micn. 
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* BRANDS...BONDS * 


On the far flung land fronts of this world conflict you will find 





various brands of the “Ames” line of shovels playing an im- 
portant part. “Ames” shovels are even more essential in war 


COLT than in peace. On the home front... War Bonds are the RAM 


power that winds the mainspring of our war machine 


P ON Y ... for they provide the tools of war and CARTER 
HUSKY victory. Buy War Bonds for Victory and BRONCO 


save for Peace. ‘“‘Ames” Brands 


O. AMES A LG fem @ aaa 
te and War Bonds... botha 


OPTIMUS necessary investment! RED EDGE 


PEERLESS @ PINNACLE 
“ AMES * 
FAVORITE ner THREE STAR 


TWO STAR WW MONONGAH 





PARKERSBURG, W.VA, *& AMES BALDWIN WYOMING Co. te NORTH EASTON, MASS. 
VY 








Best for Industrial Installations 


Mj 


I 
| 


LLOYD STARTERS 


Hold first place for efficiency and long 
life wherever 100-watt lamps are used. 
They have longer life . . . start more 


10 OO \\\ Bt surely more times. 
yi - one 


FS-6 Master No-Blink (2-prong) 
FS-6 (2-prong) Regular 
FS-64 (4-prong) Regular 


Lloyd Policy Insures Quality 


LLOYD PRODUCTS COMPANY 
Dept. HA-52 Providence, R. I. 











REPRESENTATIVES — BRANCH OFFICES — WAREHOUSE STOCKS IN 23 LEADING CITIES 
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Hardware Store Essential 
to Victory Gardens, too 





For instance: 








will be left for repair jobs. 


Home Front.” 





To make a Victory Garden yield its greatest toward winning 


the war—it takes a lot of attention to a lot of “little things”. 


Right now may be the “fix-it” time for that wheelbarrow 
the time to repair that rake handle or to sharpen soil-working 


implements, for soon other work will stack up so fast little time 


And it’s the Hardware Man who must supply the nuts, bolts 
and screws for the important repair jobs that should be done 
now—or supply new implements and tools in urgent cases. 

Thus, the hardware man is not only essential to the huge con- 
servation program—he’s also a co-custodian of today’s Victory 


Garden. In more ways than one, “Hardware Guards the 


























THE NATIONAL SCREW & MFG. CO., CLEVELAND, 0. 





BLUgHOT 


ADJ USEPA BLE 
fea. > 










RF NE 
\NGES 


KEROS 


Re 





ef; 









BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made ‘‘BOSS’’ 
the Quality Leader. 





PRIZE WICKLESS 
NEEDLE VALVE 
STOVES... 


Made in both Table Model 
and High Leg Types. 


C-29-N Table Model 
C-28-N High Leg Model 





C baie =—=>> Ee => K- ==> 


victory Oy) Aig! el juihsi} 


MODELS Le) 


For the 
Duration. 






C-39-N Table Model 
C-38-N High Leg Model 


iB Ad S ad ad J % N & Nationally Famous For Cooking Efficiency . . . 
The Standard Of Value For Over 40 Years 











RANGES « STOVES * OVENS ° HEATERS 
THE HUENEFRLD CO. CINCINNATI, OHIQ 
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J LE 











